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Samson Trade Mark 


SASH CORD 
Lame ma i 


ot 
«tt « 





S. Pat. Off. 


Trade Mark Reg. U. 


Made of extra quality stock, carefully inspected, 
and guaranteed free from imperfections of braid 
or finish. Known for over thirty years to archi- 
tects and builders as the most durable and eco- 
nomical material for hanging windows. 


Phoenix Cord 





smooth, firmly braided, and free 
from the prominent imperfections seen in other 
low-priced cords. 


Sachem Cord 


Even running, 


More uniform in quality than other very low- 
priced cords. Sold at net weight, like all our cord. 


These sash cords do not contain the large or heavily loaded centres found in 
some cords, which increase the weight and decrease the wear. Even the 
Sachem cord will wear at least twice as long in running over pulleys as the 


best loaded cord. 


“Before buying sash cord, ravel the end and look at the center.” 


We also manufacture other braided cords in all sizes, kinds and quali- 
ties, including other sash cords, clothes lines, masons’ lines, shade 
cord, awning line, dumbwaiter rope, etc., and cotton twines. 


Send for Catalogue and Samples 


| 
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Samson Cordage Works, Boston, Mass. | 
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Why they dined at the Boar’s Head 


Her idea of entertaining the Pembertons at 
the Boar’s Head had seemed happy enough, 
though a trifle expensive. But after a dusty, 
sticky ride out from town, they found the inn 
hotter and more crowded and noisier than 
ever. [heir none-too-attentive waiter had 
just departed kitchenward for another of his 
prolonged stays. 


Somehow, she could not help but picture 
the dinners they had had at the Pembertons’ 
home—the cool, quiet dining-room, the 
daintily set table, the glinting beauty of the 
silverware. If only she had enough silverware 
to entertain at home, she would have been 
spared this unpleasantness. 


NIV rages gehen 
ream set to 
h the y ho fo Ps and 
t 1s handsome 


coffee spoons, serving pieces. 


Sey 


The above page advertisement in colors in the May Ladies’ Home Journal and May 3rd Saturday Evening Post 
and in black in other leading publications will set many women thinking. Turn this interest your way during 


Silverware Week, May 12-17 






Have you silverware enough 
to entertain at home? 


ERHAPS you, too, are sometimes disappointed in the dinners 

you give your friends in hotel, restaurant orcafe. You realize 
that the essence of good entertaining lies in the personal touch, 
in the quiet surroundings of the home. 


Yet you despair of giving dinners at home, because you have 
not enough silverware. But no doubt you do not realize how 
easily and reasonably you can provide all the silverware you need. 


In 1847 Rogers Bros. Silverplate you can afford to add to your 
present tableware, or to build up a complete new series to replace 
an antiquated pattern. In this fine silverplate you can provide 
all the niceties of the well-set table—salad forks, ice cream forks, 


You can purchase in quantities as small as you wish. And 
whenever you need more pieces in the chosen pattern, you can 
get them easily; for leading dealers everywhere have the newer 
1847 Rogers Bros. patterns in stock. 


May we send you a copy of our booklet , ‘Etiquette, 
Entertaining and Good Sense,’’ 
settings made in the Good Housekeeping Studio of Fur- 
nishings and Decorations? You will find it full of sug- 
gestions for successful entertaining. Write for it to-day. 


INTERNATIONAL SILVER CO., MERIDEN, CONN. 


1547 Nevelone S BROS. 


with authoritative table 
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V & B Vanadium Hammers are dis- 
tinctly the choice of the carpenter. 


from special V & B formula 
steel, handled with the finest 

ji. second growth white 
ected and approved 
aboratories they 













by the - 
are uniqué 


The patented i's. EX nsion 
Wedge firmly locks = 
and is absolutely positiv® 
a tight head at all times. 


The octagon neck and round faced f 
tern is neat and practical, and the 
special non-slip claw firmly grips either 
a brad or a spike. 


The wax hole is a feature especially 
appreciated by those who work with 
hard wood. 





The special shaped handle and head 
of the tool gives a hammer of min- 
imum vibration and nice balance—has 
created a steadily growing demand. 
Stock them—it pays. 




















VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


(Makers Of Fine Tools 
2114 Carroll Ave.~ ~ Chicago, Ill. U.S.A. 
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Of Especial Interest to Hardware Dealers 


8 Best Selling Socket Wrenches 
On an Attractive Display Board 


ER OR Ee NT AOE 


HIS Walden-Worcester Display 

Board takes up very little space, 

only 3 ft. 9 in. by 1 ft. on wall or 
post. 


Yet in that small space you can dis- 
play a real stock of 40 wrenches—five 
wrenches each of the eight best selling 
socket wrenches on the market for 
Ford cars. 


And what a “Silent Salesman’ it is 
—it attracts immediate attention from 
every motorist. 


Carries the very tools that are needed 
for home garage service, and the ar- 
rangement is such that before the mo- 
torist realizes it, he 1s taking down these 
wrenches and your cash register is 
ringing up sale after sale. 


We have made the investment small 


No. 40 Board. ° 
; so that your turnover will be Jarge. 


“Quality?” There’s nothing better 
in socket wrenches and nothing that 
will sell them as rapidly as this Display 
Board, which comes to you free of 
charge with your order. 


WALDEN-WORCES TER 


INCORPORATED 
WORCESTER, MASSACHUSETTS 
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) tin SilverSteel Saws 


ENGLAND SENDS 













‘¥ WINNER 
Al E. TAYLOR 
WITH 


-) W. H. MOZLEY 
HASTINGS, ENGLAND 
RECEIVES TEN DOLLARS 


Even over in England the quality of Atkins Saws is recognized, 
and dealers there realize that it is a big asset to their business to 
handle Atkins Silver Steel Saws. 

Mr. Taylor has written a very good letter and deserves a $10.00 
check. Have you sent in yours? Our only requirements are that 
the letter be written on the stationery of the dealer with whom you 
are connected, and that the dealer handles Atkins Saws. 


E. C. Atkins & Co. 
indianapolis, Ind., U. S. A. 
Gentlemen: 


Here’s why I recommend Atkins Saws to my fellow hardware dealer: 


1. They are price maintained, and therefore a fair rate of profit is assured, 
without fear of undercutting. 


2. The makers do not trade direct with the users. 


3. It is always a pleasure and good policy to serve one’s customers with 
reliable goods. 


4. Their special merits make them an easy-selling line. 
.5. The retailer reaps the benefit of extensive advertising at no cost to 


him 
- 6. They are guaranteed by the makers, thus relieving the retailer of any 
responsibility. . 


Yours faithfully, 
W. H. MOZLEY, 
E. TAYLOR, Manager. 


A FEW POINTERS ON ATKINS 
No. 9 PRUNING SAW 


At this time of year, you should be selling a number of pruning saws. The No. 9 Pruner illustrated 

| here is a very popular one. It is 14%” deep from blade to back on the point, and 5” at the butt, and accom- 
modates a 20” blade which is made of Atkins high grade Special Steel. The handle has an extra large grip, 
making it comfortable where a glove is used by the operator. It is fastened to the frame with two nickeled 





screws. 
| E. C. ATKINS & COMPANY 
Established 1857 “The Silver Steel Saw People’’ 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCHES: 
Atlant Mi li N Orl Sa aris, France 
Giieose Memphis. 4 New York Patna ae onal  €& Sydawy, N. S. W 


ATKINS ALWAYS AMZAD’ A nn _ 











Horton Home Ironer 30 inch roll. 
lrons EVERYTHING perfectly 





Horton No. 40 — the original 
3-cup Electric Suction Washer. 





Horton Electric No. 33 
he dolly type washer. 





Horton Miracle Washer 
No. 22—Hand Operated 





Horton *‘Peerless’’ Washer 
No. 30—- Water Power 
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0-operalion~ 


the hind that is human- 


that grows and grows ~~ 


sLIERE are two kinds of co-operation. One 






service. 


Real co-operation grows. W hen 
all are imbued with it, from 
general manager to oftice 
boy, the organization as a 
whole progresses, through 
promoting the customer's 
interest. 


Here at Horton, such a 
spirit of service lives. Every 
factory man who turns a 
wheel or tightens a bolt has 
this desire to serve well—to 
build well. It is the reason 
for the goodness of Horton 
Washers and Ironers. 

It is why our jobbers, dis- 
tributors and dealers are 
successful. They have felt 
the effects of the Horton 


Kis forced and for that reason is half-hearted, 
kZSe3 cold, unresponsive. The other is of the 
human kind — real co-operation — born of the spirit of 
It is warm, cordial and friendly. 


spirit of service and them- 
selves have been enthusias- 
tic co-operants. : 


The letter, here shown, from 
the Salt Lake Hardware 
Company, is evidence that 
co-operation of the human 
kind grows and guarantees 
success. Letters such as this 
are not unusual with us and 
they always stress the satis- 
faction of their Horton ¢on- 
nection. 


Are you interested in a 
mutually friendly business 
relationship of this kind 
and the many advantages it 


offers? We'll welcome the 
opportunity to tell you more. 


HORTON MANUFACTURING COMPANY 
1308 Fry Street 





ELECTRIC WASHERS 


Pioneers for 50 Years 


Fort Wayne, Indiana 





AND IRONERS 


ort Wayne, Ind. 
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» Whi 8 a] ‘ 
the , Prigg” ig imp, ¢ °Port sp] Horton (3-Cup) Suction Washer 
We ° oper, 4id No. 40 
Vv i e UCce Retail price, $160.00 with copper tub; 
“Ment g ana a “=i $165.00 with white vitreous enamel tub. 
Horton Home Ironer 30-Inch Roll 
Retail price, $140.00 [gas heated); 
$175.00 [electrically heated). 
Horton Ironer 
Retail prices, 42-in. $145.00 and 46-in. 
$155.00 {gas heated } 46-in. $200.00 
(electrically heated) 
The Famous Horton No. 32 


Over 75,000 sold. In greater demand 
today than ever before. Retail price, 
00 





Horton Power Washer No. 31 
Similar to No. 32 without electric mo- 
tor. Operated by hand or by gasoline 
orfarm motor Retail price, $47 50. 

Horton Miracle Washer No. 22 

, The highest grade hand-operated 
washer. Retail price, $18.00 

PeerlessW ater PowerW asherNo.30 
Requires only 25 ]b. pressure. Trouble 
proof and does the work. Reta] 
price, $22.50. 

Horton Vacuum Washer No. 35 

; A vacuum*type hand power machine 
wan wees COs , for the farm or those who cannot afford 

anenaiie a higher priced machines. Retail price, 

: : $20.00. 

All above models slightly higher in 

extreme east and west. 


~ & 





Warehouse of Salt Lake Hardware 
Company at Salt Lake City, Utah. 
A similar warehouse is located at 


Pocatello, Idaho. 








AND IRONERAS 


ELECTRIC WASHERS Fort Wayne, Ind. 


Pioneers for SO Years 
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Black Diamond 
Files 














When the rub comes be- 
tween a piece of metal and a 
Black Diamond File, the 
Black Diamond File always 
wins. Its scientifically tested 
temper and uniform cutting 
quality are what good work- 
men want---and buy! 


Since 1863 the Standard of Quality ! 


<0 hy 











G. © H. BARNETT COMPANY 


1078 FRANKFORD AVENUE £PHILADELPHIA, PA. 


Owned and Operated by NICHOLSON FILE CO. 
Providence, R. L. 
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A Wrench 


You Can Trust to the Limit 


Henr 
STILLSON WRENCH 


You can be proud to recommend 
the Henry & Allen Stillson. It’s a 
wrench that a man can trust. 


The material, the workmanship, 
and the pattern make a wrench of 
unequalled quality. Tests prove 
this statement! In the most recent 
test, every other Stillson failed be- 
fore the Henry & Allen. The 
Henry & Allen showed no strain 
at all until 7722 inch pounds pres- 
sure was reached—and then only 
the handle bent. 


You can trust “the wrench with 


the red nut” to uphold the good 
reputation of your store. Your cus- 
tomer can rely on it to do its job 
thoroughly without danger of slip- 
ping or breaking. 


It’s an easy article to stock, too! 
6” to 14” inclusive in individual 
packages. 10” household size with 
wooden handle packed individ- 
ually. Six in an attractive display 
carton. 


Order from your own jobber. 
Or write us for further informa- 
tion. 


Henry & Allen, Auburn, N. Y. 


& Allen 
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Spring 
Building 


The call for Carpenters is 
heard in the land—also for Brick- 
layers, Masons and other artisans. 






Buildings are being erected— 
nails are being used—hammers 
are in demand for every require- 
ment. 


Are you prepared to meet the 
demand that is sure to follow for 
the well-known 


MAYDOLE 
HAMMERS 


THE WORLD’S STANDARD 












If not—order immediately. 
The Genuine Maydole Ham- 
mers are made for every purpose 
and made right. 


Since 1843 their quality has 
been accepted as “The World’s 
Standard.” 


In this quality they never vary. 
Men know they can depend abso- 
lutely upon Maydole Hammers 
to give them the satisfaction they 
have a right to expect. 


Your Jobber will supply you. 


Manufactured by 


The DAVID MAYDOLE HAMMER 
NORWICH, N. Y., U. S. A. 








Apri! 24, 1924 HARDWARE AGE 


| better! 
| our old familiar No. 1027 
with new improvements 


OTEthe new improvements made in our 

Pistol Grip Hack Saw Frame No. 1027. 

It has always been popular, but these new 

improvements now give your customers the 
best frame their money can buy. 





For fifty-six years we’ve made fine tools. 
Improvements to Millers Falls tools mean 
this—an already fine tool has become still 
better. 


See our advertisement of the new No. 1027, 


Saturday Evening Post, April 12 


This advertisement will help to start your sale. 
Yoursalesmanshipand your customers’ exam- 
ination of No. 1027 itself will close the sale. 


1 4 
Highly polished nickel- 


eS One piece handle and 
plated frame. 


back re-enforcement — 


2 easier to adjust. 
Our own first quality 
Millers Falls Hack Saw 5 
Blade. 

3 “Pistol Grip”, special 
One Pin adjustment in- black composition 
stead of two. handle. 


MILLERS FALLS COMPANY 
MILLERS FALLS, MASS. 


28 Warren Street 9 So. Clinton Street 
New York Chicago 






MILLERS FALLS 
TOOLS 
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PULLING _ , 
A GOOD — ~ 
AS A BOX HAMMER A HATCHET 
AZ CHISEL 
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The Tomahawk Tool 
No. 99 


One of the handiest tools ever made for 
use in the store, while motoring, in the 
home, at camp, etc. 


Four tools in one—all of them practical. 
Just the tool for odd jobs of all kinds. 


Displayed on handsome three color litho- 
graphed steel stand as shown. 


Order thru your jobber. If he can’t 
supply you write us direct. 


TOMAH AW 
TOOL GS 
HANDY TOOL es 


Manafacivured bh 
OROP FOREED STEEL THE BRIDGEPORT 
PRACTHALLY eevee HARDWARE MFG. CORR 
TESTED aed GUARANTE, BRIDGEPORT. COHN.US.A, 








Silent Salesman Shown Above Packed With One-Third Dozen 
The Tomahawk is drop forged in a 
single piece from a fine quality of steel 
and is practically unbreakable. Work- 
ing parts carefully heat treated to with- 
stand the hardest use and abuse. 

Length 13 inches. Weight 30 ounces. 

List Price $18.00 a dozen 


Fully guaranteed 


The Bridgeport Hardware Mfg., Corp. 
Bridgeport, Conn., U. S. A. 
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1864 + . ##SIXTIETH ANNIVERSARY 1924 


SAMSON 


STEEL CASTING 
FISHING REELS 
RODS 









































CT 
No. F 
No. BCA 
prea ewan 
No. TR 
UNION Products — 
please 
CONSUMER - DEALER - JOBBER 








UNION HARDWARE COMPANY 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 
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Side-Arm Heater 


No. 4 21 oa finest side-erm 


kerosene water heat- 
er made. — ipped with heavy cast 
bronze header with special heat-col- 
lecting fins; 42-foot triple copper 
coil surrounded by a double insu- 
lating jacket; Giant Superfex 
Burner; dual thermostatic shut- 
off; rigid adjustable legs; two one- 

on reversible oil reservoirs. 


Heats plenty of water for washing 
or shaving in 5 minutes—for dish- 
washing in 10 minutes—for a bath 
in 30 minutes. 


HARDWARE AGE 
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PATENTED 
PATENTS PENDING 


“Stay-Hot” Heater No. 431 
A COMPLETE OUTFIT! 


It consists of the new “Stay-Hot” tank 
(extra heavy, copper bearing steel, 30 
gal. size); a 28-ft. double copper coil in 
center flue of tank; Giant Superfex 
Burner; dual thermostatic shut-off; 
two 1-gal. reversible oil reservoirs. 


Heats an abundance of water for wash- 
ing or shaving in five minutes—for 
washing dishes in 10 minutes—for a 
bath in 30 minutes. 






april 24, 1924 

































Side-Arm Heater 


Ah that is with- 
No. 412 out oye in the 


popular priced field. 

with four cast iron poems Sam — 

surrounded by a double insulatin ing 

jacket; two of the new sg 
double-draft Blue Chimn 

ers; a one gallon reversible — 


reservoir; rigid frame with adjust- 


oT water as quickly as the No. 


Thermostat and “Stay-Hot” Tank are New Ideas in 


Kerosene Water Heaters. 


A thermostat which automatically turns the 
flame out when the tank is full of hot water 


and a “Stay-Hot” storage tank which keeps the water hot for 36 hours after the flame is 


extinguished are new and revolutionary ideas in kerosene-burning water heaters. 
Of equal importance is the use of the very latest New Perfection oil burners — 
the Giant Superfex and the improved double-draft Blue Chimney Burner— 
which heat the water at a speed never before attained with kerosene. 


HOT 
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| Complete New Line 
| NEW PERFECTION 


Kerosene Water Heaters 


An achievement which opens the greatest water 








heater market ever offered, by aay 2> the satisfac- 


tion, dependability and economy of t 


e gas heater 


to the millions of homes without gas. 


Here, at last, is the answer to the univer- 
sal demand for running hot water—a 
demand which has never before been 
satisfied in homes without gas. 


By combining the powerful heat and 
proven reliability of the world’s most 
modern oil stove burners, with the con- 
venience of thermostatic shut-off and 
the economy of the insulated “Stay-Hot” 
storage tank, New Perfection Kerosene 
Water Heaters are the first and only oil- 
burning heaters to equalthe service of gas. 


By providing an economical and depend- 
able method of heating water, they not 
only complete the service which run- 
ning water systems already installed 
should give, but in addition they create 
a bigger demand for water supply systems 
than has ever been known before. 


Your profit, therefore, is far greater than 
the liberal profit to be made from the 
sale and installation of the heaters 
themselves. 


THE CLEVELAND METAL PRODUCTS CoO. 


7791 Platt Avenue 


Also makers of New Perfection Oil Cook Stoves, 
Ranges and Room Heaters. 


MEMBERS 
THE NATIONAL 
ADE EXTENSION BUREA 





Complete Line Meets Every Need 


The three models illustrated on the op- 
posite page meet every water heating 
need in the home, cottage, small hotel, 
barber shop or office where there is no 
gas—a greater field for water heater 
sales than the entire market for gas 
water heaters has ever offered. 

As a complete line they possess exclusive ad- 
vantages over all other kerosene water heaters. 


And, as individual models, each one repre- 
sents the greatest value obtainable at its price. 


Dealer Cooperation 


The introduction of this new line of New 
Perfection Kerosene Water Heaters is accom- 
panied by a complete line of dealer selling 
helps, furnished free. Backed by this cooper- 
ation and over 25 years experience as the 
world’s largest maker of oil burning devices, 
your opportunity in this great new field has 
no limit. 

Don’t delay —the market 
is ready. Write now for 
the complete catalog with 
prices and discounts. 








Cleveland, Ohio 


this book TODAY 


WATER or Millions of Homes without Gas 
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Hatchets 


Hammers 


e" i] 


Half Hatchets— 
Sizes 1-2. Polished 
Bits or Rustless 
Black. 





Claw Hatchets — 
Sizes 1-2. Polished 
Bits or Rustless 
Black, 






PRONOUNCED CRE-CO-ITE 


I 

















MICHIGAN PATTERN AXES—3%, 3%, 
3% lb. weights. Furnished in various fin- 


ishes and handled as required. 









CRECVITE STEEL 


A. E. Nail Ham- 
mers—7 oz. to 16 
OZ. Polished and 
Semi-finish. Best 
Quality Hickory 
Handles. 


/ 
MINERS’ AXES—3 to 
lb. weights, 26 inches. 
2 Hickory Handles. 


Sell This Line of Tools! 





N the creation of Crecoite Steel we have developed 
a metal in our own laboratories for the express pur- 
pose of manufacturing Steel Tools to supply the 
demand for quality tools that will meet severe service 
at moderate prices. We have a modern, well equipped 
plant and behind us an organization of 30 years inten- 
sive, practical experience in metal products. 





House Axes—2% 
and 3-lb. 19-in. No. 
2 Hickory Handle. 


4% 
No. 


“BOYS AXE” DAYTON PATTERN—2% 


Ib., 28 inches. No. 2 Hickory Handles. 


DAYTON PATTERN AXES—3 to 4% Ib. 
weights. Furnished in various finishes 
and handled as required. 









Camp Axes 
Boys’ Axes 













Shingling Hatchets 
Sizes 1-2. Polished 
Bits or Full Rust- 
less Black. 





Camp Axe—No. 112 
for Scouts and 
General Utility. 
1% lb. Head, 14” 
green stained 
Hickory Handle. 
















-—— 
—* 





Ask your jobber or write today for complete information and Catalog H. 


MARION TOOL WORKS, Inc., 


Subsidiary of Chicago Railway Equipment Company—30 Years of Steel Making 


bli 


Marion, Indiana 
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APCO 


Equipment for , 


38% Profit for You / 


on a Special Assortment 
of APCO Products / 


APCO 


EQUIPMENT 
FOR FORDS 









The metal lithographed Display 
Merchandiser, here shown, meas- 
ures 24 x 36 inches—and it’s yours 
FREE with APCO Assortment 
No. 1. We also supply you with 
circulars, deseribing each APCO 
product in detail. 





The consumer price of Assort- 
ment No. | is $49.45, regular 
dealer price $35.21— 


Special to YOU $30.57 
There’s $18.88—or 38% profit— 


in every Assortment you sell. 
Grab it, boys! And we’ll do all 
we can to help! 


“Use “Em Yourself to Sell ’Em” 








Apco Manufacturing Co. 


Factory and Main Offices 


Providence, Rhode Island 


APCO Branches: 
APCO Mfg. Co., 180 North Market St., Chicago, III. 
mataee A "Export Office, 130 West 42nd St., New 
or y. 
APCO Mfg. Co., 2005 East 15th St., Kansas City, Mo. 
APOO Mfg. Co., 224 Peachtree S8t., Atla nta, Ga. 
Canadian Factory, APCO Canadian Co, Ltd., 3150 
Jeanne Mance St., Montreal, Canada. 
Southwestern Office, M. A Martin, 2006%4 Commerce St., 
Dallas, Texas. 





LEleven low riced ] 
necessiites, thal helter 
| aay ford Car ~ 
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18 
All Hard Blades made in seven lengths, 8 to 14 inches. Most lengths in 14, 20, and 32 pitch. 

Stock .025 thick. 

GP ® te 

— ae ~} 

888 ttn 

All Hard Blades made in five lengths, 8 to 12 inches, and in 14, 20, 24 and 32 pitch. 

Stock .025 thick. 

a 











Flexible Blades made in five lengths, 8 to 12 inches, and in 14, 20, 24 and 32 pitch. 
Stock .025 thick. 





Heavy Hand and Machine Blades made in five lengths, 12 to 18 inches with 12 pitch. 
Stock .050 thick. 





Extra Heavy Machine Blades in seven lengths, 12 to 24 inches with 10 and 8 pitch. 
Stock .050 and .065 thick. 


There are no great secrets about the best hack saw steel, the best form of tooth, 
or correct setting. 'The best practices of heat treatment, however, are not such 
common property. Development of this all-important process has depended on the 
experience of the manufacturer and his pride in his product. 


The Goodell-Pratt Company is mighty proud of its three brands of Hack Saws. 


GOODELL-PRATT COMPANY 


Sorts ths; 


Greenfield, Massachusetts, U. S. A. 


a ee 


GOODELL- PRATT 


Fo} OT Oe 61070) iis 007 0) 
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A Quality 
Too Often Overlooked 


The Quality that links the makers of 
Coes Wrenches with “makers of the 
Best” would alone be sufficient reason 
for preferring Coes Wrenches — even 
without giving consideration to the 
fact that Coes today are the Largest 
Makers of Screw Wrenches in the 
country. 


Coes Wrench Co. 


Established 1841 in 





Worcester, Mass. 
Selling Agents 
J. C. McCARTY & CO. 29 Murray St., New York ie Dil ek ne. 
JOHN H. GRAHAM & CO., 113 Chambers St., New York Handle Models _ are 
FENWICK FRERES 8 Rue de Rocroy, Paris, France made r4 ~ Mas ag 
sizes: 6, 8, 10, 12, 15, 


18 and 21 inch. 
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GRAY-WICK 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 


12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 35 guage warp. 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 





Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1892 
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Toys that are built right 


= 

















sell BETTER! 


HE salesmen of Decatur & 
Hopkins—a Boston house 
-noted for the quality of the lines 
it handles — could see the bright 
colored Mengel Line was attrac- 
tive. But what was under the 
surface? Were Mengel Playthings 
built right? 


That question was easily an- 
swered. A tiny, 12” Mengel Trail- 
O-Wag stood on the polished oak 
table. A big, husky man climbed 
on that little Trail-O-Wag! With 
him upon it they dragged it the 
length of the table. Not a crack, 
creak nor groan. And, most re- 
markable of all, not a scratch 
marred the gleaming surface of 
the table! 


That convinced these “hard-to- 
sell” salesmen. Itshowedthemthe 
sturdy strength of Mengel con- 
struction. It proved that Mengel 
Plywood wheels—standard equip- 
ment on all Mengel wheel toys— 
will not scratch polished floors. 


Strength in the Whole. 
Mengel Line 
Every Mengel Plaything is built 
as carefully as Trail-O-Wag. They 
are sensible toys. Built to stand 
punishment and give long wear. 


All the tested Mengel favorites, 
Bye-Bye-Byke, Motor Boat, 
Pedal-Byke, Rock-A-Tot and the 
entire line, are built right. They 
sell better because of it. 

















PLAY THINGS” 


+ * 

} 
d | 
VT 


. Rihana didaustioed 


Behind the Mengel Line is 
the sales help of a smashing 
national advertising campaign. 

Some full pages in color. 
Advertising in magazines that 
reach your buyers. Ladies’ 
Home Journal, Pictorial Re- 
view, ~Good Housekeeping, 
Harper’s, Review of Reviews, 
Century, Scribner’s, World’s 
Work, Atlantic Monthly. 


There is money for you in 
the Mengel Line. Write today 
for all details. 


THE MENGEL COMPANY, Incorporated 


Louisville, Ky 


New York Office and Show Room, 





Fifth Avenue Building. 





Mengel Playthings 
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of the 


Goods Company 





W orld’s 
Lowest 
Priced 

Standard 


Quality 


Cleaner 


“The Power of an Elephant”’ 


That’s what Mr. Roberts, who drew the above cartoon, says 
about the Bee-Vac, and he knows, for he has made a record 
selling Bee-V acs. 


In addition to its remarkable cleaning POWER, the Bee-V ac 
has many exclusive features, such asthe swingback, self-clean- 


ing brush that has fully met the brush problem. The Bee-Vac, 
the World’s Lowest Priced Standard Quality Cleaner, offers 
every dealer exceptional opportunities for more cleaner sales 
and extra profits. Write your jobber for details at once. 


Ask Your 
CONSUMER & 75 Customers— 
PRICE ams “WHY PAY 
MORE?” 
The Bee-Vac is Sold Only Through Jobbers 








BIRTMAN FeLECTRIC CCOMPAN Y 


Dept. B-24 
Lake and Desplaines Sts. Chicago 
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; 
( The Women lo whom + is Easier to Operate 
youve sold Washers~ } copiers open 
how look to°you for 
HORTON IRONERS 















Just as the end of an ironing 
board is open all around, like- 
wise, the end of the Horton 
Homelroner is completely open. 


Women are quick to appreci- 
ate the ironing advantage of 
this full open end. It is why 
the Horton Home Ironer irons 
everything 100% of the ironing. 


Skirts and dresses may be 
slipped over the roll and 
ironed without a crease. Ruf- 
fles, collars, pleats, neck-bands 
and the hard-to-reach places 
are all ironed much 
easier and quicker. 












Horton 
Home Ironer 
30 inch roll Another feature quick 
to catch a woman’s at- 
tention is the foot con- 
trol of the Horton 
Home Ironer. It oper- 
ates with the same 
ease aS a sewing Ma- 
chine leaving both 
hands free for guid- 
ing work over the roll. 


VERY woman to whom you've sold an electric 
washer, perhaps a Horton, is the best possible 
prospect for a Horton Ironer. ) 


These women are educated to electrical appliances. 
Through experience, they’re sold on electrical laundry 
equipment. They're ready now for a Horton Ironer. They 
need but your assurance, Mr. Dealer, that the Horton Ironer which you 
offer them is as efficient and practical as their washer When you know 
the Horton you can conscientiously tell them just that. 


Horton Ironers Offer Greatest Sales Possibilities 
in the Appliance Field Today! 


With the electric ironer field a 95 % sales opportunity—the Horton Ironer 
offers the greatest immediate sales possibilities in home appliance lines today. 
It is compact. Because of the complete open end design everything can be 
ironed—100% of the ironing. Simple to operate. Sells at a low price. And. 
ironing time is cut one-half to three-fourths of the time required by hand. 


Horton Home Ironer 
ing 


Open End View 




















Horton Ironer 
42 or 46 inch roll 


HORTON IRONERS 
Made in 3 Sizes 


Horton Ironers are made in 3 sizes, 
gas heated: 
30 inch roll 
42 inch roll 
46 inch roll 





We would like to present further facts on the Horton Ironer and the pol- 
icy of co-operation back of it. Will you not give us this opportunity? 


HORTON MANUFACTURING COMPANY 
1308 Fry Street Fort Wayne, Indiana 


Thev are also made in 2 sizes, electri- 
cally heated: 
30 inch roll 
46 inch roll 


All Horton Ironers are electrically 
driven. 


| 
| 
| 








IRONERS 
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Now~ 
a OSheetWasher 

a Real 
1900 Cataract 








We want 
your wite 
to test this 
washer at 
our expense 














Model F Cataract is like 
the larger Cataract in every 
detail except capacity. 


It will give you a still better 
chance of selling a washer to folks 
who have only two or three in 
family. Not merely a 6-sheet 
washer, you understand, but a 
Cataract! 


This new, smaller Cataract was 
not made to meet price-competi- 
tion. It was brought out solely 
to meet the demands. of those 
who would not be satisfied with 
any less efficient washer than the 
Cataract, yet did not have the 
space or need for the large size 
machine. 


To prove to your complete sa- 
tisfaction that this new Cataract 
will ‘‘out-wash”’ any other ma- 
chine of equal capacity, side by 





or the 





Small Fam ly 


side in impartial demonstration, 
we are going to do something 
unique in washer history. 


We have set aside 500 new Mo- 
del F Cataracts to ship to the 
the wives of dealers all over the 
United States. We want YOUR 
wife to have one of these washers 
right in her own laundry. We 
want her to test it, in her own 
way, fortwoweeks. We want her 
to let this wonderful washer 
SELL ITSELF. 


If, after two weeks’ trial, the 
Model F Cataract hasn’t proved 
beyond all question or quibble 
that it will wash nine pounds of 
clothes cleaner, quicker, safer and 
easier than any other washer 
rated at 6-sheet capacity, ship it 
back to the factory at our 


expense. 


cataraction 


ACtothes Friend of the Family 
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f awe [attempted to tell in way to keep the washer. The 
type just the naked truth only consideration: from our 
about this wonderful little Ca- standpoint is that you shall be 
taract, it would tax your belief. a reputable dealer handling 
You would say: ‘‘Why, NO electrical appliances, and that 
washer could be as good as your wife will give it a fair, 
that.’’ And, we wouldn’t blame unbiased trial in your own 
you. That’s why we are asking jaundry. 

you to let your wife try the 
washer herself. 
















It won’t take long for these 
500 new Cataracts to be ap- 

There are no strings to this, portioned to the up-and-doing 
even if it is the first time a dealers of the country. 
washer manufacturer has ever 
dared make such an offer. It 
is a simple, clear-cut proposi- 
tion to get your wife’s opinion 
as a home-manager, on what 
we believe to be (and are 
anxious to prove) the best 6- 
sheet electric washer in the 
whole wide world, bar none! 








You owe it to your interests 
as a business man to make this 
test in your own home. You 
are in business to stay and 
make money. If, as our present 
dealers claim, this new Model 
F Cataract makes the ‘1900” 
franchise twice as valuable as 
formerly, why wait until your 
f- You are not obligated in any competitor beats you to it? 






























1900 WASHER COMPANY 
Established 1898 
Binghamton, New York 


Beatty Bros., Fergus, Ontario, Distributors of 
the 1900 Washer Co.’s products in Canada. 















1900 Washer Company, 
210 Clinton St., Binghamton, N. Y. 


Gentlemen : 

You may send one of the new Model F Cataract washers to my home with the understanding 
that my wife will give it a fair, impartial test for two weeks. If I find it does not meet every claim 
you make for it, I am to ship it back, freight-collect, without further obligation. Otherwise, you may 
bill me for it at your special introductory price to dealers. 
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(] Check here if information only is wanted. 
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Hysrade Lamps 


You cannot buy a better lamp 


If you believe that you can make a 
greater net profit with an incandes- 
cent lamp bulb that gives more 
value for the money paid 
for it than any other lamp 
you can buy, write us. 
Hygrade lamps are in in- 
creasing demand, produce 
steady repeat orders 
and guarantee a 


permanent source 
of supply. 














HYGRADE LAMP CO 


GENERAL OFFIC 
eo peavenn VV saem MASS 








A complete line of large style 
incandescent lamps 


NOoAIe UA Dig 





Hyg or Gl Lamps 0. =o) HygradeLamps~ 
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ordered? 


» $36. help bring 
Sees one of te marble mw mhievemen HIS ad runs in the April issue 


in 
Ge Ber aa 


fait palerand inten of the farm magazines. And 
Sate it is but one in a steady monthly 
campaign of advertising to sell 
to the farmer not just radio—but 
= RADIOLAS. And in particular 
iS, aang the new Radiola III that exactly 
dice meets the farmer’s needs—and 
purse! Orders are already out- 


Complete exce pt The best classical music. The city dance or- By] 
— ee a5 chestras. Church services. lectures. 



































Radiola Ads Every Month / : 
in speeding production. Have you 
Country Gentleman sent in yours? If not, write us 
Capper’s Farmer . : 
<r for the name of the distributor 
Farm Journal nearest you. 


in addition to the big cam- 
paign in the Saturday Even- 
ing Post and other important 


national virial “OT, ere’s a R ii ola for every purse” 


Dealers: 

Send for full description of the com- 
plete new line of RADIOLAS. Also, the 
name of the distributor nearest you. 




















Radio Corporation of America 


Mail this coupon. 








- i in ena ei rire On Nai This symbol Sales Offices: 
f Radio Corporation of America - of quality is 233 Broadway, New York 
; Dept. 624 g your protection 10 So. La Salle St., Chicago, Ill. 433 California St., San Francisco, Ca). 
‘ (Address office nearest you) ; 
; Please send me full sales information on the & = 
g new Radiola III, and the remarkable new 8 
g line of Radiolas. ; 
i 
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He lives near you. 


He owns his own home and drives an auto- 
mobile. 

He’s just a regular fellow; when he wants any- 
thing from the store, he goes himself. 


When he comes into your store to buy a ham- 
mer ora can of paint, does he see a display of West- 
inghouse Mazda Lamps, reminding him of an 
empty lamp socket in his home? Does he know 
that he can buy Westinghouse Mazda Automobile 
Lamps from your 


He needs only to be told. 
Capitalize on this by carrying in stock well- 


known merchandise — Westinghouse Mazda 
[Lamps. 


WESTINGHOUSE LAMP COMPANY 


165 Broadway, New York, N. Y. 
Sales Offices and Warehouses Throughout the Country 
For Canada: Canadian Westinghouse Co., Ltd., Hamilton, Canada 


Westinghouse 
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Put That 
Checkered Bag 


—in your windows 
—in your local ads 
—in your displays 
—on your profit list 





~ DOUBLE 
ACTION 


to clean cleaner — 
powerful suction plus 


motor dripap brush. 











Distributed in Canada by the Premier Vacuum Cleaner 
Company, Ltd., Toron nd the Canadian Genera! 


Electric Company, Ltd., Toronto 























e 
heckered Bag! 


OOK for the checkered bag in all the big na- 
tional women’s magazines. Look for it 
wherever you hear of big sales of.a quality cleaner. 
Look for it where you find a delighted customer 
telling her friend about her vacuum cleaner. You 
will see it everywhere—know it at a glance. 


What actually sells the Premier Duplex is the 
quality of its performance. But its blue checkered 
bag helps you, for it keeps the public eye on your 
cleaner—helps to make all the world know. 


ELECTRIC VACUUM CLEANER CoO. 
Cleveland, Ohio ~ 
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The Quality of Nilco Lamps 


has been their outstanding feature for so 
many years (and still is) that we may neglect 
to tell our dealers about our plans to help 
sell them. 


The Merchandising Helps pictured here are 
all backed by the same “best or nothing” 
policy end the same careful attention to 
detail that stands behind the lamps themselves. 








Tonal doy The window display above is the current trim of our Window 
ta eer t Display Service whjch is sold to Nilco Dealers for one Dollar. 
}OLAMPS “4 Each trim cost moré than twice that much. 


a | The Counter Lamp Display stand, with individual switches and 


test sockets sells for ten dollars which pays for years of service 


“a: B from this talented salesman. 

The Price and Data Book the Price Folder and the “‘House You 
Live In”’ folder are imprinted with the dealer’s name and furn- 
ished free to whoever can use them. 
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Of course we furnish such routine service as jobbers catalogue pages and electro- 
types for catalogues and newspaper advertising. 


NILCO LAMP WORKS, INC. 


EMPORIUM, PENNSYLVANIA 
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“A Photograph that Tells Its Own Story” 


Tremendous New Market Opened 
to Apex Dealers by Our New 


$10.00 Trade-In Allowance 


Thirty-two sales in one week, thirty-two cleaners accepted by 
one dealer the same as $10.00 cash in part payment for the new 
1924 model APEX—thirty-two sales that he never could have 
made without this offer. AND HE HAS ONLY STARTED. 


Double your market—bring customers to your store from dis- 

tant neighborhoods—add to your list of prospective customers 
the names of hundreds of housekeepers right in your vicinity 

who have been waiting for the chance to trade their old worn- 

out cleaners in for a new one. 
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Any old electric cleaner of any make, regardless of its age or condition, accepted the same 
as cash toward a new APEX. Write at once for full particulars. 


THE APEX ELECTRICAL MANUFACTURING CO. 


1065 East 152nd Street, Cleveland, Ohio 
Factories at Cleveland, Ohio, and Toronto, Ontario 
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Equipped With 


Electric 
Washer AVERCRUSH 


5 The PRIMA Washer equipped 
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5; with the famous NEVER- 

D CRUSH Wringer, offers you 

DY a unit that breaks the back- ! 
EY bone of competition. It means ! 
. large sales, large profits and ! 
D plenty of satisfied customers. | 
ES The PRIMA will wash clothes | 
= clean—easily and quickly — 2 
®, 7 . ° S 
x without harming the daintiest = 
= fabrics. The elliptical tub is = 
x perfectly smooth on the inside = 
= —there are no mechanical de- is 
= vices to wear or tear the = 
°) e 
= clothes. ‘3 
5 The tub is made of Douglas Kc 
2 _ We have a sales plan that offers big Fir Oke GUARAN TEED FOR Cabin dik eae a s 
©) possibilities for live dealers. TEN YEARS. volt current. ¢ 
.) Ke 
=/ a os a : 
2 The Buckeye-Prima Company, Sidney, Ohio [g 
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Cut Out Costly Servicing 


In selling the 
IH RIG Electric 
Washer your profits 
are not eaten up by 
costly servicing. 

Great care has 
been taken to 

make the 


apenas IHRIG 
Get the New B-Metal Vacuum 
Loud Talking Crystal Electric 





It’s as full of life as a beehive full of busy bees. Get the Washer 
one with the marking on the shell just as shown in the above } 

picture = you are protected by our well-known guarantee the sim p les t, 
of complete satisfaction. : 

EVERY RELIABLE DEALER HANDLES THIS CRYS- at mer pee 
TAL OR WILL ORDER IT. Liberal Discounts to Dealers emcient, rFée 
and Jobbers. from trouble 

It is good enough to sell for $1.00, but we have not changed washer ever con- 
the price which remains at 50 cents. It cannot be bought structed 
at cut prices anywhere and the buyer will be glad to pay fiity ° 
cents for it. =on One woman 

Chosen by the Cleveland Radio Dealers Association and the did 35 family 
only crystal sold at the Cleveland Show. hi 

ATIONS was ings per 
B-WARE OF IMIT week for 2 years 


B-METAL REFINING COMPANY with this washer, 


which is 
525 Woodward Avenue, Dept. B Detroit, Mich. 


Sold Under a Signed Guarantee 
Cs ERI U 4 ~ | of absolute satisfaction. Our washer has only one mov- 


ing part in the cabinet beside the motor. 

- You can retail this machine at $25 to $35 less than 
other high grade washers. Exclusive agency given. 
Write for unusual offer. 


Cicage Bronch:39mes1 nce PINE-IHRIG MACHINE CO. 
New York Branch 212 Fulton Street “ 
Oshkosh, Wis. | 
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Proper aoe of the ingredi- 
ents used in ACE and VICTOR 
Dry Celis prembtee uniform cor- 
rosion of the can and gives the 

maximum enerey for a greater 
length of time 
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ACE) 
HOT BB span 
IGNITION” BATTERY 


Shipments can 


on all sizes—se 
us your 
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There’s Profit in Hot Spark 


The hardware dealer who sells Hot Spark is certain 
to show a nice profit on ignition batteries. 


Hot Spark gives a fat hot spark for starting and 
keeps it up no matter how tough the going. Where 
others generally give out, Hot Spark will be found 
strong as ever. 


Your customers can get Hot Spark in the follow- 
ing sizes: 
No. 46S—Multiple 4 cell, 6 volt, single row (metal case) 
No. 462—Multiple 4 cell, 6 volt, double row (fibre case) 
No. 575S—Multiple 5 cell, 7% volt, single row (fibre case) 
5 


No. 5752—Multiple 5 cell, 7% volt, double row (fibre case) 
No. 692—Multiple 6 cell, 9 volt, double row (fibre case) 


There’s no unnecessary parts to Hot Spark—It’s sturdily 


built and gives your customers dependable power. Order a 
stock from your jobber. 
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VICTOR 
Telephone 
Cells. 
DICKEY Pro- 
jector Carbons 
and a complete 

ca 


line 
specialties. 
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ELECTRIC 
WASHER 





MR. DEALER 


The new QUEEN ELECTRIC WASHER offers 
you quicker sales and more profits. It represents 
the accumulated knoWledge of thirty-eight years of 
washing machine building experience. 


Some of the outstanding advantages of the QUEEN 
ELECTRIC WASHER are as follows: 


1. Patented centerpiece guar- 4. Portable folding extension 
anteed not to tear or in- stand ; removable white 
jure clothes. cedar tub. 

. Machine cut gears; all ». Wringer swings to three 
working parts enclosed. positions; reversible rolls, 

3. Metal parts hot galvaniz 3. Safety release; removable 
ed; rust resistant. casters. 


to 
OA 


— 
- 


The new QUEEN is selling in all parts of the country. Priced 
moderately—it bears a liberal discount. Let us explain our 
new and unusual selling plan. 


KNOLL MANUFACTURING CO. 


Established 1886 Reading, Pa. 


Washes a tubful in 4 to 8 minutes. 
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4B Paring Knife 








FOSTER 

















The Line for 





Hardware Dealers 


Quality, price and service are the three things 
that a hardware dealer has to offer his customers. 
Successful dealers are the ones who deliver these 
three most consistently. 





In your search for the best line of cutlery to 
sell to customers, you will find that Foster Bros. 
Brand combines the three factors desired. The 
quality is of the highest; only the best materials 
are used, and the highest code of manufacturing 
practice is followed. The price is extremely rea- 
sonable when the merit of the product is con- 
sidered. The service is amply delivered by the 





wide range of designs in the Foster Bros. line—a 
tool for every purpose. 


Foster Bros. Cutlery has enjoyed a widespread 
reputation for over fifty years. Hardware deal- 
ers who sell this brand are assured of a quick 
turnover and reap constant profits from re-orders 











by customers who will use no other brand. 


Write your jobber for full information and 
prices on this famous line of cutlery 


The BRAND is FOSTER BROS. 


JOHN CHATILLON & SONS 


Established 1835 
85-99 Cliff Street, New York City, N. Y. 








No. 26 Stainiess Steel Paring Knife 


BROS. 




















Chatillon Pacific Butcher Saw | 























Foster Bros. Lamb Cleaver 









a 





Foster Bros. Chicago Beef Splitter 








Foster Bros. Lamb Splitter 
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No. 33C Stainless Steel Paring Knife No. 203 Grape Fruit Knife 


UTLERY 


No. 713C Slicer No. 76C Stainless Stee] Butcher Knife 
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No. 512C Carver No. 8C Butcher Knife 




















No. 803B Butcher Knife 

















No. 590 Steel No. 10C Cimeter Butcher Knife 
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@FOSTER@ BROS.@ 





8C Boning Knife 
No. 10BH Skinning Knife 














No. 10BN Boning Knife 
Foster Bros. Pork Splitter 

















~ 
oo 


AVA, 


AK 


—— 








= *, 


SS ee 


rVyeTauLeEAPLTRRERMRMERBRMRR RAR BRR CS RRA ARERR RTRRARARRAR © EEE SS ies) ‘4 


a 


~ Ls 


cme 


\ 


AS ela Feat allie \ 


eemanil 





i meaeelliemmen este 


cn 


* 
7 
— 
5 
— 
7 
~ 
; 
a 
5 
— 
1 
oe 
’ 
— 
7 
—_ 
7 


a FF, 





PS 


7 emo ec 


A 
eaeeaeee e006 


Sr AECL UCENOETOEDCIUOO OAD 


—— 
2200.4 


~ 





a Fa 





et ree*eenCe Gee eo eheoevaeeoee Gaseeeeasaes © 


RP A a a ed 
\ Fae Fett” nee Fa ollie ee Ce Ma 


| 


AV 
G 


' 


Te 


PMCUCTVIUCTUTIUOATUTT TOOT TTPO OTTTUTTH TOTO OH NPL OLED PCED COD OOD) POLO OD CA PEPR POE CLO LOE LODO COCO Ce LE 


HARDWARE AGE April 24, 1924 


Sad wi ww) mek wy iw iwi wy La) Lo) i Se ws Nd. ee oe Ne wi yd iw ed iw pd a aes wd ad Nd. Some a a) oe . rd 


yyy 7 
THERE nf 1H T <7 sosee TH MITT PL MATHATHINANTETEE ANTE Tints my Tait! TATTTIMITATTTTTTCTTMTTTTTTTATTTMTTANTNTTT Th Whit TN ms 


— 


\ig 











—— 





4 / 


Tan\fan\lan') 





— ar, inne 


MMM 


== ee ~<a ee 


Machine Screws 
Stove Bolts 
Tire Bolts 
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American Screw Co. 
PROVIDENCE , RI, 


WESTERN DEPOT 
225 WEST RANDOLPH: ST.,, CHIGAGO,. 
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CLINTON 


Bronze Screen Wire Cloth 


When the first copper screen wire cloth 
was made it was believed that the acme of 
perfection was reached, that this unalloyed 
metal product was 100% efficient. The solu- 
tion of the problem of manufacturing abso- 
lutely rustproof and firm screen wire cloth, 
however, took the process one step farther 
and resulted in the production of bronze 
cloth. 





All experience has shown that commercial bronze 
wire 1s more practical for screen cloth than so called 
pure copper. The latter cannot be freed from inherent 
impurities which tend to pit and corrode copper cloth. 
Furthermore, copper is naturally soft and no one has 


be 
Ee oe Bike’. y 
Be te pies 


| a a discovered the secret whereby it can be produced with 


eer the same hardness as bronze. 


ie . — 
Sl eel 


Clinton Bronze Screen Wire Cloth is made of wire 
which is an alloy of non-corrodible metals of which 
copper represents about 90 per cent. It has the tensile 
strength to prevent sagging or bulging. 


American Wire Fabrics Corporation 


Subsidiary of 
Wickwire Spencer Steel Corporation 


General Offices: 41 East Forty-second Street, New York 


Western Sales Office—208 South LaSalle Street, Chicago 
Worcester Buffalo Philadelphia San Francisco Los Angeles 
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“The Nut is 
Not Made 
That Can 
Strip This 
Thread” 
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OME day someone may produce a nut strong 
enough to strip the thread of an Empire New 
Process bolt. 
But it hasn’t happened yet. 
So when you try to screw down a bad fitting nut, 
you're not going to spoil a perfectly good bolt. 
Building up the thread by a new method, instead of 
cutting it, is the source of its tremendous strength. 
The molecular structure of the steel is not weakened, 
as it is in cutting. It is preserved. 
But to achieve this, and at the same time secure the 


gauge-like accuracy which is one of the important 
features of Empire New Process bolts, requires a new 
type of precision tool which is found only in the 
Empire plant. 

The new bolts are now procurable in quantity lots at 
no advance in price over other Empire bolts. 


RUSSELL, BURDSALL & WARD 
© BOLT & NUT COMPANY © 


PORT CHESTER.N-Y. 
PEMBERMICK.CONN. - CHICAGO - SAN FRANCISCO + £ROCKFAII4.&L. 
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= U.S. 
- Poultry 


INCH 


- Netting 


The magnifying glass reveais great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 















42 INCH 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 


factors in reaching full cost to the consumer. 


U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 


Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 


as an account opener and trade satisfier. 


Dissatistied 
Gustomers 
are a 
Liability 


Satistied 
Customers 
are an 
Asset 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : : : Indiana 


ibossietedveenniqninsiipaniciniiondin 














Al 


SESS oe 


pn erate noe oe a 


Sp a ah oo ents ens 


to eee see eee te 


Bet eR 5 at ae 
SE, ae Oe. allies emt Lan 


i 
| 
i 





ee 
ree as 


pene 
LE 


“ ——~ 


7 ae 


Ese 
a 


SOR aks acta etnias. te ee aoa le ae. ap ax 





42 HARDWARE AGE April 24, 1924 


<<  —e | 
=== 


cS 
















BX 
@ 











Lian It’s here at last 
Your ideal cook. 


ALBE 
b 
THE (DEAL 










and labor 
equipment too? 
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KITCHEN KOOK 


THE IDEAL COOK STOVE 





Kitchenkook has already proved its worth in 
thousands of American homes. Users every- 
where are enthusiastic about Kitchenkook con- 
venience, cleanliness and economy. And speed? 
That’s the big feature—50 to 100 per cent faster 
than common liquid fuel stoves; beats city gas 
and costs less. 


And now Kitchenkook advertising is telling the 
story of Kitchenkook superiority to prospective 





buyers everywhere. It’s a big, receptive audience 
for housewives are looking for a cook stove that 
is different—and better. 


Kitchenkook offers you a real opportunity. There 
is a distributer conveniently near you who can 
supply you on short notice. Write to-day for de- 
tails of exclusive dealer-agency plan and name of 


nearest jobber. 


American Gas Machine Co., Inc. 


Makers of the Kampkook 


Albert Lea, Minn. 





New York, N. Y. 


This test shows the remarkable safety of the Albert 
Lea Kitchenkook with its air tight fuel tank. The 
illustration is a reproduction of an actual photo 
graph made while the stove was burning. 










he SAFETY 
TEST 
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ALWAYS READY 
FOR USE 


Instead of going to the cellar or garage and dragging a reel on 
whee's through a soft path with all the attendant bother, why not 
attach it for the season to the sill cock or water pipe? 

ow much more convenient to simply unwind as much as you 


"THE GAYLORD HOSE REEL 


is made of aluminum and if for some reason it is preferable to want 
to carry it to the cellar or garage it is easier to do so than with the 
usual wheel type of hose reel. If you add to this the Gaylord Ideal 
Water Saver for your nozzle, you will lengthen the life of your hose 
as the water being constantly in the hose, cracking and kinking is 

















i ua avoided. The hose is always ready for use with the water at the 

Ree @ eek t nozzle, and when finished just wind it up. , ; 
Doz. reels occupy It ho'ds 100 feet of 34 inch hose and 150 feet of 4 inch hose. . Reel is attached for 4 
space 9 ins. sq. by Each reel is packed knocked down in a strong carton 9” x 9” x 1%” nar poi ny = 4 
20 ins. high and is easily and quickly assembled. '/4 doz. reels in stock require — 4 


space only 9% inches high by 9 inches square. Can be shipped at 
4 pound parcel post rate. 


Retails readily at $6.00. Liberal profit. Order now. Use the 


coupon. 


The Gaylord Manufacturing Co. gst 


Paterson, New Jersey Spout Nozzle 


"Se hago: a Ree a0. 
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te 


Ideal Water Saver 
- Spray Nozzle 






THE GAYLORD MFG. CO., Paterson, N. J. 

We are interested in your Hose Reel, and you may send us the mimber specified below. If only one is specified, shipment will be 
4 _ less dealers discount of 25 per cent. If a dozen or more 3314 per cent open account, 30 days 2 per cent 10 days. Full 
credit allowed if not satisfactory and returned promptly. 


oo - ‘. 
Mia BS a ete 


( ) Ideal Water Saver, List Price $3.00 ( ) Hose Reel. List Price $6.00 
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he Advertising 
is Appearing! 


Have Jobber Rush Your Aladdin Jars 
if you are not yet supplied! 





Today !—take one of your Aladdins out of its carton; 
put it in the window. (It has its “selling helps” on it. ) 
Begin to cash in on the 75 million ads in leading national 
magazines, outdoor publications and newspapers all over 
America. 


Remember this: while the Aladdin Jar is crudely imitated, 
it is actually duplicated only in size (and occasionally in 
color). Twelve exclusive features, including patented 
leakproof neck-seal—plus real national advertising—make 
Aladdin Jars the undisputed leaders. Sell the genuine—- 
don't disappoint your customers. 


No. 405, Green enameled, steel jacketed, gallon size jars, retail price $5. 
“De Luxe” jars (polished aluminum, Pyrex glass lined). No. 410 (gal.), 
$8.50. No. 208 (2-qt.), $7.50. All jars retail at 50¢ more in far West; 
$2.50 more in Canada. 


ALADDIN INDUSTRIES, Inc. 














DEPT P CHICAGO 
Husky ! Steel- a Tea } 
jacket; thick in- a oS 
sulation; stands wes 
knocks, bumps rN 
_ = Sold by 
all the 
AE leading 
jobbers 
Easily filled, emptied, 


cleaned, wiped dry— 
WN due to Hand Size 

Opening and glassy- 
J smooth inside. 





Gallon Size 
NOW 


$5 © in far West: 
$799 in Canada. 


baked-on enamel 
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Mer ke ware ar 
Liquids 
“Cc 


oid 












On a day’s outing or a 
long tour, Aladdin Jars 
will keep your food and 
liquids real hot or realcoild. 








For sportsmen, miners, 
oil- oe lumber- 

Jarmers and ail 
uae ‘are far trom home. 































For home parties! Plenty 
hot calle ar dad wal By bo see 
in advance! Ice cream “Kept solid 
until needed—then easily served. 
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| TAPE is a profitable item in the store be- 


cause so many different kinds of people use it. 






The electrician and the motor mechanic use it by the mile; 
the carpenter, the handy man, the plumber, keep a roll 
ready. In all the light manufacturing trades tape is used 
to a greater or less extent. In the average household, a 
handy box of friction tape is invaluable. It winds the 
hammers and hatchets, ménds broken tools and toys, rein- 
forces golf clubs, tennis rackets, baseball bats; makes tem- 
porary repairs to window screens, furniture, broken glass: 
it is invaluable to hunters, campers and fishermen; the 


B U Li DO janitor has to use it for all sorts of small jobs. 


F RICTIO Ni TAPE This means that everybody is interested in the quality of 


tape, that it is one of those quick-repeating small items 


Is everybody's friend which it pays the merchant to carry for the sake of itself 
Everybody likes to use it and for the sake of the business it brings to his store. 


MASBACK HARDWARE COMPANY 


-DISTRIBUTORS- 
80-82-84 
Warren St, 
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DULU 











These two photographs, taken in W. H. Goodfellow’s 
5 efore Sons’ store at Altoona, Pa., before and after the instal- 


lation of Duluth Store Equipment, need no further After 


explanation. 








Tell us where to send your copy of “Showing Is Selling,” also cat- 
alog 19. They’re guides to bigger profits and quicker turnover. 


DULUTH SHOW CASE CO. DULUTH, MINN. 


STORE EQUIPMENT 
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The New 





1924 Model 





Advantage No. 1 


’ ° ‘ 

| Its a Sight Writer 

| OU can now see all your work as you make a sign. Think what 
that means in getting balance and arrangement! And speed! 
| As revolutionary a change as when typewriters changed from the 
! blind system to having the finished part of a letter in sight. 


Other Advantages 


2--Spacing made easy. An ingenious arrangement from dust, prying eyes and petty thieving. 

for spacing between letters that speeds up the 7—Easy to carry about. You can take work home 
work. or to another part of room or building readily. 
3—Makes streamers of any length—two or more &8—No elevation for elbows to surmount—just the 
lines if desired. thickness of the lid above the counter or desk. 
4—Conveniently closed up when work is interrupted g—No springs to weaken or get out of order. 

or finished. 10—Quick-acting positive clamping device. No board 
5—No tugging or jogging of drawer to begin work. clamp to warp out of shape. 

Merely drop the lid—presto!—everything there 11—Occupies no valuable desk or counter room when 
for instant work. not in use. Just set it away like any suitcase. 
6—Keeps all equipment in good order and away 12---Every part conveniently placed. 


Send for Descriptive Folder. 
NATIONAL SIGN STENCIL CO. 
SOLE MANUFACTURERS 


1602 University Avenue St. Paul, Minn., U. S. A. 





The Original Show Card 
Write 
Patented May 3, 19109. 
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NOTICE TO INFRINGERS 


OF INCANDESCENT LAMP PATENTS 
OF GENERAL ELECTRIC Co. 


On the 7th day of April, 1924, The United 
States Circuit Court of Appeals, in New York, 
affirming the opinions of the lower Courts, has 
upheld the claims of the General Electric Com- 
pany in suits brought against P. R. Mallory & 
Company and the Save Electric Corporation for 
infringement of 


Just and Hanaman Patent No. 1,018,502, 
issued February 27, 1912, and 


Langmuir Patent No. 1,180,159, issued 
April 28, 1916. 


These patents have been the subject of a number 
of vigorously contested suits in the Federal Courts 
in which the validity of both patents has been 
uniformly sustained. 


We again wish to point out that sellers, as well as 
manufacturers and importers, of infringing lamps, 
either miniature or standard, are liable to suit for 
injunction and damages. 


GENERAL ELECTRIC COMPANY 


120 Broadway © New York, N. Y. 
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OIvarco | 

“Varnishes and stains at one application. 

Is Used on 

Woodwork, 

Furniture, | 








Dealers: 


There is undoubtedly a 
big market for ‘Col- 
varco” Finishes amone 
your customers. 


The practical pa‘nter 
will use them for his 
finest work, and the in- 
experienced will use 
them to obtain a finish 
that will be extremely 
pleasing. 


And of course there is a 
good margin of profit 
on each sale that is 
made. 


Won't you drop us a line 
asking for complete in- 
formation, color cards, 
prices, etc. ? 





Etc. 


‘“Colvarco” Finishes are a combi- 
nation of an extremely high grade 
varnish mixed with the very finest 
dyes and stains. It requires only 
one application to secure a stained 
and varnish finish. 


“Colvarco” may be used over the 
old finish or on new work. ‘The 
seven attractive shades are made 
to match the most popular stained 
effects of the natural wood. 


“Colvarco” Finishes are véry free 
flowing, heavy bodied and durable 
—they are waterproof and will 
stand the most severe use. 


The Columbus Varnish Co. 
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Makers. of Fine Varnishes since 1893 


Columbus, Ohio 
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Known to the trade for years 
—Used by the trade for years 


Universal Hose Clamps are first, 
last and always—quality clamps 


‘They have not been sacrificed to the The Universal Hose Clamp has a smooth 


edge—no metal parts project to catch in 
“make-’em, sell-’em fast” bugaboo. the fingers—it cannot cut or injure the 


in vast quanti- hose—It is Electro-Galvanized, not 
aay piairragyern part of their HEAT galvanized—the clamp, bolt and 


: nut cannot rust. 
original quality—and always will. Its patented “bead” creates a pressure 


so tight that a leak is impossible. 


Tog oe elelaielale € Ble 


For this reason—and for no other— 
Its scores between holes cause a clean, 


the industry has placed its stamp of Ce elelsisisialte! ¢ quick break-off. It is made from steel 
approval on them. alot ei wi ara alate ribbons—cold rolled from wire. 


| . . —is adiust- KILI” ':'v! of o{si of e! 6's The trade accepted Universal Hose 
One size—1 to 3 inches rile: J Sev are dale Clamps from the very beginning because 
able to fit any hose of any size. We —oe they supplied the trade with what it was 
also make a clamp called “Junior” eee ane _ good clamp dependable in 
which satisfies the occasional needs elaleleie DEPARTinwr on caLue 
' 14% to 11% inches. — CHICAGO PHILADELPHI 
ee — Sy Sg 
; oie ichigan Ave. erry treet 
Specify Universal Hose Clamps— ‘ 
: OSTON DALLAS 
insist on the genuine — get your ) Burton Rogers Co. Henry Knight 


; ; 26 Brighton Ave. 2218 Commerce 8t, 
money’s worth—get satisfaction and 
give satisfaction. 


UNIVERSAL“ INDUSTRIAL CORP. 


HACKENSACK, N. J. @ 1922 


Patents Granted 
Marth 20, 1917 
March 1, 1921 


HOSE 
CLAMP 


Adjustable to fit army Lose of arty siz 
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A Safe Stepping Stone To 
Every Mechanic’s Good Will 





Sales 
Tips 


QO» 


Chiet Rutt Siulf 


WAUSAU ABRASIVES 
CHUCAGE. WAUSAU WIS. 





Send for 
This Book 


It is full of inspira- 
tional sales ideas 
that will help the 

an Behind the 
Counter win the 
good will and trade 
of mechanics. 




















Sandpan i 








HE sheets lie flat in stock and 


in the workman's kit. 


They are tough, flexible—‘‘feel 
good’ to the hand. 


The grits are sharp, and they 


stay on. 


A safe line to tie-to—always. 
Check up your stock now—see 
that it is well assorted. 


Your jobber no doubt carries the 
line. If not, write us, giving his 


name and address. 
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WAUSAU ABRASIVES COMPANY 


Branch Houses 
WAUSAU ABRASIVES CO. 


Chicago St. Louis 
Detroit Cleveland 
New York Los Angeles 


eteeeteree 


1017 Harrison Blvd., WAUSAU, Wis., U. S. A. 


Pacific and Mountain States 
SPRAKE SALES CO., INC. 


Los Angeles San Francisco 
Portlan Denver 
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You Can Also Sell Your Trade 
Two-Car Garage Door Sets 

















—just as easy and profitable as you do other 
National Garage Hardware. 


There is a market for this larger or Four- 
Door Set right in your town—already 
created through the other National Equip- 
ped Garages, known for their attractive de- 
sign, simplicity of operation, durability and 
maximum space allowance of the opened 
doors. 


Our No. 804 Garage Door Set makes an 
absolute weather-tight job. The doors 
swing into jamb against stops, as in high- 
class house-door construction. Being hung 
on the inside, equipment is _ protected 
against weather. Snow and ice will not in- 





Inside Open ? . ; 
terfere with opening and closing of doors. 
Adjustment on -the strong, roller-bearing 
No. 804 hanger permits adjusting doors in case of 


GARAGE DOOR SE! 


is made up of the following: 
2 only Swivel Hangers (one 
wheel) 
2 6-foot pieces Braced Rail 
pairs 4x4-inch No. 505 Jap- 
anned T. P. Butts 
2 only No. 820 Chain Bolts 
2 only No. 830 Foot Bolts 
2 
1 


swelling or. raising of cement floor. This 
Set will prove a big seller in your trade. 


THE NATIONAL CATALOG 


The National Catalog contains illustrations 


7) 


and complete descriptions of our five 


Garage Door Sets. 
only No. 5 Pulls 
pair No. 40 Padlock Eyes. 


Neatly packed complete with 
all necessary screws, nuts and 
volts, ready for the customers. 


It, also presents the remainder of our line, 
which, being sold to you direct, brings you 
an increased sales profit. Send for it. 





NO. 851 AD- SECTIONAL 
JUSTABLE VIEW OF 
BEARING NO. 851 NATIONAL MFG. COMPANY 
SWIVEL SWIVEL Sterl; as 
HANGER HANGER erling inois 





Natienal 


Builders’ Hardware 
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Isaac Black, president 
American Hdwe. 
Mfgrs’. Assn. 


6é HE immense amount of work ac- 
complished for the standardiza- 
tion and simplification in hardware, and 
the adoption of commonsense practices 
has largely been made possible through 
the group plan of conference, instead 
of grouping the industry as a whole, 
and affords great possibilities along 
these lines for the future,” declared 
Isaac Black, president of the American 
Hardware Manufacturers’ Association, 
addressing the joint session of manufac- 
turers and Southern jobbers, April 8, at 
the Roosevelt Hotel, New Orleans, La. 
“Manufacturers exist only by reason 


Jobber Acts as Trade 
Stabilizer, Trumbull 


HARDWARE AGE 
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Declares Simplification 
Boon to Hardware 


Industry 


Isaac Black, President Manufacturers’ Association, 
Also Indorses Group Meetings 


of consumer demands,” Mr. Black said. 
“They organize their business to supply 
the demand of manufacturing and sell- 
ing departments; not only those in our 
own plants, but also as a direct channel 
of distribution through the jobber and 
retailer, who, in turn, reach the ultimate 
consumer. 

“Manufacturers of standard lines and 
known reputation through the char- 
acter and standard of their produets 
have proved their position on the class 
of merchandise they manufacture to 
the ultimate consumer. Therefore, in 
many if not most cases the selling or 


Tells Convention 


Jobbers’ President Also Declares That Merchants Should Adhere 


Strictly to Suggested Resale Prices 


* his presidential address at the 
opening of the Southern Hardware 
Jobbers’ Association convention, April 
8, at the Hotel Roosevelt, New Orleans, 
La., G. A. Trumbull, president of the 
association, reviewed the business situa- 
tion and declared that more efficient dis- 
tribution of merchandise can be brought 
about by the manufacturers doing con- 
structive educational work, and an at- 
titude of willingness to be taught on 
the part of jobbers. 

“It has been said,” Mr. Trumbull re- 
marked, “that the jobbers need to be 
educated along certain lines, looking to 
the more efficient distribution of mer- 


chandise, and I am quite sure that the 
manufacturers are in a position to do 
some real constructive work in this 
direction, if the jobbers will assume 
the attitude of willingness to be taught. 


The Jobber a Stabilizer 


“The jobber has been characterized 
as a stabilizer, by reason of the position 
he occupies, which is midway between 
the source of supply (the manufac- 
turer), and the man who ultimately dis- 
tributes the merchandise to the con- 
sumer or user (dealer). If he functions 
properly he is in close contact with the 
manufacturer, his knowledge of the 


merchandising departments of our busi- 
nesses are the most important. 

“On account of the large variety of 
goods in the hardware industry and the 
necessity for discussion pertaining to 
group lines usually handled under sep- 
arate departments in jobbing houses, it 
has been found most advantageous to 
bring about the group meeting plan of 
discussion, which assures more intelli- 
gent consideration than is_ possible 
under the open meeting plan, and which 
group plan has been adopted jointly by 
our two associations for this conven- 
tion.” 
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George F. Trumbull, 
president Southern 

Hdwe. Jobber’ Assn. 





market should enable him to go far 
enough into the future to acquire ade- 
quate stocks of merchandise to take in- 
telligent care of the needs of the deal- 
ers in his territory at all normal times 
and seasons. He knows at leust the 
potential needs of his territory on any 
given commodity other than the small 
miscellaneous articles that go to make 
up the stock of any well-ordered dealer. 

“He should adhere strictly to sug- 
gested resale prices made by the manu- 
facturers. He also should refrain fron 
taking on every new device or appliance 
that comes to him in the hands of a 
salesman—himself already sold on the 
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facturers Association. 
fairs. 


dustry. 


buying. 


Jobbers’ Association. 





Convention Highlights 


MONG the highlights at the joint convention of the American Hardware Manufac- 
turers Association and the Southern Hardware Jobbers’ Association, April 8 to 11, at 

the Hotel Roosevelt, New Orleans, La., were the following: 
1—Denunciation of the corruption and pettiness of current politics and the statement 
that political distemper cannot be cured without a major operation, by Pierrepont B. Noyes, 
president of the Oneida Community, Ltd., Past president of the American Hardware Manu- 


2—An address by P. L. Knight warning against American participation in European af- 
3—Vigorous advocacy of extending simplification practices throughout the hardware in- 


4—Expressions of belief on the part of manufacturers of builders’ hardware that business 
during the next six months will be fundamentally sound provided discretion is used in 


5—Re-election of G. A. Trumbull, Dallas, Texas, as president of the Southern Hardware 


6—The statement by a number of speakers that the difference between the prices of 
agricultural and manufactured products must be equalized. 
7—Unanimous vote on the part of the Southern Hardware Jobbers’. Association in favor 


of holding the next convention at Dallas, Texas. 


Mn 
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proposition, without having first thor- 
oughly investigated its real merit and 
demonstrated to himself that there is 
an actual demand for the article already 
created. 

“A few manufacturers have already 
announced the opening of an educa- 
tional program. May we foster the hope 
that more of you will fall in line and 
make some tangible effort to hold up the 


fallen, to comfort the dying, and to 
assist the weak-kneed and faint of 
heart.” 

President Trumbull then discussed 
the business probabilities for 1924. He 
said that the report of the Federal Re- 
serve Board, the volume of building 
permits and general industrial statis- 
tics were on the whole encouraging, 
although there exists, he said, “a well- 


defined sentiment in the minds of the 
buying public, at least outside of the 
larger cities, merchandise of all kinds 
is too high. On the whole,” he added, 
‘‘we have much to be thankful for.” 

Mr. Trumbull also characterized the 
general apathy on the part of the pub- 
lic to the political situation as “ex- 
tremely tragical” and urged his hearers 
to interest themselves in politics. 


“The One Mistake We Must Not Make !” 


OL. PETER O. KNIGHT, general 
counsel of the Southern Hardware 
Jobbers’ Association, in his address on 
“One Mistake We Must Not Make,” de- 


‘livered April 8 before the joint meeting 


of jobbers and manufacturers at New 
Orleans, after emphasizing the political, 
economic, industrial and scientific pre- 
dominance of the United States, in the 
affairs of the world, enumerated some 
of the political mistakes which, in his 
opinion, have been made, among which 
he included the adoption of the primary 
system for the election of political of- 
ficers; the adoption of the constitutional 
amendment providing for the election 
of United States senators by the people; 
the adoption of graduated income and 
inheritance tax systems, and in the 
adoption of national prohibition and 
national woman suffrage. 


Keep Away from Alliances 


These, however, Colonel Knight said, 
have all been domestic mistakes. “But 


there is one mistake,” he declared, 
“which we must not make, and that is 
te enter into any political alliance with 
any of the nations of Europe.” 

The speaker then quoted from Wash- 
ington’s farewell address and buttressed 
his argument with quotations from 
colonial statesmen and the messages 
and addresses of several presidents. 

Colonel Knight then told about his 
visit to Europe last summer for the 
purpose of studying conditions at first 
hand. He said that he found conditions 
in France, Italy and Spain relatively 
the same as in the United States—high 
wages and no unemployment. The thing 
that distressed him most, he said, was 
the animosity between nations which, 
he declared, makes Europe virtually an 
armed camp. 


Europe Secretly Despises Us 


The speaker then discussed the repa- 
rations and financial conditions in a 


general way, and continuing, said, “It is 
because of the policy mapped out by 
our forefathers that we have the great- 
est nation on this earth. And yet 
Europe secretly despises us. It thinks 
we are the product of the steerage of 
Europe, and that while we are a won- 
derful people in a commercial sense, we 
lack all of the refinements of life, Euro- 
pean culture. “Europe should be told,” 
Colonel Knight asserted, “by our Gov- 
ernment exactly what the views of the 
American people are—at least 85 per 
cent of them.” 

After discussing the various aspects 
of the late war, the speaker declared 
that “the unjust war has not been so 
harmful to Europe as the unjust peace. 
This so-called peace,” he stated, “has 
destroyed more lives, more wealth, 
more happiness than the war itself.” 

Colonel Knight then quoted an ar- 
ticle by David Lloyd George, on the 
French situation, which was published 
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in the New York American, Jan. 19 
last. This, in brief, was an indictment 
of alleged French militarism. 


We Have Done Our Utmost 


The speaker then took up the ques- 
tion of the League of Nations, and de- 
clared that “We do not need to join the 
League of Nations in order to do busi- 
ness with the rest of the world. : 
There is no necessity,” he said, “for 
joining the League of Nations in order 
to help Europe, for we have done that 
to the utmost of our capacity during 
the war and since.” 
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In the course of his general indict- 
ment of the League of Nations and also 
the World Court, Colonel Knight said: 

“Is there any reason why in a col- 
lective and governmental capacity we 
should act any different than the indi- 
vidual would act? If so, why? Neither 
business nor good morals require it. 

“Who is there that wants this coun- 
try to enter into a contract binding it- 
self to spend additional billions in 
policing Europe, having by reason of 
our political alliances with Europe con- 
stant and continuous interruption of 
our domestic happiness, tranquility and 
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peace, and compelling our mothers to 
send their boys, our children to send 
their fathers, and our wives to send 
their husbands to shed their blood and 
give their lives in order to attempt to 
settle the jealousies, ambitions, strifes 
and wars of turbulent foreign nations? 
And any political party that has the 
temerity, in the coming national con- 
vention, to declare for that deserves to 
be wiped out of existence by an out- 
raged American public at the general 
election thereafter.” 

Colonel Knight concluded with an 
eulogy of Nathan Hale. 


Noyes Calls for Courageous Leadership 
and Vision in Crescent City Speech 


ENOUNCING the cowardice, insincerity and pettiness 

of current politics, and declaring that one of the 
greatest needs of the country today is for courageous and 
far sighted leadership, Pierrepont B. Noyes, past president 
of the American Hardware Manufacturers’ Association, 
and former United States Rhineland Commissioner, told 
the manufacturers and jobbers at the New Orleans con- 
vention some of the things which in his opinion are 
needed to clear up the “political mess in Washington.” 


a iy behalf of you, and a hundred 
million other unpolitical men and 
women, I want to ‘place an order’ to- 
day for a candidate—a real leader, a 
new man,” said Mr. Noyes. “I care not 
whether he be a Republican or a Demo- 
crat, but I want a man of sufficient in- 
tellectual and moral stature to guaran- 
tee positive leadership and positive hon- 
esty. 

“If we get a'real leader we shall want 
a platform which deals frankly with 
all the big problems confronting the 
nation; a platform which on its face 
means business. I will suggest rather 
than discuss the more important of 
these problems. 


Wanted—a Sane Tariff 


“First the tariff. There always have 
been and probably always will be par- 
ticular industries needing protection, 
but the present tariff law is devoted 
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largely to protecting fat profits. Aside 
from these fat profits, its principal ef- 
fect has been to raise the cost of living. 
It is a symptom of the economic con- 
fusion cultivated in the minds of the 
American people that the just com- 
plaints of our farmers are met with the 
fake soothing-syrup of a tariff raise on 
wheat which can accomplish nothing ex- 
cept to raise the cost of flour, and 
which, as a matter of fact, has already 
during the month since it went into 
effect reduced the price of wheat for 
the farmer 5 cents a bushel. The price 
of wheat, as every one knows, is deter- 
mined by competition in the markets 
of Europe and not at all by competition 
with Canadian wheat in the United 
States. We need a sane and scientific 
tariff. 
Taxpayers Entitled to Relief 


“Then there is the matter of taxa- 
tion. I need hardly suggest to business 
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men that under existing circumstances 
the taxpayers of the United States are 
entitled to a substantial measure of re- 
lief from war taxation. Practically 
everyone is agreed on this, and is 
agreed also on the simple principles 
which should govern this reduction. Yet 
our legislature goes on month after 
month settling nothing. It has tangled 
itself up in political quarrels until no 
one knows whether we will get any re- 
lief at all and every one suspects that 
if a bill reducing taxes is finally passed 
its provisions will be based on political 
trades rather than scientific principles. 
We need a straightforward, business- 
like treatment of taxation from now 
until the time when all unusual taxes 
can be dispensed with. 


Need of a Foreign Policy 


“Then we are badly in need of a for- 
eign policy. For five long years we 
have listened to “isolationist” nonsense. 
Our hopes have been buoyed up and 
our consciences soothed by periodical 
assurances that conditions in Europe 
were improving. Yet every time some 
untoward incident has projected facts 
through the smoke screen of cheap 
optimism and “irreconcilable” oratory, 
we have seen in Europe starving mil- 
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1—Paul Crissey, Edward Katzinger Co. 


2—J. M. Wood. 3—A. J. Kieckhefer, National Enameling & 


Stamping Co., Frank J. Drew, Winchester-Simmons Co., C. N. Turner, National Enameling & Stamping 
Co. 4—Irving S. Kemp, Evansville Tool Works. 5—Samuel H. Gardner, Assistant Secretary, American 


Hardware Manufacturers’ Association. 
Collins Axe Co., and Sanford S. Vaughan, Vaughan & Bushnell Co. 
Fabrics Corp. 9—W. M. Brezette. 


Enameling & Stamping Co., and Mrs. John M. Gray. 
15—O. B. Barker, Jr., Barker-Jennings Hardware Co. 16—J. J. Walworth, Rome Mfg. 


Fork & Hoe Co. 


Co. 17—George B. Durall and F. S. Kretsinger, American Fork & Hoe Co. 


10—-Bobby Jones, Clyde Cutlery Co. 


Cutlery Co. 
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12—-Mrs. Llew S. Soule. 
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6—Llew S. Soule, Editor of HARDWARE AGE. 7—P. D. Preston, 
8—J. E. McGraw, American Wire 
11—-George H. Harper, National 


14— J. A. Connors, Union 
18—H. K. Zust, Camillus 
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lions, a vanishing mark, a falling franc, 
larger armies, new aggressions, and a 
feverish lining up of nations for the 
“next war.” We went into the great 
war because we had made the painful 
discovery that our interests were so 
bound up with the rest of the world 
that, willy nilly, we must play a part. 
In spite of our intense national deter- 
mination during the war to insist that 
Europe substitute a new internationul- 
ism for the Hatfield-McCoy feudism 
which has for centuries been the politi- 
cal system of Europe, we ignominiously 
deserted our allies and our own inter- 
ests at the critical moment. Since then 
Europe has been steadily sliding toward 
bankruptcy and war. 

“The history of the last four years 
proves that there is no possible chance 
for permanent peace without our active 
cooperation and that without such peace 
and cooperation there is no chance for 
economic recovery and sound prosper- 
ous business in the United States. In 
our own interest, therefore, we are 
bound in the end to use our immense 
power to help effect a political settle- 
ment in Europe. We should do it now. 
We should go back and finish the job 
we began in 1917 and make our record 
as a nation honorable. We have no 
foreign policy and we sorely need one. 


Struggle of Labor Just Begun 


“Many other major problems will 
occur to you which are still unsolved 
and which certainly call for non-parti- 
san discussion and courageous action— 
the immensely difficult liquor problem; 
the unfortunate economic situation of 
the farmers; and the so-called labor 
problem. 

“This movement toward the distribu- 
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tion more widely and more fairly of the 
fruits of prosperity has, I believe, only 
just begun. Fortunately the more in- 
telligent employers have come to recog- 
nize this and in general governments 
have adopted the policy of guiding and 
encouraging the movement rather than 
opposing it. What alarms me is evi- 
dence that the present administration 
at Washington is listening to insidious 
suggestions from the extreme right 





Next Convention 
at Dallas 


Dallas, Texas, was unani- 
mously voted by the Southern. 
Hardware Jobbers’ Association 
as the next meeting place for 
the convention. The matter, 
however, was left for future 


executive committee. 











wing of capitalism—suggestions that 
the present lull in the conflict indicates 
its end and that certain excessive wage 
increases prove that the general ad- 
vance has gone too far. Whenever cap- 
ital adopts a Bourbon attitude toward 
labor it is a misfortune. But a Bourbon 
attitude on the part of government will 
lead to disaster. We need forward- 
looking men and a_ forward-looking 
platform here more than in any other 
department. 


We Want a Leader Who Can Lead 


“IT have sketched these individual 
problems largely to indicate what I 


action in the hands of the 
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meant by ‘positive statesmanship.’ I 
neither wish to bind myself or you to 


any definite program. My one desire 


is to call attention to our desperate 
need of new men and new policies to 
replace the pusillanimous shilly-shally- 
ing and incidental corruption which has 
settled down like a plague on the gov- 
ernment of this country. We want men 
who are doers, not putterers. And more 
than all we want a leader who can lead. 


“We should insist on a man altogether 
untainted by the small politics or cor- 
rupt politics of today. I do not say 
that he may not be a politician. Politics 
is a necessary and might be a noble 
profession in a representative govern- 
ment. In fact, a knowledge of politics 
is almost necessary in the present 
emergency. We want a practical man, 
but one whose vision reaches beyond 
the petty, beyond the immediate, beyond 
national boundaries. We need a con- 
structive genius—one who knows how 
to ‘sell’ his plans to the people and 
secure the full cooperation of his help- 
ers. But above all, we must have a man 
of courage and the kind of honesty 
which will restore our confidence in gov- 
ernment. 


“The United States has had such 
men as leaders before. There are many 
such in the country now. I call on the 
citizens to sit no longer in silent dis- 
approbation but to demand in no uncer- 
tain terms a man to lead us out of the 
political swamp into which we have 
wandered. Such a candidate would, I 
believe, poll a vote at the coming elec- 
tion which would stand as a warning 
for at least another generation to cow- 
ardly, temporizing, self-seeking and 
corrupt politicians.—Let’s go!” 


“Should Goods Be Guaranteed? ”’ 


‘Two questions were discussed at the 
meeting of the tool group April 9. 
These were: 1. Is a guarantee of 
goods a sound business policy? 2. Sales 
promotion through manufacturers’ mis- 
sionaries. J. E. Stone, the Stanley 
Works, presided. 

W. C. Kelly, Kelly Axe Co., in a 
prepared statement which was read by 
Secretary Donnan, stressed the follow- 
ing points: 

1. “An axe, sold warranted, is not 
a sale, but a trap for catching the 
unwary—both seller and buyer. 

2. A warrant is a would-be-catch- 
penny scheme, a blind bluff and a pre- 
mium on fraud. 

3. A warrant is not conclusive of 
quality, but just as often proof of lack 
of quality. 

4. When a buyer purchases a war- 
rant axe, and passes the warrant along 
he runs the chance of losing his pur- 
chase money, losing a would-be-friend 
and customer and making an enemy.” 

“These four paragraphs,” Mr. Kelly 
said, “cover the whole ground. Now 


there are many angles, however, to this 
warranty question. You can take those 


four points and discuss them without 
limit, Now you have heard Mr. 
Donnan read them, the only thing I 
have in particular to say is, I would 
like to apologize for the blunt language. 
I only refer to the question of axes. 
On other lines of tools I do not want 
this statement to apply, and I do not 
mean any offense either to the manu- 
facturer or to our good customers. 


A Northern Abuse 


“T do not know that we know have a 
single good friend or customer in the 
South who warrants his axes. In fact 
this abuse is confined mostly to the 
trade in New England and in the north- 
ern States, where it seems to be done 
a great deal. I would not warrant 
axes if you paid me 100 per cent more 
than we asked for them, for the rea- 
sons as stated in that paper, that Mr. 
Donnan has just read. I believe it is 
a great mistake. In many cases it is 
a misrepresentation, not on our part. 
I have seen a dozen new concerns start 
out with a great flare and warrant 
their axes and have seen every one of 
them go broke. Incidentally I know 


quite a number of jobbers who bought 
their goods and never got anything for 
the guarantee, and every point I have 
made is the result of fifty years ex- 
perience. Now, there may be notable 
exceptions, and if you wish to discuss 
it I probably may have something more 
to say, but those few words are the 
result of experience.” 

George E. King of Atlanta, Ga., said: 
“It would be a bold man indeed who 
would take issue with W. C. Kelly upon 
any subject, and I am not going to do 
that in a particular way, but I do say 
that the guarantee of a manufactured 
article is just as sound as business it- 
self, and you cannot escape from that 
fact. The very fact that you put your 
name—stamp your name upon ap 
article—is your guarantee, and you 
have got to stand back of that guar- 
antee. 


Many Angles to Question, Says Hamp 
Williams 


Hamp Williams, president of the 
National Retail Hardware Association, 
speaking on the same subject, said: 

“Mr, King says that the manufac- 
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turer has his hands in the jobber’s 
pocket and the jobber has his hand in 
the retailer’s pocket and the retailer 
has his hand in the farmer’s pocket. 
Now that is exactly right. There is not 
a thing at all in the farmer’s pocket— 
that is why I am here. It is all out 
of the farmer’s pocket. We have not 
our hand in his pocket any more. Now 
that is possibly more serious in some 
sections than in others, but that is the 
case and you are all aware of that 
fact—that the farmer is not very flush 
with money at this time. I believe that 
this subject has been very well covered. 

“There are two sides to it, of course, 
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I did not know there was any difference 
between the word warrant and guar- 
antee until I got here. I would hate 
to see it taken off indiscriminately, and 
yet I am sure it is abused; we know it 
is; we know that we have customers 
who bring back goods where it is not 
the fault of the manufacturer, and yet 
sometimes we take them back knowing 
that is true, because that is good busi- 
ness. I would rather take back an axe 
from a customer, and lose the price of 
the axe rather than have to lose a hun- 
dred dollars’ worth of business. There 
are many angles to it.” 

The subject of sales promotion 





Sandy Mackay, E. C. Griswold, 

Corbin Cabinet Lock Co.; Dan 

Farrar and E. E. Baldwin, Corbin 
Screw Corp. 


through manufacturers’ missionaries, 
was then taken up by S. St. J. Eshle- 
man of Henry Disston & Sons. The 
speaker said that he believed experi- 
ence would demonstrate that a market 
for new goods can be created by such 
means. He considered this work valu- 
able for three basic reasons. 1. Sales 
value, 2. Educational value. 3. Ad- 
vertising value. He said that mission- 
ary salesmen are promoting their sales 
on goods regularly carried by jobbers 
creating the market for new goods, edu 
cating the jobber and advertising their 
lines in a strong manner, beneficial to 
the trade. 


Should Take More Interest in Clerks 
| Llew Soule Tells Manufacturers 


LEW S. SOULE, editor of Harp- 

WARE AGE, speaking on ways and 
means of increasing the sale of sporting 
goods, urged, 1, that manufacturers 
take a more personal interest in the 
retail clerks; 2, that they adopt a 
slogan, and 3, that they cooperate in 
educational and advertising work. 
Charles W. Asbury, Philadelphia, pre- 
sided over the meeting in the absence 
of G. R. Galvin. 

“Merchandising has three phases,” 
Mr. Soule declared, “manufacturing, 
distributing and selling. The first con- 
sists of making the goods; the second, 
distribution, concerns getting those 
goods into the hands of the jobbers and 
the retailers. It is really a problem of 
getting ready for selling. The only 
actual sales are those by the retail mer- 
chant to the user of the goods. It is 
a mistake to figure distribution as sell- 


ing, because when the warehouses of 
the jobber and the shelves of the re- 
tailer are once filled, unless the goods 
are moved on to the user, the whole 
system stops. 

“It is obvious, therefore, that there 
is only one place where sales can be 
increased, and that is the place where 
the sales are made—the retail store. 
You can not increase your market by 
loading the merchants’ shelves—the 
problem goes farther than that. 

“To develop an increased market for 
sporting goods three things are neces- 
sary: 1, More stores must be induced 
to put in the line; 2, more people must 
be influenced favorably toward sports, 
so that they will go to these stores; 3, 
the men behind the counters of those 
stores must have their selling ability 
improved. 

“The first step deals with the retailer 
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and is a mater primarily of distribu- 
tion. He must be made a partner in 
any cooperative movement, otherwise 
the whole plan will fall flat. He must 
be interested in sporting goods; he 
must be convinced that they will sell, 
that they have quality and that they 
will pay a profit. When he has been 
convinced of this he needs aid. He 
should be given information such as 
how to conduct tournaments, how to 
form golf clubs, how to organize gun 
clubs, how to organize and conduct 
angling or casting clubs, and how to 
organize and hdndle local baseball 
leagues, etc. 

“The next step deals with the cus- 
tomer. Outside of the regular normal 
growth all new business must come from 
getting more people interested in 
sports. More people must be taught 
the value of play and how to play. 
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What the trade needs is a slogan sim- 
ilar to that of the paint trade, ‘Save the 
surface and you save all, lose your 
health and you lose all.’ 

“It further needs cooperative work 
to sell towns and cities on the idea of 
more parks, playgrounds, ball fields and 
golf courses,etc. Boards of Education 
should be influenced to provide greater 
facilities. Credit should be given to 
pupils for athletic exercise. Parents 
should be reached by advertising—for 
your children’s health, etc. 





Waldo M. Pitkins, G. B. Baldwin, 
A. Baldwin & Co. 


J. A. Denholm, C. K. Anderson an 
Corp. 


“The public generally should be edu- 
cated on the pleasure of golfing, hunt- 
ing, fishing, games, etc. 

“Now, the last factor—the clerks: 
Kighty-five per cent of people brought 
into retail stores by good advertising 
are turned away by poor selling. Manu- 
facturer and jobber are vitally inter- 
ested in developing better retail sales- 
men. Most manufacturers have never 
‘sold’ their merchandise to the clerk— 
the man who must make the ultimate 
sale. They have never taught him the 
selling points of their goods. They 
have shown too little personal interest 
in them.” 
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Joseph H. Grubb Heads 
the Old Guard 


N° convention of Southern jobbers 

* would be complete without a meet- 
ing of the Old Guard—that wonderful 
organization of hardware pioneers. The 
Old Guard was out in force at New Or- 


kindliness, cooperation, heipfulness and 
fair play. 

“As we have grown from a little 
group to our full membership of one 
hundred, some have dropped out, but 
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leans, and their meeting on April 10 
was one long to be remembered. 

President Fred Huggins presided and 
sounded the keynote in his opening ad- 
dress. He said: 

“Once more, do those of us who have 
had the good fortune to be able to come, 
gather together for an exchange of 
greetings, and for taking such measures 
as will aid in the furtherance of the 
principles of our organization; but, 
most of all, to repledge ourselves to 
keep the faith, for the one thing we 
acclaim, with deepest pride, is, that 
when we banded together, years ago, 
our foundation was wrought with 


brotherly love, and we have striven to 
build our edifice, stone upon stone, with 
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only because they have gone before. 
These we stop to bless and revere. The 
last two, Bill Chenoweth and Challie 
Woodburn, passed along since our last 
convention. Both were dear friends, 
God bless them! 

“T wish to express the appreciation of 
our members of the good services of our 
worthy secretary-treasurer and his as- 
sistant. There is more work connected 
with this office than most of us realize, 
and I am sure we should all make an 
effort to make it as easy as possible for 
them. 

“T believe it well to explain some- 
thing in regard to the method of elect- 
ing a new member when a vacancy oc- 
curs. Under our constitution the ad- 
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1—J. R. Guildener and Col. Frank Guildener, Sargent & Co. 2—R. H. Hare and J. H. North, Hare- 
Bailey Co. 3—B. Morrison, Jones Bros. Hardware Co., and L. M. Stratton, Stratton-Warren Co. 
4—W. G. Hume and A. E. Meigs, Keystone Steel & Wire Co. 5—C. W. Ashbury, Enterprise Mfg. Co.; 
F’. M. Everett, Columbian Rope Co. 6—Mr. and Mrs. J. M. Lacey, Corning Glass Works, Pyrex Division. 
7—John E. Kelley, Simonds Saw & Steel Co., Wallace L. Pond, Nicholson File Co. 8—George T. 
Bailey, Oliver Iron & Steel Co., Max W. Merry, Marrow-Thomas Hardware Co. 9—H. P. Chenoweth, 
Jacksonville, Fla., and H. B. Webster, Pittsburgh Steel Co. 
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visory board has this burden to shoulder. 
Sometimes it may seem that these gen- 
tlemen are too careful and painstaking, 
but if the candidate is eligible it is only 
a temporary delay. If he has won the 
right to become an Old Guard, rest as- 
sured he will be. 

“In the past we have struck some 
snags, our ship has rocked, but I am 
convinced the spirit of the Old Guard 
is as strong as ever, and as long as this 
spirit exists the Old Guard will live and 
prosper.” 

Before a joint meeting of the manu- 
facturers, Southern jobbers and the Old 
Guard, Thomas E. Parnell, Crucible 
Steel Co., made an eloquent address in 
answer to the memorable address of 
Charles H. Ireland, delivered at the con- 
vention a year ago. Mr. Parnell spoke 
feelingly of the individual integrity of 
the members of the Old Guard and high 
position they and the organization hold 
in the minds and hearts of the hard- 
ware fraternity. 

During the session the Guard decided 
to send a modern radio set to Charles 
IF’. Forsyth, who now resides in the 
West Indies, and whose health has been 
somewhat impaired during the past 
few years. 
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The following officers were elected for 
the ensuing year: 

President, Joseph H. Grubb; first 
vice-president, A. R. Sisson; second 
vice-president, John J. Mapp; secretary, 
R. P. Boyd. 

Executive committee: Chairman, F. 
Herbert Smith; members, N. A. Glad- 
ding, H. A. Dean, J. T. Skelly, George 
H. Hillman and William A. Corry. 


Simplification Talk 
Features Agricultural 
Group Meeting 


| ene walonigagee the address by W. A. 
+ Graham, who presided over the 
agricultural group meeting, discussions 
were held on the following three sub- 
jects: 1. The value and progress of 
simplification. 2. The economy of dec- 
imal pricing and packing. 3. Condi- 
tions that justify cancellations. 

John M. Williams of Fayette R. 
Plumb, Inc., Philadelphia, Pa., speak- 
ing on the first subject, said: 

“IT believe that Mr. Hoover has 
created in the Bureau of Simplified 
Practice one of the greatest agencies 
for good, when we learn to know it, 
understand it and use it. What 
brought out this move by Mr. Hoover 
was his war experience. He learned 
of the tremendous waste in industry 
during the war, Later, as president 


of the Federated American Engineer- 





ing Society, he had analysis made of 
waste in industry in 1920, showing that 
about 49 per cent waste occurred, most 
of it waste that could be redeemed. 
When you figure that in 1922 the Fab- 
ricated production in the United 
States was $50,000,000,000 you have 
some idea of what the waste actually 
amounts to; even granting that they 
did have an overestimate of 49 per 
cent, that would be almost $25,000,- 
000,000. 

“So figuring that there is an over- 
estimate of probably more than $10,- 
000,000,000, he found that over-diversi- 
fication was one of the greatest creators 
of waste—too many kinds and sizes and 
diversified in all lines. Some of the 
things that they found in their prelimi- 
nary investigation were rather start- 
ling to us in the business, for instance, 


dynamite—a very simple proposition— 
he found that that was made in 625 
strengths, 40 diameters and 14 lengths, 
and by a process of multiplication he 
found a variation of one million variety 
of dynamite. One manufacturer actu- 
ally did make and distribute 35,000. 
That same manufacturer now makes 
and distributes 1500 and hopes to bring 
it to 150.” 


What Simplified Practice Means 


The speaker then referred to the re- 
port of the Simplification Bureau in 
regard to varieties of axes, showing an 
immense number of styles, etc. Con- 
tinuing, Mr. Williams said: “Simplified 
practice simply means the reduction in 
sizes, dimensions and patterns. It cer- 
tainly means the elimination of waste. 
It will, of course, cause an increase of 
profits and valuations all along the line 
of manufacture through the distribu. 
tors to the consumer. The method used 
is very simple indeed. They approach 
the subject by going to a leader in an 
industry and asking the leader from 
his records to cooperate and show what 
he believes can be eliminated.” 

Mr. Williams outlined what elimi- 
nations had been recommended in other 
lines, including files, agricultural tools 
and many other items. Mr. Wiliams 
further said that he believed one of 
the most important problems confront- 
ing the manufacturer was that of 
reduction in the cost of manufacture 
and distribution. He predicted as one 
of the advantages of simplification and 
elimination would be the reduction in 
the number of small orders and number 
of small packages that would have to 
be shipped out. 

The general consensus of the meeting 
was in favor of the practical continua- 
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tion of the simplification program in- 
dorsed by the retailers. 


Sargent on Decimal System 


Murray Sargent speaking on the 
question of decimal pricing and pack- 





William A. Graham, 
Wallingford Mfg. Co. 


TATING that the policy of distribu- 
tion indorsed by the American 
Hardware Manufacturers’ Association 
—from manufacturers, through jobber, 
through the dealer to the consumer— 
gives the consumer the most efficient, 
economical and best service, William 
A. Graham, vice-president of the Amer- 
ican Hardware Manufacturers’ Asso- 
ciation, urged a greater cooperation on 
the part of all three of the distribution 
units and the assumption by each of 
its proper share of the work and re- 
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ing, explained the system as that of 
handling merchandising units of ten 
instead of by dozens. He directed at- 
tention to the fact that several associ- 
ations had gone on record as favoring 
this system, and that several manufac- 
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turing establishments had put it into 
effect. 

He argued for the system on the 
basis of economy, simplification and 
progress. 

Objections to the immediate adoption 
of the system were based on the 
grounds that catalogs are now on a 
dozen and gross basis, that the decimal 
system, tended to induce buyers to 
reduce the size of an order. 


Write to Manufacturers 


F. E. Pharr, Texarkana, Ark., speak- 
ing on the subject What conditions, if 
any, justify cancellation, said—“I be- 
lieve before cancelling an order the 
proper thing to do would be to write 
the manufacturer and lay before him 
as nearly as you can the conditions that 
confront you.” Mr. Pharr said that he 
believed most manufacturers would 
effect a cancellation of the whole or 
part of the order whenever possible if 
jobbers and dealers would take the 
pains to explain all of the facts frankly. 


Graham Urges Closer 


Basic 


Problems 





Vice-President Manufacturers’ Association Re-indorses 


Triple Distribution Method 


sponsibility. Mr. Graham was intro- 
duced by Isaac Black, president of the 
A. H. M. A., and presided at the joint 
sessions April 9. 

Referring to the production problem, 
Mr. Graham said, “If the dealer, jobber 
and manufacturer were really cooperat- 
ing and better team work was in effect, 
it is safe to state that not only would 
the consumer get better service but the 
turnover of the dealer and jobber would 
show to better advantage, and naturally 
the production and turnover of the 
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manufacturer would likewise be helped. 

“Take the subject of simplification 
alone—the matter of investment to 
manufacturer, jobber and dealer is a 
big item and could be considerably re- 
duced and with undoubtedly better ser- 
vice to the consumer if all were func- 
tioning properly. Real simplification, 


however, is not possible in any industry 
without cooperation from the consumer 
by dealer, jobber and manufacturer. 
Manufacturers may to a limited extent 
simplify their line, 


but unless they 
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Charles H. Ireland, 
Oden Hdwe. Co., 
Greensboro, 8S. C. 


have the cooperation of the jobber and 
dealer the real result is not obtained. 

“To bring about efficient and econom- 
ical results, the dealer, jobber and 
manufacturer all have problems to 
solve, and if the manufacturer, who is 
the source of supply, is to reach the con- 
sumer effectively he must know what 
problems each factor has to overcome, 
so he may assist each, so far as pos- 
sible. Likewise, unless the jobber re- 
alizes the manufacturer’s problems, he 
necessarily works in the dark, and con- 
sequently does not always accomplish 
the best results either for himself or 
the dealer. 

“It is with the above thoughts in 
mind that it has been decided by the 
American Hardware Manufacturers’ As- 
sociation to have the group meetings 
enlarged into what may be termed in- 
dustrial group meetings. 
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Bennett and Beers 
Felicitated 


PECIAL resolutions of fe- 

licitation were sent to Gen. 
Irby Bennett and Col. H. H. 
Beers by the Southern Hard- 
ware Jobbers’ Association, and 
expressions of regret were 
made that these gentlemen were 
unable to be present at the New 
Orleans convention. Both Gen- 
eral Bennett and Colonel Beers 
are two of the founders of the 
Old Guard. 
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Mark Lyons, 
McGowin-Lyons Hdwe. 
¢€ Supply Co. 


“Furthermore, these letters are not. 
confined to members of the association, 
but are also sent to such other manu- 
fucturers who might desire to suggest 
a subject that would be of interest to 
the group. When the replies are re- 
ceived, the subjects are tabulated and 
a listed number of the most popular 
are selected for first consideration. 
Those manufacturers interested in a 
group are then notified of the subjects 
selected, in order that they may have 
an opportunity of giving them consid- 
eration and making. such remarks to the 
subject at the group meeting as they 
may desire, subject, of course, to a time 
limit. This not only applies to manu- 
facturers of the organization, but to 
any manufacturer in the entire in- 
dustry.” 

Other speakers indorsed the group 
meetings as held this year. 


Are Hardware Stocks loo Low To-day? 


LTHOUGH the present condition of 
. stocks is low throughout the coun- 
try, jobbers and manufacturers at the 
housefurnishings group meeting, April 
10, expressed the opinion that this is a 
healthy condition, although many 


warned against allowing stocks to get 
so low that it would require « large 
number of back orders to bring them 
up to normal again. 


A condition of 
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this kind, it was said, would increase 
costs generally. C. W. Asbury, Phila- 
delphia, presided. 

John M. Williams, Philadelphia, 
speaking on the effect of direct ship- 
ments to the manufacturer and to the 
distribution system, said that his firm, 
Fayette R. Plumb, Inc., had adopted as 
its cardinal policy no direct shipments 
of any kind to anybody at any time 
in so far as axes are concerned. He 
said that this policy had been demon- 
strated to be sound, and that he believed 
it was the duty of the manufacturer, if 
he wanted cooperation, to protect the 
jobber in the jobber’s natural territory. 

“T think that when we consider the 
effect of the direct shipment on busi- 
ness,” Mr. Williams said, “that you will 
agree that this policy is absolutely cor- 
rect.” 

John Donnan, speaking on the sub- 
ject from the jobber’s viewpoint, said: 

“TI think it would be well for the man- 
ufacturer to make an analysis of the 


United States as a whole. Had they 
done so I think their viewpoint upon 
this subject would be different. If you 


would take the United States as a whole 
from, say, New York City to Bangor, 
Me., all through New England, you 
will find that the jobbers of that sec- 
tion will tell you manufacturers they 
would like to have goods shipped direct. 
All through that section you will find 
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Roy E. Boffenmyer, George E. Os- 
born, The —" & Sessions 
0. 
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2—C. A. Miller, E. C. Sohrweide, Aluminum Goods Mfg. Co. 3—Arthur A. Devlin, Penn Hardware 
Co.; J. H. Holcombe, Kirk-Latty Mfg. Co. 4—W. E. Cross, Clemson Bros.; F. H. McIsaac, The Kirk- 
Latty Mfg. Co., and George H. Griffiths, HARDWARE AGE. 5—J.J. McHugh, L.S. Pickup, Stanley Works. 
6—John M. Williams, Fayette R. Plumb, Inc. 7—Mrs. F.. M. Everett, Mrs. George H. Griffiths, and 
Mrs. J. A. Denholm. 8—J. P. Cotchett, W. C. Perkins and H. O. Forker, American Chain Co. 9— 
Charles L. Clark, Greenlee Bros. & Co. 10—S. L. Webster, N. A. Gladding, C. J. Hendryz, E. C. 
Atkins & Co. 11—F. J. Koch, J. P. McKinney, Jr., and Russell A. Smith, McKinney Mfg. Co. 
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TRUMBULL REELECTED PRESIDENT 


A. TRUMBULL, Dallas, Tex., was reelected president of the Southern Hardware Jobbers’ Asso- 
ciation for the ensuing year; Mark Lyons, Mobile, Ala., was reelected first vice-president, and 
John Donnan, 





LEE 


G. 


Walter C. Thomas, Tampa, Fla., was elected second vice-president of the association. 
Richmond, Va., continues as secretary-treasurer. 

B. Morrison, Little Rock, Ark., was elected to the executive committee, and L. M. Stratton, 
Memphis, Tenn., was reelected to the same comrrittee. 

Resolutions of appreciation were adopted at the closing session of the Jobbers’ Association to 
the ladies of New Orleans, the newspapers, hotels and civic associations of the city. Henry Cheno- 
weth and Robert Boyd were officially thanked for the manner in which they performed the duties of 
sergeants-at-arms, and W. N. Pitkin and Gus Baldwin were felicitated and thanked for their contri- 
butions to the success of the convention. 
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that the bulk of their business is done 
with the consumer. 

“If you will analyze the horseshoes— 
I found that New England, we will say, 
handled 250,000 kegs of horseshoes; 
we in the South, as an illustration, 
handle the same; 275,000 kegs of horse- 
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shoes are sold by the jobbers of New 
England to the blacksmiths direct, in 
the cities of Boston, Providence, Bangor 
and Portland, all of those cities; but 
when you come to 250,000 kegs in the 
South 225,000 kegs are sold direct to 
the retail merchant, who in his turn 
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sells to the consumer. So our methods 
of distribution down here are totally 
different.” 

Mr. Donnan said different conditions 
in different sections should be taken 
into consideration, especially matters 
of this nature. 


Good Business Ahead for Next 6 Months 
Hardware Men Believe 


Builders’ 


[* the opinion of the majority of 
manufacturers and jobbers who at- 
tended the builders’ hardware group 
meeting at the New Orleans convention, 
April 9, business in builders’ hardware 
and related lines will be fundamentally 
good for the next six months. Murray 
Sargent presided as chairman. The 
two subjects discussed were: 1, What 
will be the general business condition 
for the next six months? 2, Should hard- 
ware jobbers be technically equipped 
to bid on blue print jobs? 


Frederick H. Stevens, O. B. North 

& Co.; Mrs. Frederick H. Stevens, 

and R. N. Barker, O. B. North & 
Co. 


ontecneus 





Speaking on business conditions, W. 
R. Hill, Rochester, N. Y., said that in 
his opinion good business in the future 
depends upon the employment of labor. 
He stated that projected building for 
the next twelve months covers five and 
a half billions of dollars. He said that 
labor is getting 5 per cent more than it 
did last year, and that the vacuum in 
building created by the war has not 
been filled. 
“T feel very strongly,” Mr. Hill said, 
“that our merchandising methods are 


not as good as they should be. Seek- 
ing for the cause of this, it would seem 
that at times we rely too much upon 
statistics and too much upon figures 
and too little upon methods of mer- 
chandising.” The speaker dwelt at 
some length upon the importance of a 
reduction in the cost of distribution. 
He also advocated the extension of sim- 
plification practices. 

L. M. Stratton, Memphis, stated that 
as far as the South was concerned 80 
per cent of the population was rural, 
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J. Bailey Gordon, B. M. Strong, J. 
F. Chapple and Edgar T. Williams 
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and that, he believed, business will be 
more or less affected during the next 
six months by political propaganda. 
George E. Eddy, Baltimore, expressed 
the opinion of the majority when he 
said, “I do not believe it is the time to 
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plunge, but I do believe that this is the 
time to place good service orders, and 
to keep your stock up in good shape.” 
On the subject of blue prints, W. W. 
French and Charles H. Ireland ex- 
pressed the opinion that a concern doing 
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a large builders’ hardware business 
could well afford to keep a special man 
to take charge of that department, one 
who possessed the technical knowledge 
necessary for work of that kind, and 
competent to handle its details. 








Hardware Man Rex at New Orleans Mardi Gras 


Gustave B. Baldwin, head of A. 
Baldwin & Co., wholesale hardware, 
New Orleans, La., who was elected Rex 
at the Mardi Gras, which preceded the 
hardware conventions by several weeks, 
is “second in line of descent” in carnival 
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royalty in New Orleans. 

His father, the late Albert Baldwin, 
long prominent in the business and 
social life of New Orleans, was Rex 
many years ago. 

His sister, Miss Arthemise Baldwin, 


the late Mrs. Ottman of New York, was 
Queen of the Carnival in the year of her 
début. His niece, Miss Amelia Bald- 
win, now Mrs. William A. West, daugh- 
ter of the late Harry F. Baldwin, like- 
wise was so honored. 
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‘(Make Democracy Safe For Business” 


6é Y friends, the time has come 

when business men must be 
politicians. We must make democracy 
safe for our business and our capital, 
and there must be an equalization of 
taxation,” F. A. Heitmann, president of 
the National Hardware Association of 
the United States told the jobbers and 
manufacturers at the New Orleans con- 
vention. 

“The politician must learn that the 
time has come for him to take notice 
of the distributors of merchandise and 
consider their interest,” Mr. Heitmann 
continued. “If the industries and com- 
merce of this country do not get to- 


gether and make democracy safe for 
business, then there will be no business. 
You talk about mileage on the rail- 
roads. That was done pre-war. Since 
that time there has been nothing but 
sidings built and very few of them. 
There is reason for it. 


Capital Protection Needed 


“Capital feels that it is not safe in 
railroads, that is why. Capital is not 
safe in many other lines of pursuit. 
Capital is going into other lines of busi- 
ness and other securities, and that is 
going to continue—do not try to kid 
yourself—it is an everyday proposition. 


I tell you gentlemen so long as Wash- 
ington is organized as it is today you 
will have no revenue in business to 


‘any great extent. 


“You can talk about natural resources 
as much as you please, but if it is 
going to take everything it is worth 
to develop them they will not be de- 
veloped. So long as there is a big pre- 
ponderance of people in this country 
who are not contributing to the taxes 
of this country you will see no general 
revival, they must have a respect for 
the Constitution of the United States, 
and they cannot have it so long as they 
do not pay taxes.” 
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Hospitality of New Orleans 
Shown to Convention Guests 


T HE convention features of the pro- 
gram were carried out with 
efficiency, and all of the well known 
hospitality of old New Orleans. The 
jobbers, ladies, civic organizations and 
newspapers of the Crescent City won 
the admiration and respect of the visit- 
ing delegates to the convention, and 
were officially thanked by the resolu- 
tions committee. 

On Tuesday evening, April 8, an in- 


Manufacturers Start 
Drive for New 
Members 








— 


F. W. Mitchell, sec.-treas. 
American Hdw’e Mfrs. 
Ass’n. 





In his report as secretary-treasurer 
of the Hardware Manufacturers’ As- 
sociation, F. D. Mitchell, outlined the 
work for the past six months, re- 
indorsed the work that is being done 
by trade associations and the Depart- 


formal reception was held in the Du 
Barry Room of the Roosevelt Hotel, and 
on Wednesday afternoon a card party 
for the ladies was given at the Patio 
Royal, 417 Royal Street. 

Wednesday evening the delegates and 
their ladies attended the performance 
at the Strand Theatre, Baronne and 
Gravier Streets. : 


The entertainment program was con- 








een Abe 


cluded Thursday evening with a dance 
and reception at the Southern Yacht 
Club. 

Identification badges were provided 
for all who attended the convention. A 
special white ribbon badge was pro- 
vided for the ladies, a red ribbon for 
the jobbers, a blue ribbon for the manu- 
facturers, and a white ribbon for 


the many guests present. : 





ick 





W. C.. Taylor, W. T. Williams, L. E. Fichthorn, 8. 8. Rand and 


D. W. Macomber, The Peck, Stowe & Wilcox Co. 


ment of Commerce for simplification, 
and discussed legislative measures now 
pending before Congress. He said that 
the membership of the association was 
practically the same, but that a few 
weeks ago a drive for new members 
was started, which will be continued up 
to the October convention. 

In his report Mr. Mitchell also dis- 
cussed many of the problems con- 
fronting the manufacturers individu- 
ally and as an organization and’ of the 
relationship between the manufactur- 
ers’ association and the jobbers’ and re- 
tailers’ associations. He stressed the 
importance of closer cooperation be- 
tween all three units of the trade and 
expressed the opinion that the group 
meeting plan is beginning to work out 
to much better advantage than has been 
expected by even the most sanguine 


when they were first inaugurated. 

In his financial report Mr. Mitchell 
showed that the association is on a 
sound and satisfactory basis. Plans for 
the next six months were also discussed 
briefly by the secretary. The report 
was unanimously adopted by the asso- 
ciation. 





Wilson Oliver and James H. Oliver, 
Oliver Bros. 














DONNAN REVIEWS PROGRESS OF SIMPLIFICATION 


[Ley orine the principal part of his report to a review of the work that has been accomplished 
in cooperation with the Department of Commerce for the simplification of hardware, John Don- 
nan, secretary-treasurer of the Southern Hardware Jobbers’ Association, said in part: 


“During the last year the work of this department has resulted in a reduction from 552 styles of 


woven wire fence to 69, and the reduction from 2072 sized packages to 138. 


In August of 1918 the 


manufacturers of files were continuing as regular stocks 619 items. The number of items now discon- 


tinued total 165.” 
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New Attorney General Expected 







[TH Harlan Fiske Stone now 

\ \ established in the chair left va- 

cant by Harry M. Daugherty, 

two things of interest to the whole busi- 
ness world are certain. 

First, there will be no change in the 
attitude of the Department of Justice 
toward the prosecution of those activi- 
ties of trade associations which can be 
regarded properly as combinations for 
the purposes of fixing prices, restrain- 
ing production and parceling out cus- 
tomers. 

Second, the ruling of former Attor- 
ney General Daugherty prohibiting 
such associations from collecting sta- 
tistics about their respective trade and 
distributing them to their members will 
be reopened. 

Third, the new Attorney General has 
entered upon his duties with a thor- 
ough knowledge of business and a sym- 
pathetic understanding of its prob- 
lems. 

These last two items at least repre- 
sent a distinct gain for the business 
organizations of the country. 

I talked with Mr. Stone in his New 
York office as he was clearing his desk 
on the eve of leaving for Washington 
to be sworn in. While he is known 
chiefly as the dean of the Columbia 
Law School, it is to be remembered that 
he was, until his appointment, a mem- 


Harlan Fiske. Stone, 
Attorney General of 
the United States 


POR 


By JOHN T. FLYNN 


ber of the firm of Sullivan & Crom- 
well, one of the largest and most im- 
portant in the metropolis. The senior 
member of this firm is William Nelson 
Cromwell. For more than a genera- 
tion through his office have passed hun- 
dreds of the leading figures in business 
of this country and Europe as clients 
of Cromwell and his associates. 

Because the President’s newly named 
legal adviser had inherited one of the 
most delicate controversies affecting 
organized business, I went to see Mr. 
Stone for the U. P. C. publications, be- 
cause I knew the business community 
was awaiting eagerly the position he 
would take on this controversy, and 
were curious to know something of 
his character and the color and texture 
of his mind. 

The Attorney General is a big man, 
suggestive of the chief quarry product 
of his native State. Behind the walls 
of his powerful body are vast stores of 
physical energy. His friends tell me 
that in his professional capacity he is 
capable of amazing stretches of work. 
He is quite different from any of his 
predecessors. Philander C. Knox was 
small, nervous, aloof and the purely in- 
tellectual type. Wickersham, slight, 
narrow visaged, with penetrating eyes 
enlarged behind powerful spectacles, 
was the perfect specimen of the so- 


to Work With Hoover 





© Underwood & Underwood 


phisticated corporation lawyer. Palmer 
was bulky and cocksure and jaunty, but 
left one thinking very much about his 
handsome personal appearance. Daugh- 
erty was jovial, at times breezy, and 
again curt and brusque. Stone reminds 
one more of Grover Cleveland than of 
any other man in public life, save that 
he is more cordial and genial and not 
so stern as Cleveland. 

A distinguished New York lawyer, 
W. J. Curtis, who has watched Mr. 
Stone from his earliest days at the bar, 
discussing him particularly in view of 
the business problems which confront 
him, made this impressive estimate of 
him: 

“There is no lawyer in the country 
better qualified for this job. He is one 
of the soundest, sanest, most virile and 
best balanced men at the New York bar. 
There is no man in America to whom 
I would rather leave the settlement of 
these delicate business problems. He 
has a profound knowledge of the law. 
He is a man with an intensely practi- 
cal turn of mind. He has been a mem. 
ber of two of the most important law 
firms in America measured by their re- 
lations to big business. He has no 
political past. This is most fortunate. 
For in these questions affecting busi- 
ness no factors will enter the discus- 
sion save the law and facts in the case. 
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His mind will not be cluttered up with 
political considerations. He is fearless 
and will not hesitate to hold in favor 
of a business organization because 
some politician may charge him with 
favoring big business.” 

The Attorney General was reluctant 
to discuss for publication the subjects 
bequeathed to him by the late occupant 
of the Department of Justice. 

“If I were elected to a legislative 
job,” said Mr. Stone, “I would be de- 
lighted to give you a statement about 
almost anything. But this job has 
nothing to do with the making of the 
laws. My business will be to enforce 
the laws as I find them, and this, of 
course, I will do without fear or favor.” 

But Mr. Stone talked freely about 
himself and his philosophy as a lawyer. 
He knows business. He has been a di- 
rector of a number of business corpo- 
rations. He has represented large busi- 
ness interests. He has been a studious 
observer of the evolution of American 
business processes. And he will ap- 
proach the various problems growing 
out of the contact of business with the 
Department of Justice with a sympa- 
thetic understanding of the things 
American business men are trying 
to do. 

I feel that I am in a position to say 
that his first acts in his new post will 
be as follows: 

First, he will personally examine all 
the important prosecutions now pend- 
ing against various trades and groups 
of manufacturers because of alleged 
violations of the Sherman Anti-Trust 
Law. 

Second, he will reorganize the De- 
partment of Justice. This will be 
neither summary nor dramatic, but un- 
ostentatious, and after mature exam- 
ination of its affairs. He will in all 
likelihood add one more investigation 
to those already under way in Wash- 
ington. But it will be his own inves- 
tigation of his own department with 
a view to reforming it on efficient lines. 

Third, he will make a thorough ex- 
amination of the war-fraud cases and 
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the civil suits and criminal prosecutions 
growing out of war-time activities of 
the Alien Property Custodian. 

Fourth, name a new head for the Bu- 
reau of Investigation of the Depart- 
ment of Justice. 

Fifth, reopen the subject of the right 
of trade associations to collect data 
about their respective trades and dis- 
tribute this information to their mem- 
bers. 

In doing this last service to business, 
Mr. Stone will take up the whole sub- 
ject with Secretary of Commerce Her- 
bert Hoover. Now that Mr. Daugherty 
has left the cabinet it need no longer 
remain a secret that there was a very 
grave disagreement between the De- 
partment of Commerce and the Depart- 
ment of Justice over this issue.  Be- 
tween Mr. Stone and Mr. Hoover there 
will be a calm and a fruitful discus- 
sion of the matter that was not pos- 
sible between Mr. Hoover and Mr. 
Daugherty. 


Trade Statistics Controversy 


This controversy has raged since last 
December, following the decision of a 
United States District Court in the Tile 
Manufacturers’ case and later in the 
Cement case. In the latter case partic- 
ularly Judge Knox laid down a code of 
prohibited activities for trade associa- 
tions that caused great consternation 
in the Department of Commerce. 

Mr. Hoover promptly wrote Mr. 
Daugherty asking if this ruling was to 
be interpreted as applying to all trades. 
Mr. Daugherty replied in the affirma- 
tive, but holding that the association 
might gather statistics if specially re- 
quested by the Secretary of Commerce. 
But in such a case the information 
could be turned over to the Commerce 
Department only and could not be dis- 
tributed to the association’s members. 

There is probably no man in the coun- 
try who understands better than Mr. 
Stone that our business machine is be- 
ing slowly, but quite effectively and 
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extensively remodeled to meet the 
changed conditions in our highly organ- 
ized social life. The outstanding fea- 
ture of the next decade will be the 
straining after more intensive organi- 
zation, and the development of efficient 
processes in order to reduce the costs 
of production. The contribution of the 
Department of Commerce to this move- 
ment has been a ceaseless war on waste. 
Mr. Hoover has said that 69 per cent of 
the operations of the clothing industry 
is consumed by waste; that in the tex- 
tile industry this amounts to 49 per cent 
and not less than 29 per cent in the 
metals trades. 

To eliminate this the Commerce De- 
partment has enlisted the cooperation 
of the various trade associations. Their 
contribution has been to gather data 
about the production, prices on closed 
transactions, distribution, etc., for their 
own members and the department. 

The ruling of Mr. Daugherty seri- 
ously interfered with this. If it did not 
end it altogether, it was because the 
associations hoped for a reversal of the 
ruling in a court test. The decrees in 
the tile and cement cases were without 
binding effect as precedents because 
they were consent decrees. The whole 
matter is now open once more and is 
up to Mr. Stone. 

The upshot of it probably will be a 
repetition of the famous dictum of 
Theodore Roosevelt, distinguishing be- 
tween good trusts and bad trusts. We 
shall very likely learn that there are 
good trade associations and bad ones; 
or, better still, that trade associations 
have their good uses and their bad 
uses; that when they are getting to- 
gether secretly to fix prices, hold down 
production below the public’s needs and 
ration out their customers among them- 
selves, they are bad associations; but 
that when they are searching their 
methods for wasteful operations, gath- 
ering information for their own and 
public use and, in the study of their 
problems generally throwing light upon 
the dark places of trade, they are good 
associations rendering a public service. 





Warning About Copyright 


The accompanying illustration is 
a reproduction of the area chart 
published on page 65 of HARDWARE 
AGE, issue of April 10. This chart 
was evolved by the New Jersey Wire 
Cloth Co., Trenton, N. J., and is 
copyrighted by that company, but 
due to a typographical error the 
copyright line giving credit to the 
New Jersey Wire Cloth Co. was 
omitted when the chart was origi- 


nally published in these columns. 





This chart is fully protected by the 
copyright of the New Jersey Wire 
Cloth Co. and is further protected 
by the copyright covering all ma- 
terial published in HARDWARE AGE. 
It cannot be reproduced without full 
permission of the New Jersey Wire 
Cloth Co. as well as that of HARD- 
WARE AGE. We regret the typo- 
graphical error that makes the pub- 
lication of this warning necessary. 
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A typical electrical display of the Loew Hardware Co., Cleveland, Ohio, showing the way in which appliances. 
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From 25 Electric Light Bulbs 
to $10,000 a Year 


HE down town store is fre- 

quently called a_ cold-blooded 

impersonal institution, where 
goods are handed over the counter 
without service or attention, where 
the turnover of customers is as large 
as the turnover on goods. The Loew 
Hardware Co. has operated in Cleve- 
land’s busy down town section for 
twenty years, is thoroughly modern 
in its appointments and methods— 
yet is distinctively personal in char- 
acter. Al. Sheriff, proprietor, knows 
60 per cent of his customers by name. 
His transient trade does not repre- 
sent more than 35 per cent of his 
business. The store is nested among 
office buildings, hotels, department 
stores, parking stations, railroad 
ticket office and every other type of 
down town enterprise. Doctors, 
dentists, bankers, sales agents and 
pied pipers with down town offices 
know Mr. Sheriff, his seven store 
salesmen, the girl bookkeeper and 
the store’s well balanced stock of 
hardware. 


Twelve times a year Fred Boeh- 
eringer, window trimmer, creates a 
snappy window display featuring 
electrical appliances and sundries, 
which includes sockets, plugs, flash- 
lights, batteries, fuses, two-way 


plugs, colored bulbs, bulbs, wire, push 
buttons and other miscellaneous 
items which are quickly turned into 
profits. 


Ten Years of Progress 


Ten years ago the store took its 
first electrical stock, which consisted 
of twenty-five electric light bulbs. 
It is interesting to note that the 
company’s orders for gas mantles 
placed at that time was for 2500. 
Today the quantities are practically 
reversed. Eight years ago a fire 
destroyed the building and part of 
the stock. 

When the store reopened in a new 





The Loew Hardware Co. 
Cleveland, Ohio 


Sells $10,000 in electrical goods 


annually. 

Sells $4,000 worth 
year. 

Sells $1,000 a year in appliances. 

Sells 500 flashlights every twelve 
months. 


Has increased sales 1000% wi 
eight years. 


of bulbs a 











location a few electrical sundries and 
flashlights were added to the stock. 
That year total sales in this mer- 
chandise reached the $1,000 mark. 
Today annual sales will pass the 
$10,000 point. Of this $4,000 is for 
electric light bulbs alone, $1,000 is 
for appliances and it is estimated 
that more than 500 flashlights are 
sold annually. Replacement batteries 
and miniature lamps run high. This 
indicates a 1000 per cent increase in 
electrical goods sales in an eight- 
year period. : 

A. H. Hose, who is in charge of 
the Loew electrical department, be- 
lieves that every hardware dealer 
should carry from $75 to $100 stock 
in sundries alone. He says, “The 
customer buying extension wire must 
have a plug and a socket. Sell them! 
He must have a screw driver. Ask 
him if he has one! If he wants you 
to make up the extension cord, 
charge him for the service. We 
make a standard service charge of 
25 cents for this little job. Many 
women request it and they are al- 
ways willing to pay the small fee. 

“We find that our fuse business 
runs fairly well, but I believe that 
the merchant in the smaller city can 
sell thousands of fuses, particularly 
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in sections where the illuminating 
company is a county and not a city 
organization. In Cleveland, of course, 
people can ’phone the service de- 
partment of the electric light com- 
pany and ask them to replace the 
fuse. In the smaller town, however, 
every home owner must do this him- 
self. We find that practically all 
our fuse business demands either 
the plug or cartridge type. 

“Our fuses, sockets, plugs and 
other sundries are the highest grade 
obtainable. Naturally we get a 
higher price, but we feel justified in 
asking a higher price. We sell our 
customers on safety and efficiency, 
two very important factors in elec- 
trical equipment. On sockets we find 
the demand evenly divided between 
key and chain types. 


Watch Your Stocks! 


“Dealers must watch their elec- 
trical accessory stocks and _ sales. 
They must note local preferences 
and regulate their stocks accordingly. 
In some sections white porcelain 
sockets are the only kind which will 
sell. Another community demands 
pull chains, another won’t have pull 
chains, and so on. 


Getting Efficient Service from 


HE question is being asked con- 

tinually, “How can we obtain bet- 
ter results from the use of coil 
chain?” There are several solutions 
to the problem, but one or two only 
are necessary to dilate on, 

It is of first and of utmost im- 
portance to buy good chain. False 
buying economy is no better exempli- 
fied, as far as chain is concerned, 
than price first and quality last. For 
every day purposes, common proof 
test chain is no doubt sufficient, but 
dissatisfaction might even’ then 
arise, should chains be used which 
were too small for purposes involved. 
When chain is wanted for work 
where loss of life or property is pos- 
sible, there should be no question of 
price. The proper size and quality 
are the important requirements. 
The best is none too good under the 
circumstances. 

Care of chain is the next consid- 
eration, with particular emphasis on 
lubrication. Several months ago a 
certain steel plant manager com- 
plained of some pocket-wheel chain 
which would not remain in the sheave 


HARDWARE AGE 


“These are small details, but if 
properly attended to will enable the 
merchant to make his electrical de- 
partment a very profitable invest- 
ment. There is a very good margin in 
the sundries as they sell themselves. 
Our policy is to have this class of 
merchandise in sight at all times. The 
average sized show case is sufficient. 
We dominate our case display with 
flashlights because they look good, 
but you will note we have an ample 
supply of incidentals spread on the 
case shelves where they may be 
easily seen. 


Flashlights Sure Sellers 


“Flashlights move all year ’round. 
The fall is our banner season and 
vacation time runs close second. We 
have found that a man buying fish- 
ing tackle or other summer or vaca- 
tion equipment can usually be in- 
duced to buy a flashlight. When we 
have sold a flashlight we tell the cus- 
tomer to come to our store for re- 
placement batteries because the line 
we carry was designed especially for 
the light he has bought. We tell 
him that we keep complete and fresh 
stocks. 

“It is important that you sell a man 





grooves. Examination showed that 
the hoists were used near the water 
and that the chain and sheaves were 
so corroded with rust that it was 
small wonder such poor results had 
been obtained. The sheaves’ were 
brushed, oiled and fitted with new 
chain, and since then the blocks have 
run smoothly. Blocks or hoists and 
their chains should always be kept 
well oiled, and the chains should not 
be run at sharp angles to the wheels 
or drums, as this means excessive 
wear. 

All chains, when in use, undergo 
deterioration of two kinds, namely, 
visible and invisible. Visible wear 
of links occurs when they are in con- 
tact with each other, and the invisi- 
ble alteration in the structure of 
the material, called crystallization. 
Chains are discarded almost every 
day from which longer service could 
have been obtained had they had 
proper care. A well-lubricated chain 
reduces the friction of one link wear- 
ing against another. 

Breakage is a frequent reason for 
discarding of chains. While this is 
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the proper combination of lamp and 
battery; otherwise he may have 
trouble. The lamp will burn or 
flicker, and he soon becomes dis- 
gusted with your entire organization. 
Make sure everything is right. It 
pays. 

“All of our electrical merchandise 
is sold at full list price, and we have 
no trouble in getting full price for it. 
We can stand behind first quality 
goods, and that is all Mr. Sheriff will 
handle.” 

No Price Cutting Here 


It is interesting to note that Loew 
Hardware Co. gets full price and a 
legitimate profit in a store located on 
Prospect Avenue. This street is 
notoriously known for its varied col- 
lection of price-cutting stores. On 
this street about two blocks from 
Loew’s you can buy anything from a 
nail to a used car on the basis of 
“quantity and plenty of it.” These 
are alleged bargains. As a side light 
on this problem consider these facts. 
—The Loew Hardware Co. sells qual- 
ity goods at list price and has been in 
business twenty years. The price- 
cutting outfits come and go contin- 
ually. Few last two years.—Draw 
your own morals! 


Chain 


largely due to overloading, crystal- 
lization of the material is often at 
fault. Annealing will overcome this 
difficulty and will give new strength 
and toughness to the chain. In order 
to anneal a chain, it should be placed 
over a hot fire and heated to a cherry 
red, then allowed to cool slowly. This 
renews the power to “give” and 
“stretch,” by restoring the cohesive 
properties to the molecules compos- 
ing the material. Chain should be 
annealed every six months under or- 
dinary use, but when under opera- 
tion in foundries or steel plants 
where heat and strain are constant, 
it should be annealed every six 
weeks. If this is done less breakage 
will result. 

A chain should be frequently in- 
spected for signs of overloading, 
stretching or other outward appear- 
ances of weakening. A chain that 
has stretched and stiffened has been 
overloaded, and is a source of con- 
stant danger. The next size larger 
should be procured at once and the 
old chain discarded. 

THE SALES AGENT. 
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One Way of Increasing Profits 
in the Cutlery Department 


By FRANK MAPPES 


Editor’s Note.—This is the fourth article of the series by Frank Mappes dealing 
with the problems of store arrangement, store management and merchandise dis- 
play. The next instalment of this series will appear in the May 8 issue of HarRp- 


WARE AGE. Keep on the watch for it! 


UTLERY is so eminently a part of hardware that 
CC it is astonishing to find it badly represented in 
some hardware stores. 

The owners of these stores give as an excuse slow 
turnover as a reason for their neglect of cutlery. This 
is a condition that has no excuse for existence, because 
the same rules that govern buying and selling in other 
lines should also be applied to cutlery. If dealers over- 
buy cutlery it is due to two things. 

First, it is frequently sold by specialists who are 
one-line men, calling about twice a year. Second, which 
is entirely the fault of the dealer, the tendency to 
carry parallel lines and too many makes in order to 
anticipate any possible call for a particular make or 
brand. 

Other reasons lie in the absence of stock records 
and the habit of buying the same numbers repeatedly. 
Many buyers of cutlery (and this is especially true of 
pocket knife buying) disregard the stock on hand, 
simply selecting what appeals to them at the moment. 
This is mainly due to the extent of the line salesmen 


carry in their sample rolls, and the difficulty to mem- 
orize the numbers and patterns carried. 

This trouble is easily overcome when a simple stock 
record is kept. The annual inventory can be used as 
a basis from which to start. The manufacturer’s or 
brand number and quantity of each on hand can be 
supplemented by such other information as cost and 
selling price, etc., in as many columns as necessary 
for at least six stock-taking periods, so that exact 
knowledge during the year is available for buying and 
elimination. : 

Consistently studying the difference in the quan- 
tities on hand at the different periods will soon dem- 
onstrate that about 75 per cent of the numbers carried 
are slow sellers, and should be carried in small quan- 
tities, while the remaining 25 per cent are the live 
sellers which should be bought in large quantities. A 
careful study of the stock sheet after several inven- 
tories have been entered will reveal some astonishing 
facts. The outstanding one being a reversal of the 
previously conceived opinion of good sellers. 





ABOVE—More than 500 items can be displayed in this show case. 


BELOW Sectional view of arrangement of 
articles shown in case at top of page 
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- The most practical and 
efficient way to display 
pocket knives and scis- 
sors in show cases or 
panels. 














Notice how each item 
is individually tagged. 
By this method mis- 
takes are reduced to 
the irreducible mini- 
mum, 
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Personal likes individualize selections too much, 
and are to a remarkable degree responsible for over- 
stocks and slow sellers. 

The accompanying illustrations show how an ex- 
ceedingly attractive effect can be obtained by careful 
planning and layout of a line of pocket knives, scissors 
and shears. Only one of each item is fixed to the re- 
movable panels or plaques, the selling stock being in 
drawers in the base of the case. It requires but little 
time and effort to take care of the merchandise when 
it is arranged and stocked in this manner. 

Fifteen minutes, about once each week, to brush the 
plaques and wipe the samples does the work that would 
require a full day in a case when the articles are laid 
out loosely in trays or boxes. 

The plaques are made of wall board, covered with 
velvet. The size of the plaques varies to fit the par- 
ticular case, but it is advisable not to have them too 
large so that they may be taken from the case without 
difficulty. When customers desire an article sampled 
in this case, the clerk immediately places a number 
of the plaques on the top of the case for the customer’s 
intimate inspection. When a partial selection has been 
made it is a simple matter to place one or two articles 
of the kind which seem to interest most in the hands 
of the customer and thus aid him in determining which 
to buy. 

Easy to Replace 


After the sale has been made it takes but a minute 
to replace the remaining items in the drawers where 
they belong, wipe those which have been touched in 
handling, put the plaques back in their proper places 
and be ready for the next customer. When this method 
is used, two or more people can be waited on at the 
same time by one clerk. 

The loss by pilfering is cut down materially, as it is 
seldom necessary to have more than two or three loose 
items on the case. This enables the clerk to keep tab 
on them more easily than when trays or boxes are 
used, in which case it is frequently impossible to have 
less than a dozen or fifteen lying loose on top of the 
showcase. This also is the cause of so many rusty 


pieces of cutlery in hardware stocks. The tendency 
is to hastily lay them back or place them on a nearby 
ledge with the intention of replacing them in the near 
future. Frequently, however, they are left out of the 
case for some time. 

There is absolutely nothing that is fool proof, but 
the above method will do more to increase cutlery sales 
and cut down loss through pilfering, rust, deterioration 
and time than any other plan now used. The big factor 
in its favor is the uniformly handsome display which 
is not disarranged every time an item is handled, but 
remains permanently and requires little attention. 

The case shown in the accompanying illustration is 
not a model set up to amplify and project an idea, but 
is one that has been a money maker for a number of 
years in a very successful store in the West. 


Every Item Tagged Individually 


It will, be noted that every item sampled is tagged 
separately. This prevents mistakes, which are often 
made when the boxes are marked with the selling 
price and the samples are laid in it loosely. When this 
happens, the wrong article is sometimes found on the 
box but is sold at the price marked on the box upon 
which it lies. 

It also does away with the necessity of marking the 
blades with cutlery ink, which consumes considerable 
time. This time saving is an item of value. When 
price changes are being made it is a simple matter 
to make a new tag for every item affected. Most of 
the stock remains in the original wrappings until it is 
placed in the hands of the customer. 

The tag contains all information needed to identify 
the article. The stock or drawer number is at the top. 
The name of the article, name of the manufacturer, 
size or number of blades, the cost in code, the selling 
price in plain figures at the bottom are, whenever pos- 
sible, mounted on strips about 34 in. thick by 1% in. 
wide. These strips act as rests for the samples as 
well as for tags. 

I have made a number of experiments in grouping 
pocket knives in order to determine if it is advisable 
to put knives of the same price on a plaque, and have 
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concluded that placing them in groups, according to 
type, pattern or scale is a far better system. This 
often results in sales of higher priced items than 
would otherwise be the case. Putting all pearl-handled 
penknives together, stag, ebony and other kinds of 
handles each in a group, doing the same thing with 
jacks, and reserving another plaque for odds and 
specials will get better results. 

The manner of fixing the samples to the plaques is 
very important. Straight lines should be maintained 
as much as possible save when, as seen in the picture, 
a condition such as oval ends in the case is encountered. 
It must be admitted that the fan-shaped sections pro- 
duce handsome effects. 

The use of supporting strips is strongly recom- 
mended, as their use assures at least one line being 
regular. A line drawn about % in. from the strip will 
act as a guide for the holes to be drilled at the points 
marked by spacing. Due to the variable lengths of 
handles and the different types of blades, the upper 
holes must vary in nearly every instance, and should 
be placed so as to permit tying across the tang of the 
large blade, at the end of the scale or bolster. 

A ¥%-in. twist drill should be used to make the holes. 
A hole of this size makes it an easy matter to insert 
the string for tying on the samples. Fairly heavy 
braided linen fishline has been found best suited for 
this work, but any smooth, stout line will answer the 
purpose. Each item should be tied at two places in 
order to assure permanency. It is not advisable to lace 
on these samples, because when it is necessary to re- 
move one for a customer it would play havoc with 
the rest of those on the plaque. 


500 Items Sampled in This Case 


The showcase in the accompanying illustration is 
equipped with 200 drawers about 16 in. in length, and 
there are nearly 500 items sampled. This made it 
necessary to divide each drawer into two or more 
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compartments. In order to facilitate finding the de- 
sired article, the same or similar articles were not 
placed in compartments of the same drawer, save in 
cases where the difference was easily discerned, as in 
the case of a very small penknife compared to a large 
cattle or jackknife. Large items such as shears were 
always placed in the rear section of the drawer with 
pocket knives and other small items in the other sec- 
tions. It can readily be seen that if the articles were 
carelessly placed in the wrong compartment the effect 
would be so obvious that a blind man would know the 
difference. 

When two or more compartments are used in a 
drawer the first section should be represented by the 
full number as (21), the second section by (2144), the 
third section by (2114), the fourth section by (21%). 

When the merchandise is put away in drawers in the 
manner described, the samples and the tags are the 
keys to the stock, and should always be used to find 
the article wanted. It will also act as a guide to stock 
keeping, and will greatly assist the buyer. 

The contents of one original container should be 
emptied into the drawer or compartment, the capacity 
of which, by the way, should be about twice the quan- 
tity held by the container. This is designed to permit 
replenishing the stock before it is entirely exhausted. 

It is hoped that the foregoing will be of assistance 
to hardware merchants who are groping in the dark 
for means to build up their sales of cutlery or those 
who face the keen competition of merchants in other 
lines who are using cutlery as a bait to fill in the valley 
of their own business. 

A well-conducted, well-stocked cutlery department 
will add to the standard of any hardware store. 

It would seem that any one now engaged in the 
heardware business can find ample facilities for in- 
creasing his volume of sales by carefully analyzing 
his stock and selection of cutlery. With a little nurs- 
ing he can make it one of his best-paying lines. 








A Hand Saw Case That Saves Space 


HE store of Geo. F. Cornell & 

Son, Grand Rapids, Mich., has 

plenty of aisle space in which 
the customers may move about and 
it also has an exceedingly large num- 
ber of live lines displayed to advan- 
tage. Scientific utilization of every 
inch of available space has made it 
possible for many items to be dis- 
played without sacrificing aisle space. 
The hand saw case, devised by Walter 
Cornell and shown in the accompany- 
ing illustration, is a notable example 
of the way in which space has been 
economized. 

Mr. Cornell has six dozen hand 
saws set in slanting racks, visible 
when the display door is open. These 
are all contained in one small section 
of the wall cases. The section has a 
frontage of only 24 in. and a depth 
of 48 in. The method of packing and 
the type of brackets used are clearly 
shown in the accompanying illustra- 
tion. Any saw may be removed with- 


out disturbing the neighboring saws. 
Each handle is marked as to point, 
length and style. The 
white sheet shown on 
the open door lists the ‘ 
same data, together 
with cost and selling 
prices. The sheet also 
indicates the locations 
of special saws and ex- 
tra stock kept in the 
drawers below the case. 
The forward and 
rear brackets are iden- 
tical—merely scalloped 
strips of 1l-in. board. . 
The rear bracket is 
placed higher than the 
one in front, which 
places the saws on an 
angle of approximately 
45 deg. Additional saws 
are stacked behind the 
four slanting rows. The 
case greatly facilitates 


the display and handling of saws, 
and is attractive in appearance. 





A space-saving case for hand saws 
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Chamber of Commerce 
Will Consider Trade 
Ass’n Functions 


Trade associations and their activities 
are to receive attention at the forth- 
coming annual meeting of the Chamber 
of Commerce of the United States at 
Cleveland, May 6 to 8. 

Three separate proposals concerning 
trade associations have been submitted 
by member organizations of the nation- 
al chamber for consideration at the con- 
vention. The substance of these pro- 
posals, and the organizations that sub- 
mitted them, follow: 

The Memphis Chamber of Commerce 
proposes that the national chamber 
should advocate creation of a commis- 
sion which would define the rights of 
trade associations and their members in 
all respects, including their rights to 
discuss operating expense, sources of 
supplies for materials, prices, trade 
competition, etc. A study of anti-trust 
laws and of the Federal Trade Com- 
mission’s powers and activities would 
be included. The purpose would be to 
establish recognized principles which 
would remove handicaps under which 
trade associations now operate, through 
fear that they may violate some law, 
rule or regulation and be called before 
a commission or the courts upon a 
criminal or civil charge the existence 
of which, regardless of the merits, is 
detrimental. 

The Southern Central Division of 
the national chamber recommends that 
all possible steps be taken to obtain 
elimination of obstacles and _ uncer- 
tainties which interfere with the most 
effective carrying out by trade asso- 
ciations of their function of disseminat- 
ing information. 

The National Coal Association pro- 
noses that the President of the United 
States be asked by the national chamber 
to direct the Attorney General to in- 
stitute a test case of such a character 
that it will determine the legal status 
of activities of trade associations in 
gathering and giving to the public 
statistical information concerning pro- 
duction, distribution, cost and prices 
when no improper private use of such 
statistical information by the associa- 
tion or its members is alleged. 





New Building Doubles 


Hoover Plant Floor Space 


The Hoover Co., North Canton, Ohio, 
is constructing a new four-story brick 
building 80 ft. by 300 ft., providing 
96,000 sq. ft. of floor area. This pro- 
gram practically doubles present fac- 
“7 floor space. 

he first floor will be occupied by the 
printing, shipping and receiving de- 
partments. The second floor will house 
the service, traffic, purchasing and co- 
operative departments together with 
the administrative offices of each. The 
credit, collection, commission, order, 








cost and auditing departments will be 
on the third floor. Executive, sales, 
schoolroom, editorial and art depart- 
ments will be on the fourth floor to- 
gether with the headquarters offices of 
division 500. The company is also 
building a new foundry and garage. 





Hardware Man Novelist 


D. R. Compton, Tipton, hard- 
ware merchant, has made a very 
successful debut in the fiction 
field. Mr. Compton has written 
a novel—“The Longdens.” It is 
being published by Dorrance & 
Co., Philadelphia. The book re- 
view editor of the Indianapolis, 
Star, gives unqualified praise to 
the quality and interest of the 


story. 














Wisconsin Paint Co. Succeeds 
Hentzen 


E. A. Hentzen Co., Milwaukee, Wis., 
has been succeeded by the Wisconsin 
Paint Mfg. Co., which recently in- 
cerporated under the laws of Wisconsin 
with a capital stock of $15,000. The 
new company will manufacture and 
market under the “Wisco” brand a line 
of paints including oil colors, flat wall, 
outside whites, etc. 

The officers of the new company are 
as follows: E. A. Hentzen, president; 
A. L. Hentzen, vice-president; and H. 
LD. Hentzen. secretary and treasurer. 


Beacon Plated Window 
Glass Co. Formed 


Paul F. Burke is president; Thomas 
J. Kelly, vice-president, and Frank J. 
Minton, treasurer of a newly formed 
corporation, the Beacon Plate & Win- 
dow Glass Co., Boston, with temporary 
offices at Little Building, Boylston St. 
The company has under construction 
a warehouse. Mr. Burke and Mr. Kelly 
for many years were associated with 
the Boston Plate & Window Glass Co. 








Clayton & Lambert Erects 
New Factory Building 


The new modern steel factory which 
was built about four years ago by the 
Clayton & Lambert Mfg. Co., at 
Knodell Avenue, and D. T. R. R., De- 
troit, Mich., to take care of the increas- 
ing demands of the trade and to proper- 
ly house the various kinds of work 
required in the production of their 
gasoline and kerosene fire pots and 
torches, is now being operated at its 
full capacity. In addition the firm is 
using Plant No. 2 at Beaubien Street 
and Trombley Avenue, Detroit, its for- 
mer location, which for over twenty 
years was the home of the C. & L. 
torch and fire pot business, prior to 
moving into its new factory. 
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Oneida Rat Trap Business 
Sold to Animal Trap Co. 


With a view of centralizing all its 
manufacturing activities at Oneida, N. 
Y., Oneida Community, Ltd., manufac- 
turer of silverware, etc., recently sold 
its mouse and rat trap department, 
located at Lititz, Pa., to the Animal 
Trap Co. of America, which is a revival 
of the name of the animal trap manu- 
facturing business purchased in 1911 
by Oneida Community. 

The management of the new company 
is in the hands of three men long asso- 
ciated with the Oneida Community, Ltd- 
and conversant with the manufacture 
and sale of mouse and rat traps. Claude 
E. Marble, the president of the new 
company, is now sales manager. Frank 
C. Dengate, for several years superin- 
tendent at the Lititz factory, will have 
charge of manufacturing operations. 
Chester M. Woolworth, manager of the 
Philadelphia office, will be the sales 
manager of the new company. 

The lines manufactured by the com- 
pany will include Victor, Holdfast and 
Out O’ Sight rat and mouse traps, in 
addition to other types. 





Illinois Group Meeting 
Schedule 


The Illinois Retail Hardware Asso- 
ciation has issued a schedule of group 
meetings to be held during the year. 
The two field men, H. H. Perkins and 
Paul Mulliken will have charge of this 
work. The meetings are to be held as 
follows: 

Meetings in charge of Mr. Perkins: 
Sterling, April 22; DeKalb, April 24; 
Waukegan, May 1; Sandwich, May 6; 
Joliet, May 8; Watseka, May 13; Pon- 
tiac, May 15; Bloomington, May 20; 
Gibson City, May 22; Beloit, Wis.. May 
27; Danville, May 29; Urbana, June 3; 
Mattoon, June 5; Dubuque, Iowa, Sept. 
11; Lawrenceville, Sept. 16; Flora, 
Sept. 23; Mount Carmel, Sept. 25; 
Harrisburg, Sept. 30; Paducah, Ky., 
Oct. 2; Chicago, late fall. 

Meetings in charge of Mr. Mulliken: 
Cairo, April 29; Centralia, May 1; 
Marion, May 6; Sparta, May 8; St. 
Louis, Mo., May 13; Litchfield, May 15; 
Decatur, May 20; Jacksonville, May 22; 
Quincy, May 27; Carrollton, May 29; 
Moline, June 3; LaSalle, June 5; Galva, 
Sept. 16; Monmouth, Sept. 18; Peoria, 
Sept. 23; Bushnell, Sept. 25; Canton, 
Sept. 30: Lincoln, Oct. 2; Springfield, 
Oct. 7; Pana, Oct. 9. 





Atlas Powder Co. Moves 
New York Office 


The Atlas Powder Co., manufacturer 
of Ammite, a non-freezing explosive, 
and a complete line of coalities, has 
recently removed its New York office 
from the Fifth Avenue Building, 200 
Fifth Avenue, New York City, to the 
Park-Lexington Bulding, Park Avenue 
and Forty-fifth Street. 
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Luetkemeyer Co. 
Cleveland Jobbing 
House Sold 


The controlling interest in The 
Luetkemeyer Co., Cleveland, hardware 
jobbers, has been sold by E. H. Luetke- 
meyer to Henry L. Thompson and W. 
W. Knight. With this sale the Luetke- 
meyer family terminates its connection 
with the firm which was founded in 
1842 by the late H. W. Luetkemeyer, 
the father of E. H. Luetkemeyer, who 
for many years has been chairman of 
the board. This office will now be filled 
by Mr. Thompson. In eighty-two years 
of existence this firm has absorbed the 
Lockwood-Taylor Hardware Co., and 
the McIntosh-Huntington Co., two 
Cleveland jobbing concerns, and has 
enjoyed steady growth and national 
reputation. 

It is reported that Mr. Luetkemeyer 
has not been in good health, and has 
desired for some time to take an ex- 
tended vacation. This is given as the 
chief reason for the sale. 

Harry Hutchisson, president of the 
firm, will continue in that capacity. In 
a statement to a HARDWARE AGE re- 
porter Mr. Thompson said “The Luetke- 
meyer Co., will continue to operate as 
before. There will be no change in the 
corporate title, nor are there at the 
present time any intentions of drastic 
organization changes affecting the 
staffs or lines carried.” 

Other officers of the Luetkemeyer Co. 
will be Harrv D. Cram, vice-president 
and treasurer; and W. W. Knight, sec- 
retary. Mr. Cram is vice-president of 
The W. Bingham Co., Cleveland. Mr. 
Knight is secretary and treasurer of 
that firm and vice-president of the 
Bostwick-Broun OCo., Toledo. Mr. 
Thompson is president of The W. Bing- 
ham Co., and The Bostwick-Broun Co. 





Gold Medal to Have Window 
Contest 


The Gold Medal Camp Furniture 
Mfg. Co., Racine, Wis., has announced 
$250 in cash prizes for windows show- 
ing camp furniture during the week of 
June 28 to July 5. 

The company is requiring each 
entrant to register or enter the contest 
formally by notifying the home office 
before June 18. The photographs must 
be received by the company before July 
19. Prizes will be awarded July 30 and 
announcement will be made through the 
trade press. Special window trims, etc., 
are furnished by the company. 





Outdoor Comfort Week 
June 28-July 5 


National Outdoor Comfort Week, 


sponsored by the Gold Medal Camp) 


Furniture Mfg. Co., Racine, is to be 
observed June 28 to July 5, inclusive, 
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by the retailers handling its line of 
camp and outdoor folding furniture. 


One of the features of the campaign is | 


its obvious aim to promote the sale not 


enly of folding furniture but of all lines | 
of merchandise contributing to the | 


comfort and happiness of the outdoor 
public. . 


Thomas W. Dixon 
Dead 


Thomas W. Dixon, secretary and 





treasurer of the Hardware Association 


of the Carolinas, Charlotte, N. C., died 

















Thomas W. Dizon 


on April 2. Mr. Dixon was a prominent 
figure in hardware circles, and took an 
active interest in religious and philan- 
thropic work. 





Margeson Heads Winchester- 
Simmons Chicago Co. 


J. P. Margeson, Jr., formerly vice- 
president of the Winchester-Simmons 
Co., of St. Louis, Mo., recently moved to 
Chicago where he became president and 
generdl manager of the Winchester- 
Simmons Co., of Chicago. F. J. Holds- 
worth, former president of the Chicago 
house, has assumed charge of Agency 
Management for the Central District. 





St. Louis Tape Manufacturer 


Builds 


The St. Louis Rubber Cement Co., 
3951 Laclede Avenue, St. Louis, Mo., 
has recently completed a_ two-story 
building 116x50 which will be used ex- 


_ elusively for tape which the company is 


manufacturing on a large scale. The 
new building is located at 3952 West 
Pine Boulevard. Other lines manufac- 


tured include cements, glues, automo- | 


tive and bicycle accessory lines. 
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Radio Will Bolster Re- 
tail Sales Average, 


Says Eucher 


“A radio department will hold up the 
hardware merchants’ monthly sales 
average,” Clarence Eucher, J. E. 
Eucher & Son, Lakewood, Ohio, told 
the April meeting of the Cleveland 
Retail Hardware Dealers Association, 
April 11, at the Old Colony Club, Hotel 
Cleveland. ’ 

“January, February and March,” 
said Mr. Eucher, “are the leanest 
months in general hardware. These are 
the banner months for radio and you 
will find as we have that this line sells 
fast, at a good profit, which will keep 
up your business during an otherwise 
slack period.” 

Mr. Eucher illustrated his talk with 
blackboard diagrams, advised the pur- 
chase of complete sets as well as parts 
and outlined in a non-technical way- 
some of the easily adjusted radio prob- 
lems.* 

E. J. Mellon, association attorney, 

told the meeting that State druggists 
are conducting a campaign to limit the 
distribution of denatured alcohol to that 
trade, which would eliminate a profit- 
able hardware item. Mr. Mellon said 
the U. S. Internal Revenue Department 
would soon issue a new set of regula- 
tions concerning the sale of this com- 
modity, a report on which was promised 
for the next meeting. 
_ Cooperation, indorsement and small 
financial assistance for the Clean Up- 
Paint Up Cleveland campaign was 
asked for by Tom Koffey, vice-presi- 
dent, Cleveland Save the Surface Sales- 
men’s Club, and a sales representative 
of the Boston Varnish Co. Mr. Koffey 
told of the preliminary plans to con- 
duct this campaign, April 28 to May 
23, in which all of Cleveland would 
participate and benefit. 

Al. Sheriff and William Schaefer 
were appointed by Chairman R. W 
Paterson, to act as hardware members 
on the Clean-Up Paint Committee. 

It was voted to change the meeting 
night from. the second Friday to the 
second Thursday, the latter day being 
generally more convenient to members. 

The meeting was then turned over to 
Clarence Eucher, who made a practical 
demonstration of radio equipment tun- 
ing in on the broadcast concert from 
Station WHK, Radivox Co., Cleveland. 
This concert had been purposely delayed 
one hour so that the hardware meeting 
could listen in. Mr. Eucher designated 
the equipment mentioned earlier in his 
talk. The eqauinment was loaned by the 
Republic Electric Co. Forty dealers 
were present. 


*HARDWARE AGE has arranged 
for the publication of a very instructive 
radio article based on Mr. Eucher’s 
technical and selling experiences with 
this line. 





(News continued on page 104) 
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“The next day we called on General Wood” 


Harbor. The Spanish-American War followed. 

Then came Santiago and San Juan Hill. General 
Wood was Governor-General of Cuba. Trade follows 
the flag, so I'rank Baldwin and I thought we had better 
go down to Havana, and in a hardware sense at least 
annex Cuba! 


[aa U. S. S. Maine was blown up in Havana 


The Great Adventure 


We had sent several salesmen to Cuba but they had 
either started drinking, gone into the real estate busi- 
ness or done almost everything else but sell hardware. 
One fine day I said to Mr. Simmons: “Let Frank Bald- 
win and me go to Cuba and if we don’t sell goods we 
will pay the cost of the trip ourselves.” He was will- 
ing, so the great adventure was planned. 

First I had Mr. Simmons write to President McKin- 
ley for a letter of introduction to General Wood. This 
came along in due time, and with several trunks of 
samples Frank and I started down the east coast of 
Florida. We stopped at St. Augustine and Palm Beach 
and finally reached Miami, from where we set sail 
for Havana on the S. S. Prince George. All the way 
down the east coast Frank and I matched for “extras” 
and all the way I lost. I surely had a run of bad luck. 

In passing, let me say a friend had written me from 
Havana to bring along a line of revolvers, as there 
was quite a demand for them. In the innocence of 
my heart I took his letter seriously, and the bottom of 
my personal trunk was lined with revolvers in their 
pasteboard boxes. When we landed, fortunately for 





By Saunders Norvell 


Chapter XII 


The Hardware Annexation 
of Cuba 


me, the customs officials did not go that deep into my 
trunk. When my friend called at the Hotel Angleterre 
and I showed him the stack of revolvers I had brought 
in he held up his hands in horror. He was only joking, 
as revolvers or any kind of firearms were strictly pro- 
hibited and there was a fine and jail sentence for any- 
one who attempted to bring them in. I had had a 
narrow escape. However, since they were there my 
friend took them and sold the lot at a very handsome 
profit. To have been arrested for smuggling in arms 
would have been a poor start as a salesman in Cuba. 

We had a grand Spanish dinner, with champagne, 
that first night. Prices were very high. As usual, 
Frank and I matched. I won. My luck had turned. 
The rest of our stay in Cuba, Frank provided all the 
extras for our party, and I have a very distinct recol- 
lection of what he said to the hotel there when they 
charged him $5 for a bottle of champagne! 


We Meet General Wood 


The next day we called on General Wood at his 
palace. He looked very handsome, dressed in his white 
uniform with his sunburned skin. We presented.our 
letter from President McKinley, and General Wood 
wanted to know just what he could do for us. We told 
him that we were modest, that we appreciated the 
delicacy of his official position, that all we wanted 
were letters to the hardware merchants of Cuba sug- 
gesting that if they knew what was good for them 
they would get busy and give us a nice line of hard- 
ware orders. General Wood laughed, and referred us 
to the Secretary of Agriculture. He, however, passed 
a hint to this gentleman. The Secretary of Agriculture 
was a Cuban who had been educated in Cincinnati. 
He spoke English fluently, and when we informed him 
of our mission he said he would send us personal 
letters of introduction to all the best hardware mer- 
chants of Cuba. 
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The next afternoon a soldier came with a knapsack 
full of letters. They were written in Spanish on 
United States official letterheads. Frank remarked as 
he tried to read one that they were full of “amigos,” 
and he hoped they would turn the trick. 

Now, while we were waiting we hired an interpreter 
in the hotel and drove in one of the little Victoria 
carriages around the narrow, cobblestone streets of 
the town. Seeing a large hardware store, we walked 
in and looked around, but did not give our names, as 
we had no ietters. Our horse was harnessed with a 
poor quality of wrapping twine. He slipped and fell. 
The shafts were broken in several places. The twine 
gave way everywhere and our horse, being a philoso- 
pher, simply lay down in the gutter and refused to 
get up. While our interpreter and the driver called 
upon all the saints in the calendar, Frank and I stepped 
out of our carriage and walked back to the hotel. 

When we had our letters of introduction, we held a 
council of war. We called in our interpreter and told 
him our problems. He read over our letters and said 
they were very “nice.” We showed him our big hard- 
ware catalog and told him about our trunks of samples. 

The Cuban System of Selling 


He told us the Spanish trade was very peculiar and 
touchy and must be approached in a very formal and 
dignified manner. As I was a vice-president of the 
great Simmons house, I must act the part. I must be 
very dignified and Frank Baldwin must do all the 
work. He said no Spaniard would respect an officer 
of a great house who showed the slightest sign of 
doing any perspiring on his own account. I told Frank 
to make a careful note of this information, and if he 
saw me show any signs of energy to immediately 
check me. 

Then, said our interpreter, we must first hire him 
for the trip at $5 per day and all expenses (including 
wine). He would hire a fine carriage with two 
horses and a good harness. We were to put on our 
cutaway coats and silk hats, carry sticks and sit in 
the back seat while he would sit on the box with the 
driver. Then we would be properly prepared to make 
our first call on the trade with our letters of introduc- 
tion. We authorized him to go ahead with these prep- 
arations while in the meantime, in a sample room he 
had obtained, the dignified vice-president might have 


—_———— ee eee. 
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“Frank and I sat in the back of the carriage’’ 


been seen (but wasn’t) working in his undershirt un- 
packing samples. 

This sample room had once been in a monastery and 
over our heads as we worked were the arms of some 
prince of the church with the flat hat and keys of his 
office. 
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When the samples were properly laid out, we started 
on our round of visits. With our large carriage and 
fine horses we made quite a show. I nudged Frank on 
the luxurious cushions of the back seat and told him 
to forget he had ever traveled in a caboose in Indiana. 

When our imposing equipage drew up in front of 























“Bowing very low they asked us to enter” 


a hardware house, our interpreter would climb down 
from the box and go in with our letter of introduction. 
Frank and I sat tight, with our gloved hands holding 
our sticks, in the back of the carriage. Through the 
front window we could see our letter presented to the 
proprietor of the house. When he read and then 
looked out at us, we could see him calling to his top 
men, and all of them hurriedly putting on their coats. 
When they were ready, headed by the proprietor, they 
came out on the sidewalk and, bowing very low, asked 
us to enter their business house. Frank and I also 
bowed from the waist, and we were formally shown 
all over the house. Then our interpreter told them 
that I, as an officer of the company, was only making 
calls, but that Mr. Baldwin, the salesman, had a line of 
samples he craved the hoyor of showing them. They 
promised to come around and take a look when we 
sent for them. Then there was a lot of bowing and 
hat waving. We entered our chariot and were driven 
to the next shop. All day long we drove around Havana 
making our first calls. Frank asked the interpreter 
what they all talked about so much in Spanish. “Oh,” 
he answered, “they just say that their hardware store 
and all they own belongs to us.” “Fine,” said Frank. 
“T have had about twenty hardware stores given to 
me today, but how I would like to see just one little 
small order!” 


We Get a Cold Reception 


Now a curicus thing happened. At one store, when 
we called in style, we received a rather frigid recep- 
tion. None of us could understand it. Our interpreter 
was broken-hearted. Afterward we were invited to 
the home of one of the most prominent merchants in 
Havana to a dinner. We told him of this experience. 
The merchant who had received us so coldly was 
present, and then it came out that this was the store 
where we had gone without our letter on our®first 
day in Havana. This merchant could not understand 
our “motive” in calling first and looking over his 
place without making ourselves known, then later 





82 HARDWARE AGE 


calling with our letters. We explained as best we could 
that our first visit was “unofficial” and was before we 
had our letters. He forgave us, putting it down to 
ignorance, and afterward became a very good cus- 
tomer. This little story illustrates how, in selling 
foreign trade, one must be very careful not to offend 
even innocently by not knowing the conventions of 
the country! 

Even in letter writing you must be most careful 
with foreigners. Certain forms in writing are con- 
sidered as good manners, and when these conventions 
are ignored the foreigner simply puts you down as 
being an ill-bred, bad-mannered, uneducated person— 
as you are—from the foreign point of view. 

I know an American salesman who called on a 
foreign house very highly recommended. He made 
a most favorable impression—so much so that, con- 
trary to the common custom, this salesman was in- 
vited to this merchant’s house to dinner and met his 
family. This salesman left town and never in any 
way acknowledged this merchant’s hospitality. He 
never left cards at the house before leaving nor did 
he write a “bread and butter” letter afterward. He 
sold no goods on his next visit, and it was a long 
time before he discovered why he had lost a very 
valuable account. 

Our interpreter was invaluable to us in Havana. He 
told us just what to do and what to avoid. We held 
regular rehearsals in our rooms at the hotel. 

This interpreter came of a very good Cuban family 
which was impoverished by the war. He stood very 
well with all the merchants on whom we called. Upon 
my return to St. Louis, Mr. Simmons asked how we 
could hold the trade that Frank and I had started in 
Cuba. I suggested we call this interpreter to St. 
Louis, teach him the hardware business and send him 
back as our representative. This was done, and I am 
proud to say the gentleman made good. He still, after 
twenty-five years, represents the Simmons Hardware 
Company in Cuba, and now I hear he has trained up 
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his son to take his place when he retires full of years 
and honors. Another case of a chance meeting—and a 
change in one man’s entire life. 


However, I must finish this article with the “bull- 
ring story.” When Frank and I got right down to 
tacks, our interpreter would take the carriage and 
bring the buyers to our sample room. Then he would 
stay and interpret for us. When one of the first buyers 
came, he looked over our full line and casually asked a 
price here and there. He did not seem much interested. 
We happened to have an extra heavy, copper bull ring. 
This sample caught his eye. He asked the price and 
we explained it was higher because of its greater 
weight. Then he asked the price of our regular 214-in. 
copper bull rings. As this was his first real sign of 
interest, I looked at the actual cost and quoted him 
a price of 10 cents per dozen !ess than cost. I thought 
I would try him out and see if he meant business. 
Our interpreter said he said he would take 500 dozen. 
Frank, who saw the cost and heard me, almost fell 
out of his chair. He then bought other goods, and 
when our interpreter returned after driving him home 
he remarked that the merchant had said our best 
price was on bull rings. 

After that, queer to relate, every prospect who came 
to the sample room asked, first of all, a price on bull 
rings. We stuck to the price and we sold 5000 dozen. 
It developed that copper bull rings are one of the most 
staple items in Cuba. All hauling is done by bullocks 
and every bullock must have his ring. 

Afterward I jumped on our buyer in St. Louis for 
not buying his bull rings cheap enough, and, backed 
with my large orders, we secured a price that let us out. 

Years later, when I met Mr. Atkins of Sargent & 
Company, on hearing my name he asked if I had a 
brother who went to Cuba and demoralized the prices 
on bull rings there. I had to admit I was the guilty 
party—but, after all, it was a good advertisement! 


(To be continued) 








Diversification Means Year Round Prosperity 


T is a fairly well established fact 

that the successful farmer is the 
one who diversifies. He raises more 
than one kind of crop, he raises 
chickens, hogs, and goes into the 
dairy business to a certain extent. 
Diversification has been the salvation 
of many farmers during the past 
three years, and in many instances 
the cream and egg checks supplied 
the farmer’s ready cash. 

Hardware dealers have also been 
practising diversification. The stocks 
are varied these days. Hardware no 
longer interests men alone, for the 
housewife has become a purchasing 
factor worthy of the keenest appre- 
ciation. 

There is still much work to be done 
both by farmer and hardware mer- 
chant. One can encourage and ad- 
vise the other. There are many 


things that hardware dealers can 
suggest to farmers that will make 


more money for them and which will 
in turn make them better and more 
satisfactory customers. 

Business can be made to flourish 
in almost any place, depending of 
course upon the fellow at the helm. 
It might be well to look over your 
town and see if there is not some 
opportunity to start something. You 
may be the means of bringing some 
thriving industry to your community 
which will bring in money, people 
and greater business success to your 
own store. As the town grows, so 
does the merchant and there are few 
merchants who grow ahead of their 
town. If there is industry in a town, 
conditions are not so bad when the 
farmer has crop failures or gets low 
prices for his produce. 

In the State of Wisconsin the re- 
sources are very evenly divided be- 
tween farming and industrial. This 
gives the hardware merchants a good 


“break” under almost any kind of 
conditions. Such a balance ap- 
proaches the ideal, especially when it 
is desirable to operate on a more or 
less even basis from year to year. 
The people of Barnum, Minn., for 
instance, started to raise chickens in 
a small way. The town, prior to that 
time, had been strictly an agricultural 
community of the usual _ kind. 
Barnum eggs now command a prem- 
ium wherever they are sold. One 
poultry raiser has an incubator house 
that turns out 40,000 chicks at a 
hatching and these chicks are shipped 
all over the country. This man can 
keep 5,000 pullets on one part of the 
place and 5,000 cockrels on another. 
There are other places like this in 


Barnum. Somebody got busy and 
fostered this idea and carried it 
through. Now it is a thriving little 


community with plenty of business 
all year round and plenty of money. 
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Congress Urged to Raise Parcel 
Post Rates at Present Session 


Demand Is Made for Immediate Increase of $75,000,000 
in Postal Employees’ Pay—National Chamber to 
Consider Rights of Trade Associations 


(WASHINGTON, April 21, 1924.) 

NTIMATIONS that Congress will 
| not be able at the present session 

to give adequate consideration to 
the matter of revising postage rates 
so as to provide funds with which to 
increase the pay of postal employees 
have only served to stimulate renewed 
activity on the part of trade organi- 
zations, which are demanding early 
legislation. While the situation is too 
critical and is shrounded in too much 
uncertainty to warrant a prediction as 
to the outcome, there is every indica- 
tion that the campaign for legisla- 
tion will be kept up vigorously until 
Congress takes its usual summer re- 
cess. 

The United States Chamber of Com- 
merce has taken the lead in pointing 
out the necessity for increased com- 
pensation to postal employees, and has 
gathered some highly significant data 
to show that the postal service faces 
a breakdown in several of the largest 
cities of the country because of the 
inability of the department to keep ex- 
perienced men in the service at the sal- 
aries now paid or to secure fairly prom- 
ising material with which to fill the 
constantly increasing number of va- 
cancies in the service. 


P. M. G. Recommends Small Increase 


The Postmaster General’s answer to 
these representations, which he has 
made in the form of a recommendation 
for an increase of $100 to $200 in the 
pay of employees, is not accepted se- 
riously by any of the organizations tak- 
ing part in this movement. The bill 
now being urged before the joint post 
office committee of the two houses pro- 
vides much larger increases, but it is 
claimed will result in the payment of 
salaries substantially below the com- 
pensation for similar service in pri- 
vate employment. 

The total cost of the proposed in- 
crease under this pending measure is 
fixed by its champions at $75,000,000, 
an amount which, it is claimed, can 
easily be raised by a small increase in 
parcel post rates. 

The Postmaster General, who op- 
poses the increases provided by the 
pending bill, declares that if increased 
postal pay is to be obtained in this 


By W. L. CROUNSE 


manner it will mean “the destruction 
of the parcel post service.” This state- 
ment, however, is characterized as ab- 
surd by certain advocates of the pend- 
ing legislation and especially by the 
officials of the National Delivery Asso- 
ciation, an organization of express 
companies, truck delivery concerns, 
warehousemen, etc., which is seeking 
an increase in parcel post rates on the 
ground that they are not only unre- 
munerative to the Government, but are 
destructive of private competition in* 
the handling of freight and express 
matter. 


Parcel Post Rates Far Below Express 


President Kressin of the National De- 
livery Association, quoting figures sub- 
mitted by the Post Office Department 
showing that the postal system last 
year handled over 4,000,000,000 pounds 
of parcel post mails, emphasized the 
statement made by Representative 
Paige of Massachusetts, who recently 
pointed out that parcel post rates 
“could even be increased 190 per cent 
if necessary in the first three zones and 
yet be 50 per cent less than express 
rates.” The present parcel post rate 
for the first pound within the fourth 
zone, or 600 mile limit, averages some- 
what less than 6 cents per pound, addi- 
tional pounds being at a much lower 
rate. The minimum express charge, 
however, is quoted at 29 cents. 

“The living wage requested by the 
postal eM®ployees,” says Mr. Kressin, 
“would cost about $75,000,000. A nom- 
inal increase of only two cents a pound 
on parcel post would add $80,000,000 
annually to the revenues of the Post 
Office Department, or more than enough 
to provide a decent wage for the loyal 
postal workers. 

“No one: familiar with express and 
delivery rates can seriously contend 
that an increase of two or three cents 
a pound in present parcel post rates 
will injure, much less destroy, parcel 
post mails. There is every reason to 
believe that the local delivery costs 
alone on parcel post are frequently 
more than the entire amount of postage 
paid on them. While the Post Office 
Department does not know what it 
costs to handle parcel post, according 
to the Postmaster General, the National 


Retail Dry Goods Association some 
time ago in a countrywide investiga- 
tion found that it cost department 
stores from 12 to 15 cents per package 
to maintain their delivery systems.” 


Seventy Per Cent of Mail Supplies 
Twenty-five Per Cent of Revenue 


It is further contended that repre- 
sentatives of the Post Office Depart- 
ment at the current hearings before the 
post office committee have made it 
plainly evident that the parcel post is 
being handled at a tremendous loss. 
Mr. Stewart, the spokesman for the 
Postmaster General, has admitted that 
while the parcel post mails are now 70 
per cent of the entire volume handled, 
the revenues from them are only $150,- 
000,000 out of annual receipts running 
approximately $600,000,000. 

In thus appears that 30 per cent of 
the volume of mail represented by first, 
second and third class produce postal 
revenue of $450,000,000 annually, while 
the 70 per cent represented by parcel 
post produce only $150,000,000 an- 
nually. 

“It appears very strange to me,” says 
Mr. Kressin, “that the Post Office De- 
partment insists on subsidizing the 
great mail order houses at the expense 
of the taxpayers, the underpaid postal 
workers and the other classes of mail 
matter.” 

The Postmaster General’s proposition 
to raise an additional $5,000,000 by 
raising the rates on second class mail 
matter, including newspapers, maga- 
zines and trade journals, etc., is coming 
in for a great deal of very sharp criti- 
cism. The most experienced observers 
here do not take the suggestion seri- 
ously, but they express the opinion that 
the public should be made acquainted 
with certain facts which have an im- 
portant bearing on this question. In 
this connection Mr. Kressin says: 


Is Merely Express and Light Freight 


“It must be remembered that parcel 
post is nothing more or less than ex- 
press and light freight; that it has no 
direct connection with the principle or 
purpose-of general mail matter. This 
fact was recognized by Congress when 





(Continued on page 106) 
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(Sunday, March 2, 1924.) 
EAVE Algiers 9 a. m. Pass by Blida, have 
+ luncheon at La Chiffa, Hotel Ruisseau des Singes 
(monkeys) and taking road by Medea, arrive at 
Boghar for dinner where we spend the night at Hotel 
Transatlantique. 

This day’s run was on splendid roads through a 
beautiful mountainous country. The stone work along 
the roads is marvelous. The scenery is very much 
like the mountains between Denver and Colorado 
Springs. Just imagine that run over a hard smooth 
road with all bridges and culverts of beautiful cut 
stone. All dangerous curves are carefully walled in 
about as hixh as a man’s chest. 

In the valleys are fine farms under irrigation, good 
stone houses, all painted white, good horses—mostly 
white and gray (Arabian blood), harnessed spike 
fashion—three abreast. A very pros- 
perous-looking country. Crops at 
first are mostly wheat, and as we go 
farther south they change to vine- 
yards. Then as we progress, vine- 
yards give way to enormous herds 
of sheep and at last come the barren- 
ness, rocks and sands of the desert 
that apparently cannot support any- 
thing. 

At luncheon in a wild gorge with 
a mountain stream quarreling down 
its rocky bed, we are entertained by 
monkeys—quite large—who eat pea- 
nuts out of our hands. How differ- 
ent in appearance are these strong, 
healthy-looking simians from those 
bedragg'ed ones we see in zoos. They 
climb all over the house and we can 
see them walking around—lords of 
creation—on the neighboring hills. 
They tell us this tribe of monkeys 
kill any other monkeys that attempt 


in La Ghouat 


to approach this little, isolated settlement. 

Note: Between Algiers and La Chiffa all the coun- 
try is very green with numerous trees—much greener 
than Colorado. As we go southward the green changes 
to brown and in the desert to browns, red and gray. 

Note: We start with five wires on the telegraph 
poles along the road. As we travel, one by one they 
disappear. For a long distance there is only one and 
finally that one wire—the single connection with 
civilization—disappears. We are cut off from the 
world—queer feeling. That one wire was always a 
consolation. 

Note: France is very anxious to attract tourists 
to Algiers and the French Government is backing a 
large company that runs a line of steamships from 
Marseilles to and from Algiers and Tunis. This com- 
pany also run first-class hotels in all the important 
points. These hcteis are built in Moorish style, in 
gardens, and the rooms, food and service are excellent. 
Most of the rooms have baths and plenty of hot and 
cold water. The surprising thing is that the prices 
at these hotels are very moderate. Room with bath 
and food complete, about 60 francs or $3 per day. 
Remember this means outside rooms—baths and food 
far better than one can get in average first-class hotels 
in America. 

This company should advertise not only the quality 
of their hotels and the country but also their prices. 
What this company needs is a good publicity man in 
America. 

The company is called in full, “Companie Générale 
Transatlantique” or, shorter, “Cie Gle Transatlantique” 





View of the town of La Ghouat, Algeria ; 
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the Mirage 


to La Ghouat 


SALES MANAGER” 








or “C. G. T.,” 8 rue des Mathurins, Paris. They also 
arrange motor trips. 

After Chiffa country changing—green to brown. 
Carts disappear. Suddenly we see our first camels, 
then lots of them, patiently pacing along the roads and 
herds of them in the hills. Donkeys everywhere. 
Reminds one of Spain. Arabs can look just as digni- 
fied on a donkey as a Spaniard. 

Wind blowing like mad—Mrs. A. “raising cain.” 
Why didn’t we hire a landaulet car? Why go so fast? 
Poor A. trying to mollify her. Would hate his job! 

Mr. and Mrs. A. sit on back seat; Miss A. and B. 
on small seats; I sit in front with chauffeur. Mrs. A. 
swathed in fur coat and blankets, veil and goggles. 
Looks like a fat mummy. Growling out protests at 
every “bump!” 

Passing through country of conk trees. They trim 
conk bark off trunk every two years. Trees look odd 
with marks of these trimmings on them. 

Miles and miles of plowed vineyards. Only roots and 
a little vine left above ground. Old dry vines of last 
year cut away, piled along road and carried away 
on camels and donkeys. 

Rush madly through Arab villages. Everywhere 
Arabs sitting against walls in the sun. This is the 
great national Arab sport. About the only Arabs we 
see working are road gangs under an overseer. Con- 
stantly pass caravans. Country stretches out into 
far blue hills. How it all does remind one of Western 
Kansas! 

At 5.30 we pass through town of Boghar and see 
our hotel at Boghar high up on a hill over the town. 





The mosque from which the call to prayer ie sounded 


Another view 
of the town 


It reminds me—on a small scale—of the Thibetan 
monastery at Lhassa. The hotel is in a French fort 
called a “bjorg.”” We climb the barren hill, pass 
through the gates of the military fortress, see French 
soldiers gazing casually at us and are at the C. G. T. 
Hotel. It is Moorish, built around an open square. It 
is cold. Mrs. A. loudly calls for tea. We all have 
tea. Our rvoms open on court. Fires built in little 
sheet iron, porcelain-topped stoves. All fires charged 
extra. They don’t last long. Very good dinner. Mrs. 
A. eats like a horse; afterward complains of indi- 
gestion and takes some pills. She carries a drug store 
with her. 

B. and Miss A. go walking out into the star-lighted 
night. Mr. and Mrs. A.‘retire. I read an old copy of 
The London Illustrated News, to bed, warming bottle. 


rs too thick. 
Cove ck (Tuesday, March 4, 1924.) 


We make a long run from Bog- 
har to La Ghouat’* (La-gwatt). Eat 
luncheon beside road just outside of 
Arab town. Wind blowing like mad. 
Mrs. <A. kicks about lunch— no 
chicken. She saw lots of chickens at 
Boghar. B. peels hard boiled eggs 
for Miss A. 

Note: All kinds of wheeled vehi- 
cles have disappeared. All transpor- 
tation is by means of camels and 
donkeys. 

Great herds of sheep. Foolish ani- 
mals. Often most of herd is on one 
side of road but a few sheep start 
across to the other side. We stand 
and wait until the entire herd run 
across. Chauffeur very careful not 
to attempt to crowd through a herd. 
He is also very considerate when we 
meet or pass caravans of camels. 
Only one telegraph wire now. Sun 
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hot in middle of day. Am becoming much sun and 
wind. tanned. 

We are now well into the desert but instead of being 
sandy and level, it is full of “sand papered” hills and 
is made up of small, broken-up, red rocks. In the dis- 
tance these hills are blue and very beautiful. I never 
dreamed that Sahara desert was hilly and full of rock 
formations. Later we strike sand. 

All vegetation has disappeared except a sort of 
bunch grass growing in patches. Reminds me of 
Kansas tumble weed. Now and then at long intervals 
you see a solitary tree, some times growing on top of 
a hill. How did it start and survive? 


The Land of the Mirage 

Today we see mirages—trees upside down in the 
sky; lakes of water that do not exist. Nothing now 
but herds of sheep. The Arab boy sheep herders wave 
their staffs and cry out at us. 

Arabs carry double-barrelled shotguns, with long 
barrels, slung over their backs. Examine them; 
muzzle loaders, old-fashioned triggers and caps. Re- 
minds me of days when we sold millions of Ely 
Brothers percussion caps. Government issues permits. 
Herders must protect themselves against sheep thieves. 

At intervals we pass a caravansary, a white-walled 
inclosure with only one gate—a minature fortress. 
Rooms, stables, ete., all inside. Every sign of a coun- 
try where “brotherhood” is not understood. 


We Reach La Ghouat 

At 4.30 we run into the lonely little town of La 
Ghouat. We pass through a high wall and are in a 
beautiful garden with graceful palms towering fifty 
feet and more. In the garden is the Hotel Transat- 
lantique, white and blue, Moorish. Mine host greets 
us—a nice, fat, little Frenchman who speaks English 
perfectly. He was for several years a chef for Mr. 
Hahn of the Hotel St. Regis, New York. He came here 
because his lungs were affected. In two years, he tells 
me, he will be back in New York cured by the dry, 
clear air of the desert. Mr. Hahn had trained him 
well because even Mrs. A. has to admit the hotel of La 
Ghouat is all one could dream of for good food, good 
beds, good baths and a romantic setting. 


The Evening Prayer 

After a bath and shave, we walk to the mosque and 
the priest (muezzin) “sings” the evening prayer. We 
climb the narrow winding stair up the minaret. Pitch 
dark inside. The view of the desert from the top is 
lovely. What wonderful soft blues, and rising all 
around the flat white houses of the town below the 
towering, graceful palms! The muezzin tells us his 
heart is in America. He speaks French. All through 
this country Americans are loved and the English 
hated. We constantly have to explain—B and I— 
that we are Americans and immediately the natives are 
more friendly. 

Here we first see an Arab praying out of doors. 
They pray anywhere but always face Mecca. They 
first stand and bow once, holding their hands beside 
their faces. Then they fall on their knees and bow 
their heads dcwn to the ground twice; then up again. 
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In rising they push up from behind just like a camel. 
In their long robes it is very picturesque. 

Note: Arabs look ragged when really they are not. 
The material of their clothes is home spun and finished 
with a rough fringe. The material is gray in color— 
dust color. 

High Prices in the Sahara 


Back for dinner after having an Arab watchmaker 
put a new crystal on my cheap wrist watch, also a new 


-hand. He sat in a little dark room, no window. Only 


light through coor. He was in spotless white. Very 
fat but efficient with his clean hands. I now have 
one black and one gilded hand on my watch. It will 
always give me a pleasant memory. He charged 3 
francs (15 cents) and apologized fer the high price! 
Delicious dinner. Dry Martini cocktails, 4 francs 
(20 cents) and a quart of Pommery et Greno 1914, 
40 francs ($2). The C. G. T. Hotels have not advanced 
any prices on account of the decline in francs. Here in 
the desert the prices of wines are as cheap as in Paris. 


Headquarters for Hunters 


After dinner sit on roof outside our rooms under 
the stars—so very brilliant in this clear air—and 
listen to some Arab in the distance playing on one of 
their reed flutes. Curious plaintive air with half tones 
and broken notes. Never heard anything just like it 
before. Sit in overcoats—still cold at night. 

La Ghouat is a great hunting place. Hunters come 
here for hares (rabbits), partridges and gazelles. 
Lions, etc., are further south! 

It is here they continue the ancient sport of hunting 
with falcons. The Arabs train these birds for hunt- 
ing and parties go out from La Ghouat every week. 

La Ghouat is also in the Ouled Nail country, cele- 
brated for its dancing girls. As we will be back here 
on March 6, the manager of our hotel said he would 
arrange a dance for our benefit. In a future article 
I will describe this dance. 

My next letter will be about the Arab city of Ghar- 
daia (Gar-dia). If you will refer to a map of Algiers 
you will see that Ghardaia is over a hundred miles 
South of La Ghouat. There is no connection by tele- 
graph, telephone or railroad with civilization. The 
one wire stops at La Ghouat. Very few tourists go 
on beyond La Ghouat but we are very glad we did 
because we found Ghardaia the most interesting (if 
not the most comfortable) place on our journey. 

On account of Hichens’ novel, The Garden of Allah, 
Biskra is very popular with tourists. As usual, the 
tourists have ruined Biskra and its people. It is now 
full of expensive hotels and shops full of things to 
catch the tourist dollar. 


Unchanged in 1000 Years 


Ghardaia is deeper into the desert than Biskra and 
so far is unspoiled. The Arabs live just as they did 
1000 or 2000 years ago. 

All this trip we almost felt as if we were back in 
the Bible days—the shepherds and their flocks; the 
donkeys; the same flowing robes and the cities that 
look and are built just as was Jerusalem. 





South Bend Bait Co. Catalog 


given considerable attention to classifi- (Cambria Wire Fence Described 
cation in order to expedite reference, 


The South Bend fishing tackle, made and has tabulated the data it contains 


A new catalog, descriptive of its line 


by the South Bend Bait Co., South Bend, in a brief yet comprehensive manner. of Cambria wire fence, has recently 
Ind., is fully described in its Trade The catalog contains 120 pages and is .been issued by the Bethlehem Steel Co., 
Catalog, No. 46, recently issued. In well illustrated and 
compiling the catalog the company has_ every detail. 


interesting in Bethlehem, Pa. The catalog, which is 
known as No. 7, contains twenty pages. 
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From Egyptian Hieroglyphics 
to Modern Show Cards — 


Chapter IV of the Single Stroke Egyptian Alphabet 
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learning show-card writing the 

writer suggests if possible that the 
beginner either build himself or have a 
carpenter build a regular show-card 
writer’s table. This may be built out of 
ordinary box lumber. A piece of beaver 
or composition board placed over the 
top of this will give a smooth surface to 
work on. The length of course will 
vary according to the space you have 
at your disposal. 


ik order to obtain the best results in 


A New line of 


Th prove d 
‘datleMmistete(s) 


New Haven 
CLOCKS 


True Time Tellers 
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A table from 4 to 6 ft. long and about 
36 in. wide will answer every require- 
ment. The top should have a slope of 
from 40 to 45 deg. and this may be ac- 
complished by making the top about 44 
in. high and the bottom legs about 38 
in. high. 

Another method which is more simple 
is to make a portable top about the size 
of a full sheet of cardboard 22 by 28 in. 
This may be moved about and placed 
on any flat table or counter wherever 
the light is good. Give this top an 
elevation of 6 or 7 in. at the back and 
1 or 2 in. at the bottom; in fact, any 
degree of slant according to the indi- 
vidual’s requirements. Fasten a yard- 
stick at the left side about 1 in. from 
the edge for this will eliminate a great 
deal of time in measuring and laying 
out show cards. A “T” square will 
then have an accurate straight edge to 
run up and down on. 

In order to do good work it is neces- 
sary to have the best materials and 
tools with which to work. Show cards 
are so extensively used today that there 
are many firms making a specialty of 
show-card writers supplies. The better 
brushes are made from red sable hair, 
costing from 20 cents to $1 each. Sizes 
5, 8, 10 and 12 will answer for general 
show-card writing. A great deal de- 
pends on the brushes, and care should 
be taken in selecting them. See that the 
hairs are uniformly even at the ends 
by flattening out the brush between the 
thumb and first finger; the handle 
should be cut off if any longer than 6 


hiiti 


or 8 in. After using your’ brushes 
rinse them thoroughly in clean water 
and lay them carefully away to dry. 
Allow no one else to use your brushes, 
as every show-card writer trains his 
brushes to his own way, and others 
handling them are apt to ruin them. 
This is the fourth and final install- 
ment of the Egyptian alphabet, letters 
V, W. X, Y and Z in capital and lower 
case. The beginner should first copy 
the practice strokes shown on the bot- 


Complete 


-Assortment 
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FOUR SQUARE 
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SCREEN NOW 


SCREEN Doors 
WINDOW SCREENS 





tom of the plate before attempting to 
copy each letter by the single stroke 
method as shown above. When making 
the single basic strokes of the Egyptian 
letters the brush should be held square- 
ly in front of you and each stroke 
should be made with the full length of 
the hairs. The beginner should form 
a habit of wiping or shaping the brush 
by working it backward and forward 
on a piece of card each time after it has 
been dipped in the ink. This process 
will train it to keep a flat chisel edge. 

The reader’s attention is called to the 
show cards featuring “Continental 
Screen Doors” and “Lifetime Alumi- 
num Ware.” The word “Continental” 
was lettered in black show-card ink and 
edged around with white, while the 
word “Lifetime” is in white and edged 
in black. This, of course, will not ap- 
pear as effective in reproduction as it 
does on the show cards themselves, 
The question of colors, their prepara- 
tion and use is always an interesting 
study. Beginners at show-card writ- 
ing are sometimes at a loss to know 


HARDWARE AGE 


just what combinations of colors look 
well together. On a light gray card 
white lettering looks the best. If the 
letters are to be shaded they should be 
done in black. 

Orange, blue and white or pink, blue 
and cream look well together. A good 
white water color ink which will cover 
over a dark surface with one coat is 
sometimes hard to get. For the benefit 
of those who care to produce their own 
the following formula is recommended: 

Take eight ounces of English flake 
white (powder), add to this enough 
warm water to produce a thick paste. 
After thoroughly dissolving all the 
powder add enough cold water to pro- 
duce a liquid about the consistency of 
heavy cream. Add to this one small 
bottle of Sanford’s Royal Crown Muci- 
lage (or the same amount of dissolved 
gum arabic). To produce a gloss effect 
add to this one-half teaspoonful of gly- 
cerine. 

A few drops of oil of wintergreen or 
cloves or carbolic acid will prevent the 
white from becoming sour. The older 
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this white ink becomes the better it 
will cover. 

It is an acknowledged fact that the 
man who can make clever, practical and 
legible show cards has a decided advan- 
tage over the salesman who can do 
nothing more than sell goods over the 
counter. This special series of prac- 
tical common sense lessons on modern 
show-card writing offers an exceptional 
opportunity for the salesman who is in 
a rut, as well as those who are ambi- 
tious to learn and earn more. Most 
of the successful retail men of today 
have had vision enough to branch out 
beyond their immediate surroundings, 
improve their opportunities and accu- 
mulate knowledge, which carries with 
it power. 

In order to be successfully able to 
write show cards and not have one’s 
time wasted and efforts lost, it is most 
essential to get started on the right 
track. Your success will then be meas- 
ured by the amount of time you are 
willing to practice and the close atten- 
tion you pay to these instructions. 











Illinois Hardware Dealer Sells Rose Bushes 


termined to make their stores 
shopping center for the 
ladies is demonstrated by the 
policy adopted by the Jordan 
Hardware Co., Ottawa, Ill. Be- 
sides remodeling their house- 
hold department and making it 
up-to-the-minute in every re- 
spect, this firm buys a quantity 
of shrubs and rose bushes each 
year which are sold along with 
the garden seeds. 

The Jordan hardware store 
sells a large quantity of seeds, 
both package and bulk, and does 
a fine business with truck gar- 
deners year after year. It also 


J term hardware men are de- 
the 
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arranges for two or three ship- 
ments of rose bushes and shrubs 
in the early spring months. 
When the first shipment arrives 
announcement of the fact is 
made in the local paper, and it 
takes little or no time to move 
the stock. The roses and shrubs 
this year will bring in around 
$250 which would not have been 
made otherwise. Furthermore, 
they bring in the ladies and that 
means new customers all of the 
time. 

There is no trouble in handling 
this line. Large galvanized 
buckets are placed along the aisle, 
the roses and shrubs are all 


tagged and each variety is placed 
in a bucket. It is an easy matter 
for the purchaser to go along 
and pick out just the assortment 
wanted. 

By the time the end of the line 
is reached there are the garden 
and flower seeds right in front of 
the customers, and they usually 
add to their purchases at this 
strategic point. Here also are 
the flower trellises, and Jordan 
sells plenty of them. The trellises 
and the shrubs fill out the seed 
lines and make it worth the 
while of the customer and home 
owner to visit this hardware 
store. 
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General Market News 





Prices Steady—Sales Light— 
Buying Cautious Throughout 
Hardware Markets 


More favorable weather conditions have stimulated sales in sea- 
sonable lines in some sections of the country, but according to 
reports from the principal jobbing centers, business so far this month 
—handicapped by bad weather—has not ‘been up to expectations. 


Builders’ 


hardware and tools, however, continue active. 


The 


same is true of automobile accessories, radio equipment and numerous 


specialties. 


Retail sales have been retarded by unfavorable weather, and as 
a consequence collections have been somewhat slow. 


The price structure is fairly firm, although a slight softening in 
steel prices is expected by some to be reflected in the hardware 
market within the near future. Counteracting this, however, is the 
fact that stocks are low; that manufacturers have created no sur- 


plus, and that with an increase in consumer demand, 


some lines are not unlikely. 


shortages in 





Lead Output 618,008 Tons 
in 1923 


The total output of refined primary 
lead in the United States, according to 
the data compiled by C. E. Siebenthal 
and A. Stoll of the U. S. Geological 
Survey, was 618,008 net tons in 1923 as 
compared with 553,662 tons and 448,589 
tons in 1922 and 1921 respectively. The 
total apparent consumption in_ the 
United States of refined primary lead 
in 1923 is given as 573,729 tons as com- 
rared with 492,705 tons and 444,872 
tons in the two previous years respec- 
tively. The total quantity of primary 
lead smelted or refined in the United 
States in 1923 was 629,073 tons of 
which 567,773 tons was from domestic 
cres. 





Prices Reported Quiet 
in Cincinnati 


What few price changes are being 
made in Cincinnati are reductions in 
jobbers’ quotations, there being only 
one price reduction received from man- 
ufacturers. A slight reduction has been 
made in prices of machine bolts, rivets, 
eaves trough, linseed oil and turpen- 
tine, and Royalware has been reduced 
‘10 to 15 per cent. 


Few Price Changes Reported 
from Chicago Market 


There was very little price activity in 
the Chicago market during the week. 
Reductions announced on field fence the 
previous week brought out some nice 
business, but there was little reaction 
from the reductions announced at the 





same time on barb wire and staples. 
The nail business is fluctuating with 
the weather. 

Shortages are likely in some of the 
spring sporting goods lines and perhaps 
refrigerators will be scarce in a few 
weeks. All spring lines are showing 
-_ sales now, and prices are holding 

rm. 

A slight advance was announced on 
galvanized water pails now that over- 
stocks have been cleaned out and manu- 
facturers have stiffened their prices. 
Few sales are being made by jobbers at 
concessions of price in order to increase 
the volume of sales. 


oe 


New York Trading Light 


Business in the New York market 
during the first part of last week was 
somewhat better than it has been, but 
during the latter part of the week there 
was a noticeable slowing up, caused, 
primarily, by the weather. No major 
price changes were reported by local 
jobbers during the week. 

Jobbers’ stocks are relatively small, 
dealers stocks are low, and it is ex- 
pected that if a strong demand develops 
local shortages will be temporarily 
acute. 


Senet 


Nails Drop in Boston 


Declines of 20c. a keg in wire nails, 
10c. a bag in drop shot, $1 a dozen in 
mixed stable brooms, and in discounts 
on aluminum ware, and an advance in 
certain list prices on liquid roof coating 
and in discounts for same constitute the 
most important price changes in the 
Boston territory during the past week. 
A drop in bolts and nuts will be an- 
nounced within a week, it is expected. 





Business Lull Only 
Temporary, Mellon 


Believes 


Washington, April 18—Business is at 
an ebb but this condition is not re- 
garded as highly consequential, Secre- 
tary Mellon said at the Treasury De- 
partment yesterday in making known 
the results of a recent Cabinet discus- 
sion of the general situation. Most of 
the Cabinet, it was said, hold the same 
view as the Treasury head, who be- 
lieves, however, that there is sufficient 
new business originating to check the 
present tendency toward a lessening in 
activity. 

The credit situation is regarded by 
Mr. Mellon as good and indications at 
the Treasurv point to little sentiment 
prevailing for tampering with the re- 
discount rates of the Federal Reserve 
banks. The Reserve Board itself has 
only one or two members holding the 
view that changes in the discount rate 
are advisable at this time. Others who 
are in the majority apparently have 
become convinced that the same pur- 
poses can be accomplished through 
control of open market operations of 
the reserve banks as can be had by 
alteration of the rediscount charge. 

Some of the Cabinet members regard 
present business conditions as _ pro- 
pitious in that the stocks held by most 
retailers are low and their replenish- 
ment imminent. It was also felt that 
the Administration’s efforts toward re- 
lieving agriculture have met with a 
degree of success and that the results 
will be much more apparent in two 
months. 


? _——__ —— 


More Activity Reported 
in Pittsburgh Trade 


Steel prices are.softening in the 
opinion of many observers in the Pitts- 
burgh area. Hardware sales are some- 
what better because of more favorable 
weather conditions. No major price 
changes have been reported by local 
jobbers. 

Building is active and the demand for 
all kinds of building supplies, paints 
and automobile accessories continues in 
large volume. Seasonal articles are also 
more active than they have been for the 
past few weeks. 


—— — —-- 


Twin Cities Sales Better 


Market conditions remain about the 
same as for the past few weeks. There 
have been no price changes of note. 

Sales of auto accessories, garden 
tools, and other seasonable goods are 
improving with better weather condi- 
tions. 
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Spring Business Getting Into Full Swing 
—Chicago Prices Holding Firm 


(Chicago office of HARDWARE AGE) 
f bees hardware business in this section is showing more 
activity than for several weeks past. 
and February sales were ahead of last year, the March 
sales just about broke even with the same month last year. 
April sales bid fair to bring up the average. 

A real spring demand is getting into full swing. Jobbers 
have plenty of stock to take care of requirements, and 
dealers, while they bought fairly well on future orders, 
are finding holes in their stocks of seasonal merchandise. 
It is a real problem to say whether the spring sales will 
be as heavy as a year ago, due to the fact that the season 
was delayed several weeks during which time the retail 


trade had to mark time. 


AUTOMOBILE ACCESSORIES.—Da- 


mand is improved; somewhat slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 





50c each; 
Regular, 58c each: Champion X, 45c 
each; lots of 100, 41c each: Champion 
Blue Box line, 53c each: A. C. Titan, 
5&8c each: lots of 100, 56c each; A. C. 
Special Ford, 44c each. 

Spot Lights.—Anderson, No. 3280, 
$6.50 each: Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 
each. 

Jacks.—Reliable Jacks, No. 46, 
$2.50 each: in lots of 10, $2.25 each; 
Simplex, No. 36, $1.80 each; Ajax, 
No. 6, 90c each; National Standard, 
No. 21, $1.20 each. 

Pumps.—-Rose 1%4-in. cylinder, $1.55 
each. 

Chains.—Non-skid, dozen pair lots, 
331% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30x3% non-skid 
fabric, $8.65 each; cord, $11.60 each; 
gray inner tubes, 30x3%, $1.30 each; 
red inner tubes, 30x3%, $1.80 each. 


AXES.—Orders in fair volume only. 


Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-lb., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base: single bitted handled axes, 
$15 to $22 per doz., according to 
quality and grade of handle. 


BASEBALL GOODS. — Considerable 


improvement noted. 


BOLTS AND NUTS.-— Stock move- 


ments still slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 
per cent discount: machine bolts, 
cut thread, 50-10 per cent discount; 
small machine bolts, rolled thread, 
60 per cent discount; all stove bolts, 
70-10 per cent discount; lag screws, 
60 per cent discount. 


BUILDERS’ HARDWARE.—Factories 


are very busy. No price news. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3Y%x3% steel butts, 
old copper and dull brass finish, $3.66 
per doz. pair; 4x4 steel butts, old 
copper and dull brass finish, $4.92 
per doz. pair; heavy steel bevel in- 
side sets, case lots, $7.80 doz.: steel 
bit-keyed, front door sets, $1.90 per 
set: wrought brass bit-keyed front 
door sets, $3.25 per set; cylinder 
front door sets, $7.50 per set. 


CHAIN.—No further changes _ since 
the recent advance on “pound-chain,” 


coil, wagon, etc., of 4c. per pound. 


has been no spirited buying except for fill-in stock. Con- 
sequently future orders for fall delivery are not meeting 


While January with any phenomenal success. 


The basic steel] markets are still weak, and there seems 
to be an inclination on the part of quantity buyers to hold 
off to see what the future contains in the way of prices. 
At the present time, however, there is nothing to indicate 
immediate changes. The price level remains remarkably 
steady and a good spring business will probably have 
much to do with keeping it firm. 

The dollar last week was quoted as being worth 68.4 
cents, based on the purchasing value of the 1913 dollar. 


The January average was only 66.1 cents, and February 
Retail stocks are fairly heavy in this section and there was 65.2 cents. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: *%-in. proof coil chain, 
$8.50 per 100 Ib.; American coil chain, 
40-10 per cent off list; No. 00 4% 
shontese welded cow ties, $2.75 per 
do 


COPPER RIVETS AND BURRS.— 
Very heavy demand. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


DOOR SPRINGS.—Prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Perfect, No. 2, 35c 
doz.; No. 3, 40c doz.;: No. 4, 44c per 
doz.; No. 5, 52c per doz.; No. 6, 63c 
doz.; No. 7, 70c doz.; Reliance, light, 
$1.80 doz.; medium, $2.50 doz.; heavy, 
$3.75 doz.; Torrey’s, $3.60 doz. 


EAVES TROUGH, CONDUCTOR 
PIPE, ETC.—Prices still unchanged. 
Spring demand is opening. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single Bead Tap 
Joint Gutter, 5-in., $4.75 per 100 ft.; 
Corrugated Conductor Pipe, 3-in., 
$5.10 per 100 ft.; Plain Ridge Roll, 
1%-in., $4.00 per 100 ft.; Corrugated 
ee Elbows, 3-in., $1.36 per 
OZ. 


ELECTRICAL MERCH ANDISE.— 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber covered 
wire, $7. “17 per 1000 ft.; in 1000-ft. 
lots, $7.35 : No. 18 lamp cord, $15 per 
100 ft.; in 1000-ft. lots, $13. 75: 14 -in. 
brush brass key sockets, 20¢ each: 
two-way plugs, 60c each; in lots of 
10, 52c each; one-piece attachment 
plugs, 13c each: two-piece attach- 
ment plugs, 12c each; dry cells, 
boxes of 50, 30%c each; less than 
case lots, 34c each. 


EYE HAMMERS AND SLEDGES.— 
Prices continue favorable and orders 
are in good volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5-lb. and heavier, 
10c per Ib 


FIELD FENCE.—Orders are improv- 
ing. Last week’s reduction now in ef- 
fect. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 6% per 
cent discount from lists. 


FILES.—Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Disston files, 50- 10 
per cent off list; ‘Black Diamond fites, 
40-10-5 per cent off list. 


FISHING TACKLE.—Rods are scarce 
and other shortages expected. 


FOOD CHOPPERS.—Good sales con- 
tinue. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Food TO eee, ey 3 
versal No. 0, $15 per doz.; 1, 
$18.20 per doz.; No. 2, $22. 25 per a hy 
No. 3, $28.35 per doz.; Enterprise 
No. 501, $16.65 per doz. ; No. 602, 
$20.80 per doz.; No. 703, $27 per doz. 


GALVANIZED AND TIN WARE.— 
Jobbers’ leader prices have expired and 
withdrawn. Prices are now firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition, § gal- 
vanized after made, water pails, 8- 

t., $1.85 doz.; 10-qt., $2.15 doz.; 12- 
t., $2.35 doz.; 14-qt., $2.65 doz.; gal- 
vanized wash tubs, No. 1, $6 doz.; 
No. 2, $6.75 doz.; No. 3, $8 doz.; 
2-gal. galvanized kerosene can (tin 
breast), $4.25 doz.; 5-gal., 28-gage, 
soldered, not cemented seam, gal- 
vanized breast, $6.85 os: 1-bu. gal- 
vanized baskets, $7.2 


GARDEN HOSE.—Some business re- 
ported, but it a little early for the big 
demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Good quality, molded 
hose, %-in., 10%c per ft.; %-in., 12c 
per ft.; %-in., 13c per ft.; 3-ply, good 
quality, wrapped, %-in., 10c per ft.; 
%4-in., 12c per ft.: 4-ply, good qual- 
ity, wrapped, ‘%-in., 12c per ft.; 
%-in., 14c per ft.; 5-ply, good qual- 
ity, wrapped, %-in., 9c per ft.; %-in., 
lic per ft. 


GLASS AND PUTTY.—Demand is still 
backward. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25- 
in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in. brack- 
et, 84 per cent discount; single 
strength A, all other brackets, 83 
per cent discount: double strength 
A, all sizes, 84 per cent discount. 


HATCHETS.—Volume is holding up, 
with prices considered as favorable. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $12.40 doz.; warranted 
shingling hatchets, No. 2, $13. 15 doz.; 
competitive forged shingling hatch- 
ets, No. 2, $8.45 doz. 


HANDLED HAMMERS.—Sales are re- 
ported as normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 
nail hammers, $12 per doz.; 12-oz. 
ball pein, $8.80 per doz.; competitive 
forged nail hammers, $5. 60 per doz.; 
cast steel hammers, $4 per doz. 
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HANDLES, TOOL.—-Sales continue ac- 
tive, with prices firm, but unchanged. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; finest selected 
white hickory, $6 doz.; special white 
second growth hickory, $5 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL.—Sales 
have been good to date. 
for the big business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight, 


chucked and bored, best grade, 4i4- 
ft., $4.50 doz.; 5- ft., $5.50 doz 

414 -ft., $4 doz.; 5- ft., $4.80 ton, -_ 
4\%4-ft., $2.40 doz.;: 5- ft., $2.80 doz. 


Hay Fork Handles.—Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz., 
5-ft., $8.50 doz.; XX bent, wate strap, 
ferrule ont cap, 4-ft., $5.50 ozZ.; 4%- 

, 5.75 doz.; XX bent, ree ft., $4.50 
aot Ay $5.50 doz x bent, 4u4- 
ft., $3 doz.; 5-ft., $3.40 doz. 

Manure Fork Handles.—Bent, ag 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.1 
doz.: XX bent, 4-ft., $4.15 doz.; 44. 
ft., $4.40 doz.; X bent, 4-ft., $2.6 
doz.; 4%-ft., $2.95 doz. 

Garden Hoe Handles. ae sn- i. 
$3.45 doz.; X 4%-ft., $2.40 

Garden Rake Handies. xX Bib- ft., 
$5.25 doz.; X 5%-ft., $3.25 doz. 

Shovel Handles. —Regular pattern, 
XX 4%-ft., $5.90 doz.; X 4%-ft., $3.90 
doz.; D-handle, best grade, $7.95 
doz.; X grade, $6 doz. 

Sp ade Handles. — D-handle, best 
asate. $7.75 doz.; X grade, $6 doz. 


HINGES.—Demand continues heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.26; 5-in., $1.74; 
6-in., $2.12; 8-in., $3.54: 10- -in., $5.43 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.90; 5-in., $2.01; 
6-in., $2.52; 8-in., $4.30; 10- “tins $6.13 
per doz. pairs. 


ICE CREAM FREEZERS.—Prices are 
firm with the 
weather. 


We quote from jobbers’ stocks, 
aye Chicago: White Mountain, l- 
$4.85 list; 2-qt., $5.65 list; 3-qt., 

36: 75 list; 4- at., $8. 25 list; 6-qt., $10. 45 


list; 8-qt., $13. 50 list; 10-qt., $18 list; 
12-qt., $21.55 list; 15-at., $25.60 list: 
20-qt., $33.20 list; 25-qt., $42.60 list; 
Arctic 1-qt, $4 list; 2-qt., $4.60 list; 
3-qt., $5.55 list; 4-qt., $6.80 list; 6-qt., 
$8.60 list; 8-qt., $11.10 list. All the 


above less 50 per cent discount. 


We quote from jobbers’ 
f.o.b. Chicago: 


Lawn Mowers.—16-in. ball bearing, 
5-knife, ll-in. wheels, $13.75 each; 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10.95 each; 16-in. plain 
bearing, 4-knife, 10%4-in. wheels, 
$9.50 each; 16-in. ball bearing, 4- 
knife, 9-in. wheels, $9.50 each; 16- 
in., plain bearing, 4-knife, 9-in. 
wheels, $8.10 each; 16-in. ball bear- 
ing, 4-knife, 8-in. wheels, $8.60 each; 
16-in. plain bearing, 3-Knife, 8-in. 
wheels, $6.40 each. 

Grass Catchers.—Galvanized bot- 
tom for 14 to 16-inch mowers, full 
packages, $8.80 doz.; galvanized bot- 


stocks, 


toms for 18 to 21- inch mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 21-inch mowers, 


$7.60 doz.; plain bottom, canvas, for 
12 to 16-inch mowers, $5. 90 doz. 


NAILS.—No change in any direction. 
Demand is depending on weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg, base; cement coated, 
$3.25 per keg, base. The extra for 
galvanized nails is now $2.25 for 1- 
in. and longer; $2.50 for shorter than 
l-in. 


It is too early 


approach of warm RADIO.—The 


MOWERS AND GRASS 
CATCHERS.—Current business is be- 
ginning to run into volume. 


. 
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OIL STOVES.—Sales are good. Deal- 
ers are moving stocks quickly where 
they display and feature the line. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2- burner, $22 each list: 3-burner 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2- ‘burner, $36 each list; 
3- burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—No change dur- 
ing the week. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: : 

Linseed Oil.—Raw, barrel lots, 
$1.05 per gal.; 5-barrel lots, $1 per 
gal. 


Linseed Oil.—Boiled, barrel lots, 





$1.07 per gal.; 5-gal. barrel lots, 
$1.02 per gal. 

oe nee lots, $1.12 per 
gal. 

Denatured Alcohol.—Barrel lots, 
a5¢e per gal. 

White Lead.—100-lb. kegs, $15 per 


keg; 50-lb. kegs, $7.75 per keg; 25- 
Ib. kegs, $3.95 per keg; 12%-lb. Kegs, 
$2.05 per Keg. 
Dry Paste.—Barrel lots, 6¢ per Ib. 
Shellac.—(4-lb. goods) white, $3.50 
— gal.; orange, $3.25 per gal. 
nglish Venetian Red.—lIn barrels, 
$3. 50 to $6.75 per 100 Ibs. 


PYREX WARE.—Summer 
opening strong. 
We quote 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 


Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz. ; No. 183, $12 


sales are 


from jobbers’ stocks, 


Casseroles. —* No. 193, $12 doz.; 


No. 197, $14 do 
202, $6 doz.; No. 


Pie Plates. oa 
203, $7.20 doz.; No. 209, $7.20 doz. 
= doz.; 4-cup, 


Tea Pots.—2-cup, 
$24 doz.; 6-cup, $28 

Utility — —NO. o3L “$3 doz.; No. 
232, $14 doz. 


inability of reputable 
jobbers to secure tubes is costing 
hardware dealers many sales. 
REFRIGERATORS.—Late orders are 
liable to disappointment. 
ROLLER SKATES.—Fine demand is 
reported. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Chicago boys’ ball 
bearing, $1.45 pair; girls’ ball bear- 
ing, $1.55 pair. Union boys’ ball 


bearing, $1.55 pair; girls’ ball bear- 
ing, $1.65 pair. 


ROOFING AND PAPER.—Prices are 
firm and demand better as building 
weather sets in. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2 per square; 
best talc surfaced, $2.35 per square; 
medium tale surfaced, $1.65 per 
square; light talc surfaced, $1.05 per 
square; red rosin sheathing, $70 per 
ton. 


ROPE.—Sisa! supplies are still held up 
by the rebel occupation in Yucatan. 
Market is strong. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila, stand- 
ard brands, 17% to 19%c per Ib.; 
No. 2 Manila, 16% to 18%c per Ib.; 
No. 1 sisal, standard brands, 14% to 
16%c per lIb.; No. 2 sisal, 13% to 
15%e per Ib. 

SASH CORD.—Higher 
likely. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.75 per doz. hanks; No. 8, $12.30 
per doz hanks. 


SASH PULLEYS.—Good demand con- 
tinues. 


prices are un- 
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We quote from jobbers’ stocks, 
f.o.b. chicago: Common sash pul- 
leys, 50c doz.; barrels, 54c doz.;.Com- 
mon Sense, 2- in., 60c doz.; barrels, 
54c doz.; No. 105, 52c doz.; barrels, 
48c doz. 


SCREEN DOORS.—Local retail trade 
reports business is opening up. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 
266, 2-8x6-8, $23.15 doz.; No. 296, 


2-8x6- 8, $28. 20 doz.; No. 311, 2-8x6-8, 

$33.20 oz.; No. 515G, 2-8x6-8, $40 

doz. ; window screens, No. 1833, $5.30 

doz.: No. 2433, $6.50 doz. 
SCREWS.—Sales are normal. No 
change in prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list; round 
head blued, 78 per cent new list; flat 


head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


STEEL GOODS.—Sales are very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28- “gage galvanized 
sheets, $5.85 per 00 Ib. 28-gage 


black sheets, $4.70 oa 100 Ib. 


SOLDER AND BABBITT METAL.— 
Solder prices are unchanged from the 
reduced basis reported last week. 

We quote from jobbers’ 
f.o.b. ‘yhicago: Warranted, 50-50 
solder, $34 per 100 lb.; medium, 45-55 
solder, $33 per 100 Ib.: tinners’, 40- 
60 solder, $32 per 100 lb. ; high speed 


stocks, 


babbitt metal, $25 per 100 lb.;: Stan- 
a. 4 babbitt metal, $14 per 


STEEL SHEETS.—The demand is fair 
and prices are still quoted for shipment 
up to July 1 without change. Conces- 
sions are offered for large orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 Ib.; 28-gage 


black sheets, $4.70 per 100 Ib. 


WHEELBARROWS.—Prices are con- 
sidered very favorable and sales are 
better than last season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $5.50 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—Nothing new reported 
except that the reduction had no effect 
on orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.37 per 100 lb.; 80-rod spool gal- 
vanized hog wire, $3.78 per spool; 
No. 9 galvanized plain wire, $4.15 
per 100 lb.; polisked fence staples, 
$4.04 per 100 lb.; catch weight spools 
painted barb wire, $4.07 per 100 Ib.: 
12-mesh black wire cloth, $2.10 per 
100 sq. ft.; 12-mesh galvanized wire 
cloth, $2. 45 per 100 sq. ft.; 14-mesh 
bronze wire cloth, $6.70 per 100 sq. 
ft. in 50-ft. rolls; galvanized before 
poultry netting, 45-10 per cent dis- 
count; galvanized after poultry net- 
ting, 45 per cent discount. 


WRENCHES.—Steady demand _ with 
firm prices. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off list; engineers’ 
wrenches, 25 per cent off: knife han- 
dle wrenches, 40-10 per cent off; 
Stillson, 60-10 per cent off; Trimo, 
60-7'%% per cent off. 

We quote f.o.b. factory: 

Snap-On Wrenches. ‘No. 101 Mas- 
ter Service set, $15.25; No. 202, 





Heavy Duty set, $8; No. 404, Uni- 
versal Socket set, $7; No. 505B Screw 
Driver set, $3.40. All Snap-On 


Wrenches less 40 per cent f.o.b. Mil- 
waukee. 

Gellman Polly Wrenches.—No. 61, 
6-in., $10.20 list: No. 91, 9-in., $15; 
No. 121, 12-in., $21 list. Less 40 per 
cent discount f.o.b. Rock Island, Il. 
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Cincinnati Business Ahead of March 


—Although Buyers Still Cautious 


(Cincinnati Office of HARDWARE AGE) 
USINESS to date this month is running considerably 
ahead of March, and is fully equal to that of the 
With a period of fine weather it is 
expected that the trade will witness a return of the snap 
which usually characterizes spring business, and which 


same month last year. 


has been absent to date this year. 


There is little change in the attitude of the buyers. 
The hand-to-mouth policy of buying still is in evidence, 
and there are some dealers who are expecting lower prices. 
While the tendency is toward lower quotations on the 
changes being made, it does not appear as though there 
will be much of this in the immediate future, as manu- 
facturers are holding steadily to their quotations and 
apparently cannot be urged to accept even attractive 


AUTOMOBILE ACCESSORIES.—With 
fine weather prevailing demand has 
picked up considerably, and indications 
point to good business being main- 
tained. There have been no price 
changes. 


BOLTS AND NUTS.—Some adjust- 
ment of prices have been made by 
jobbers, most of these being a slight 
reduction. Demand is steady. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off: car- 
riage bolts, large, 50 and 10 off; small, 
45 and 10 off: stove bolts, 70 and 10 
off; semi-finished nuts, Ys and 
smaller, 75 off: large sizes, 65 off. 


BUILDERS’ HARDWARE.—Demanid 
shows a steady improvement, with 
prices firm and unchanged. 


CLIPPING AND SHEARING MA- 
CHINES.—Fair business at unchanged 
prices. Stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1, clipping ma- 
chine, $12.75 list; one-man power 
shearing machine, $21 list; top plates, 
No. 90 and No. 360, $1.25 each list; 
bottom plates, No. 99 and No. 361, 
$1.75 list. Dealers’ discount 33% per 
cent. Stewart electric clipping ma- 
chine, pedestal type, $85 list; shear- 
ing machine, $90 list, f.o.b. factory 
Chicago, with 25 per cent discount to 
dealers. 


COASTER WAGONS.—Sales have 
been fairly good, and prices are un- 
changed, with stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Auto coaster wagons, No. 
1, $5.45 each: No. 2, $5.95 each; No. 
3, $6.60 each; No. 132, $5.20 each; No. 
138, $5.80 each. 
COTTERS.—Fair demand, with prices 
as last reported. 
We quote from Cinc innati jobbers’ 
stocks: Spring cotters, 25 off. 
CUTLERY.—Sales have been uniform- 
ly good, and prices are being held firm- 


ly. Stocks in good shape. 
DRILL RODS.—Demand fair, prices 
steady, stocks ample. 
We quote from Cincinnati jobbers’ 
stocks: Drill rods, 60 off 
DRILLS. — Fair demand, with prices 
unchanged. 
We quote from Cincinnati jobbers’ 
stocks: Carbon drills, 60 and 10 off. 


EAVES TROUGH AND CONDUCTOR 
slight reduction put 


into 


PIPE.—A 


orders at less than current quotations. 
changes are now being made are generally made by the 
jobbers themselves, and are more in the nature of adjust- 
ments than anything else. 

A noticeable improvement in the demand for auto- 
mobile accessories was reported last week, and it is ex- 


What few price 


pected that with fine weather prevailing this increase 


shipping season, 
mines located in 
Collections are 


effect by local jobbers. Demand very 
good, with stocks adequate. 

We quote from Cincinnati jobbers’ 
stocks: 28-gage 5-in., eaves trough, 
$4.50 per 100 ft.; 28-gage, 3-in. cor- 
rugated conductor pipe, $4.65 per 100 
ft.; 3-in. corrugated conductor el- 
bows, $1.51 per doz. 


FILE CARDS.—Demand steady at un- 
changed prices. 
We quote from Cincinnati jobbers’ 
stocks: File cards, $1.75 per doz. 
FILES.—Demand fairly good, with 
prices steady and stocks in good shape. 
We quote from Cincinnati jobbers’ 
stocks: Disston files, 60 and 10 off; 
Northwestern and Silver King, 65 off. 
GALVANIZED WARE.—Demand im- 
proving slightly, with prices steady 
and stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12-qt., $2.70 per doz.; 14-qt., 
$3 per doz.; 16-qt., $3.60 per doz. 
Galvanized tubs, No. 1, $6.80 per doz.; 
a 2, $7.60 per doz.; No. 3, $8.85 per 
doz. 


GARDEN HOSE.—Demand good, and 
prices steady. Retail sales heavy. 
We quote from Cincinnati jobbers’ 


stocks: Leader brand, coupled hose, 
1'%4-in., 9c. ft.; %-in., 10%. ft.; Silver 
King, “%-in., 10c. ft.; %-i 11\c. ins 
“-in. 12%c. ft. Goatinebes length, 
single grade, “%-in., 8%c. ft.; %-in., 
10c. ft.; %-in., 114. ft.; double 
grade, oe zee ft.; S%-in., lle. ft.; 
4 in., 12% 


GARDEN TOOLS. —Spring business 
has been satisfactory. Prices holding 
well and stocks adequate for fill-in 
business. 


GLASS (WIN DOW).—Window glass in 
good demand, with prices unchanged. 
Stocks in fair shape. 


We quote from Cincinnati jobbers’ 
stocks Single and ouble strength 
A, first three brackets, 86 per cent 
discount; over first three brackets, 
84 per cent discount: double strength 
A, 85 per cent discount, double 
strength B, 87 per cent discount. 


HACK SAW BLADES.—Demand fair, 
with prices steady and stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Hack saw blades, 50 and 5 
off. 


HANDLES (AGRICULTURAL).—De- 
mand this spring has been good, and 
prices are strong. Stocks are adequate 
for present needs. 


We quote from Cincinnati jobbers’ 


will be accelerated. Radio supplies are also moving 
exceptionally well. 
but it is noticeable that in the coal mining districts 
business is exceptionally dull. 
to take a spurt with the opening of the Great Lakes 


Farm trade is picking up materially, 
Coal mining is expected 


which always allows an outlet for the 


this territory. 


generally good. 


stocks: Hay fork handles, 5Y ft. 
straight, $3.35 doz.; ft. straight, 
$4.35 doz.; 7 ft. nl $6.50 doz.; 

ft. bent, $3.35 doz.; 5% ft. bent, $3. 95 
doz.; 6 ft. bent, $5 doz. : Long manure 
forks, $2.85 doz.; D-Shovel handles, 
$6 doz.; D-shape handles, $5.85 doz. 


ICE CREAM FREEZERS.—Demand 
picking up, and last week’s sales en- 
tirely satisfactory. Prices steady and 
stocks fair. 

We quote from Cincinnati jobbers’ 


stocks: White Mountain, 1-qt., $4.85 
list; 2-qt., $5.65 list; 3-at., $6.75 list; 
4-qt., $8.25 list; 6-qt., $10.45 list: 
8-qt., $13.50 list; 10-qt., $18 list; 
12-qt., $21.55 list; 15-qt., $25.60 list; 
20-qt., $33.20 list; 25-qt., $42.60 list; 
Arctic, 1-qt., $4 list; 2-qt., $4.60 list; 
3-qt., $5. 55 list; 4-qt., $6. 80 list; 6-qt., 
$8.60 list; 8 at., $11. 10 list. All the 


above less 50 per cent discount. 


LADDERS.—Housecleaning time has 
created a demand for stepladders, and 
sales to date have been heavy. Prices 
are strong. 

LANTERNS.—Some _ forward orders 
have been placed, and there is quite a 
demand ffor’ contractors’ lanterns. 
Prices unchanged, and stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Supreme, No. .75 doz.; 
Supreme, No. 240, $12. 75 doz.; 130 
Midget Vehicle lantern, red lens, iron 
clamp, enameled, B. E. lens, $17 doz.; 
167 Supreme, $12.75 doz.; 100 Supreme 
Electric, $15 doz.: Monarch, $8 doz.; 


Monarch, ruby glow, $10 doz.; D-Lite, 
$13 doz.; Little Wizard, $8.50 doz.; 
Blizzard, No. 2, $13 doz.; Blizzard, 


brass fount and top, $18 doz.; Buck- 
eye Dash, $14 doz.; Railroad, No. 39, 
$15 doz. 


LAWN MOWERS.—Demand heavy, 
prices strong, and stocks rather light 
sums up the situation in lawn mowers. 


We quote from Cincinnati jobbers’ 
stocks: Common lawn mower, 12-in., 
$5.75 each; 14-in., $6 each: 16-in., 
$6.25 each; better grade, 12-in., $7; 
14-in., $7.25; 16-in., $7.50; cheap ball 
bearing, 14-in., $7.75: 16-in., $8: reg- 
ular ball bearing, 14-in., $9; 16-in., 
$9.55; 18-in., $9.75: high-heel ball 
bearing, 14-in., $10.25; 16-in., $10.65; 
18-in., $11; high grade, ball bearing, 
with 5 knives, 16-in., $12.75; 18-in., 
$13.50; 20-in., $14.25. 


NAILS.—Demand picking up slightly, 
and prices steady. Coated nails rather 
weak at mills, but no changes in job- 
bers’ quotations, 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.50 per 
keg base; cement coated nails, $3 per 
keg. 
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PAINTS AND OILS.—Spring business stocks: Ball bearing, No. 4, $1.60 stocks: Blue annealed sheets, No. 10, 
pair; No. 5, $1.60 pair; No. 6, $1.70 4.10c.; black, 28-gage, 4.80c.; galva- 


has been heavy. Mixed paints are un- pair. 
changed, but linseed and _ turpentine 
have declined 3 cents per gallon. Lead 
prices unchanged. 


nized, 28-gage, 5.85c. 


ROOFING PAPER.—Demand fair, VISES.—Demand is satisfactory, with 
prices fairly steady and stocks in good prices steady. 


shape. We quote from Cincinnati jobbers’ 
We quote from Cincinnati jobbers’ : Srieint ie ‘ stocks: Pipe vises, %-in. to 2%-in., 
stocks: Ready mixed house paints, We quote from Cincinnati jobbers $3.25 each. 
$2.90 per gal; linseed oil, single bar- stocks: Standard brand, light, $1.10; , 
rels, 94c. per gal.; turpentine, single a $1.35; heavy, $1.65; Hold- WIRE CLOTH.—Shipments good, and 
barrels, $1.05 per gal.; white and red ast brand, light, $1.35; medium, current demand satisfactory. Prices 


lead, 15%c. per Ib. ing, $2. 


POULTRY NETTING.—Demand has ROPE— Demand 


been consistently good. Prices steady 
and stocks in fair shape. 
We quote from Cincinnati jobbers’ 


$1.65; heavy, $2. 


fair, prices un- 
changed, stocks in good shape. 
We quote from Cincinnati jobbers’ sq. ft 


Slate surface roof- 


fairly steady. 
We quote from Cincinnati jobbers’ 
stocks: Black painted, 12-mesh, $2 
per 100 sq. ft.; opal, $2.65 per 100 


stocks: Best grades Manila, 19c. lIb.: 
stocks: Poultry netting, galvanized sisal, 13%c. tb. WHEELBARROWS. — Demand very 


before weaving, 45, 10 and 7% off; 
~~ irre after weaving, 45 and 7% 
off. 


ROYALWARE.—Prices have been re- 
duced from 10 to 15 per cent. 


heavy, and jobbers have reordered to 
take care of it. Prices strong. 
We quote from Cincinnati jobbers’ 


RADIO SUPPLIES.—Demand con- SASH CORD.—No changes reported. stocks: Cheaper wheelbarrows, steel 


tinues strong, and sales have been very 
heavy. Prices are steady. 


mand, Some readjustment of prices 
downward have been made. Stocks in 
good shape. 


We quote from Cincinnati jobbers’ 
stocks: Rivets, all sizes, 60 off. 


ROLLER SKATES.—Demand has been per 100 Ibs. 


shape. 


We quote from Cincinnati jobbers’ 
stocks: Cast iron sash weights, $2.50 


trays, $3.85 each; better grade, $5.10 


Demand fair, stocks ample. each; contractors’ barrows, $5.40 
We quote from Cincinnati jobbers’ 


RIVETS.—Rivets have been in fair de- stocks: Best grades, 
dium grades, 48c. Ib. 


SASH WEIGHTS.—Demand steady, stocks adequate. No change in prices. 
prices unchanged, and stocks in good 


each: concrete barrows, $5.90 each. 


WRENCHES.—Demand fair,’ with 


84c. Ib.;: me- 


We quote from Cincinnati jobbers’ 
stocks: Agricultural wrenches, 60 
off; Coes wrenches, 40 and 10 off; 
Stillson, 60 off; Trimo, 60 off; Snap- 
on Wrenches, No. 101, Master Service 
sets, $15.25 each; 202, heavy duty 
sets, $8 each; No. 404 Universal 


heavy at prices unchanged. Stocks, SHEETS.—Demand steady, with prices socket sets, $7 each; No. 505B, screw- 
however, are rather light. unchanged, and stocks in good shape. driver sets, $3.40 each; less 40 per 
‘ 9 le cent on all Snap-on wrenches, f.o.b. 

We quote from Cincinnati jobbers’ 


We quote from Cincinnati jobbers’ Milwaukee. 


Softening of Steel Prices in Pittsburgh 
—Weather Helps Hardware Sales 


(Pittsburgh, office of HARDWARE AGE) 

PERATIONS of blast furnaces and steel works of the 

Steel Corporation and the leading independent steel 
companies are now being more rapidly reduced in order 
to more evenly balance the falling off in demand for steei, 
which in the past week has been more pronounced than at 
any time since the quieter demand started, which was 
about the middle of March. In the Pittsburgh district, 
three steel works furnaces have closed down, also the 
same number in the Youngstown, Ohio, district, while it is 
understood that other furnaces will go out in the next two 
weeks or so unless there is soon distinct betterment in the 
placing of new orders. Steel works curtailment of output 
has been more severe than among the blast furnaces. 

In the Youngstown district, steel ingot production is 

now down to about 70 per cent of capacity, while a month 
ago it was running at close to 90 per cent or slightly 
higher. The Steel Corporation steel mills in this district 
are operating at about 85 per cent against 95 per cent a 
month ago. The Carnegie Steel Co. has closed two blast 
furnaces here and the Jones & Laughlin Steel Corporation 
has banked one stack. Nearly all independent steel mills 
have cut output from 10 to 15 per cent, and it seems 
probable that before this month is out, there will be con- 
siderable more slowing down in production. 
_ While there has been a falling off in demand from prac- 
tically all classes of consumers of steel, the heaviest 
falling off has come from the automobile trade, some of 
the leading builders of cars reported as running now to 
only 50 per cent or less, while the Ford Motor Co., at 
Detroit, is said to be running at only 65 per cent or less. 
There is some pessimism as to the outlook for the auto- 
mobile trade this year, and the belief is general that out- 
put of new cars this year will be at least 25 per cent lower 
than in 1923. Stocks of new cars are reported very heavy, 
and new buying is quiet. The latter may be due to the 
inclement weather up until a week ago. The market for 
used cars is said to be badly demoralized. 


Under conditions noted above, prices have naturally 
suffered and are being shaded more freely. There are 
also reports of coming announcements of reductions in 
prices to be made by the Steel Corporation. At the 
time this is written, these are mere rumors, but the an- 
nouncement made by Judge Gary on his return from South 
America last week that the Corporation was meeting to 
some extent, lower prices of some of its competitors, is 
taken to mean that very soon the Corporation will an- 
nounce reductions in prices on finished steel products on 
which competition has been very severe, these being plates, 
steel shapes, sheets and steel bars. The official price on 
plates and shapes for some months has been 2.60 cents 
and on steel bars 2.40 cents. Reports are that the Steel 
Corporation will soon announce a price of 2.25 cents on 
steel bars and 2.35 cents on plates and Shapes. It is also 
stated that sheets will be reduced by the Corporation at 
least $3 per ton. The above lower prices would just about 
meet prices that have been quoted by some mills for a 
month or more. Generally, the whole tendency is toward 
lower prices on all steel products. 

Local conditions in the hardware trade are better, 
due largely to the favorable weather of the past ten days 
to two weeks. Local jobbers report that orders for spring 
goods such as garden tools, poultry netting, field fence, 
wire cloth and roller skates are now coming in freely, and 
with ample stocks they are able to fill orders very 
promptly. Other goods are also moving out more freely, 
and the local feeling in the hardware trade is more opti- 
mistic now than for some time. Labor is well employed 
here, and there is no reason why the jobbing and retail 
hardware trades here should not be satisfactory over the 
next six months or more. The building trade is very 
active, and the demand for supplies going into the build- 
ings now being put up is active. There is a heavy trade 
in paints and supplies, and also for automobile accessories. 
Taken as a whole, the outlook could hardly be better. 
Prices are firm, with only a few minor changes. 
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AXES.—Demand is seasonable, which 
means that the demand is mostly for 
small lots to fill out sizes. 


main firm. 


dled 
doz. 
BOLTS AND NUTS.—Demand is nearly 
entirely for small lots, and with keen 


competition among makers for the 
small amount of business going, prices 


We quote from jobbers’ stocks, 


f.o.b. Pittsburgh, as follows: 


First rade, single bitted axes, 
handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.; 


second grade axes, single bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.; double bitted, han- 


, $21 per doz.; ; unhandled, $18 per 


are more or less irregular. 


Prices and discounts in large lots 
are as follows: 

Boits and Nuts.—Machine bolts, 
rolled threads, 60, 10 and 5 to 60, 10 
and 10 per cent off list. Machine 
bolts, all sizes, cut threads, 60 and 5 
to 60 and 10 per cent off list. Car- 
riage bolts, % x in., smaller and 
shorter, rolled threads, 60 and 5 to 
60 and 10 per cent off list. Carriage 
bolts, cut threads, all sizes, 50,10 and 
5 to 50, 10 and 10 per cent off list. 
Lag bolts, 65 and 5 to 65 and 10 per 


Prices re- 
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hex. nuts, blank, 4c. off list. C.p.c. 
and t. square or hex. nuts, tapped, 
4c. off list. Semi-finished hex. nuts; 
Ys-in. and smaller, U. S. S., 80 and 5 
per cent off list; %-in. and larger, 
U. S. S., 75 By 5 per cent off list; 
small sizes, S. A. E., 80, 10 and 5 per 
cent off list; S. A. E., 5,-in. and 
larger, 75, 10 and 5 per cent off list. 
Stove bolts in packages, 75, 10 and 5 
per cent off list. Stove bolts in bulk, 
75, 10, 5 and 2% per cent off list. 
Tire bolts, 60 and 10 per cent off list. 
Bolt ends with hot pressed nuts, 60 
and 5 per cent off list. Bolt ends 
with cold pressed nuts, 50 and 5 per 


cold-finishing of screw stock analy- 
sis, $3 per ton over base; reinforcing 
bars, rolled from billets, 2.40c. base; 
refined iron bars, 3.15c. base, in car- 
loads lots or more, f.o.b. Pittsburgh. 


TIN PLATE.—Local mills are pretty 
well filled with orders up to July, but 
some mills have heavy stocks piled up, 
made in the late winter and early sum- 
mer, and there has been some slowing 
down in operations among some mills. 
Crops are likely to be late this year, 


— off :, list. a Pg and some makers of food containers are 
ends, Yo-in,. an Smaller, Oo 

and 5 per cent off list. Turnbuckles, fearful that they may have too heavy 
without : ends, | %-in. and smaller. stocks on hand, and are slowing up in 
5 and 5 to an per cent o . , ; : 

list. Washers, 5c. to 5.25c. off list. their specifications. Prices are firm on 


Rivets.—Large structural and ship 
rivets, base, per 100 Ib., $2.75; small 
rivets, 70 and 10 per cent off list. 


IRON AND STEEL BARS.—tThere are 
rumors that the Steel Corporation will 
soon announce a reduction of $3 per ton 
on soft steel bars, but this is not con- 
firmed and may not be true. In any 
event, some mills that have been hold- 
ing to the regular price of 2.40 cents on 
steel bars, are now meeting lower 
prices named by other mills. These 


the basis of $5.50 per base box, at mill, 
in large lots. 


WIRE PRODUCTS.—The good weather 
of the past two weeks has helped de- 
mand some for wire and wire nails, but 
it is still below normal for this season 
of the year. There is no buying ahead, 
and jobbers and the retail trade are 
keeping down their stocks. 


Jobbers quote retail trade 
stocks as follows: 
Wire nails, $3.40 to $3.50 base, per 


from 





cent off list. 
and 3 heads, 


Plow 
50 and 10 per cent off 


bolts, Nos. 1, 2 prices are from 2.25 cents to 2.35 cents 


on desirable orders. New demand re- 


keg; 


$3.38 per spool; 


galvanized, 2-point cattle wire, 


galvanized, 2-point 


list; other style heads, 20 per cent , ‘ : hay wire, $3.63 per spool; galvanized, 
extra. Machine bolts. PS, and t. mains quiet, and is mostly for small 4-point cattle wire, $3. .60 ber rt 
nuts, % x 4 in., 50 and 5 to and 10 galvanizec -point hay wire, 

per cent off list; larger and longer lots to meet current needs. Tron bars per spool; No. 9 annealed fence wire, 
sizes. 50 and 6 5 to 60 and 10 per cent are also quiet, and prices are likely to $3.90 per * Ib. No. 9 galvanised 
oO s ot pressed squares or hex. . fence wire 0 per ».; woven 
nuts, blank, 4.25c. to 4.40c. off list. be lower in the near future. wire fencing, 63 per cent off list. All 
Hot pressed nuts, tapped, 4.25c. to We quote soft steel bars, rolled the above prices on spools are for 
4.50c. off list. C.p.c. and t. square or from billets, at 2.40c. base; bars for 80-rod. 











steamship lines, via the Panama Canal, are as follows: 


* PITTSBURGH BASE RATES 


For smaller lots, the usual advances apply. 


Note: It should be understood that prices given below are f.o.b. mill or warehouse, Pittsburgh, and are quoted only for carload 
shipments from mill or warehouse to retailers. 


Annealed fence wire, base, No. 9 gage, per 100 Ib... ... ccc ccc ccc ccc cece eee teen $3.00 
rr rr  : i 6 a wn a6 a eRe di eb 66 hE eked UES s WRENS) bes eens 2.85 
CRRIM, MOURNE, BASS, POF BOO BD... onc cree scr ccccccvccacscecsesescvcesvescetoseed 6.25 
Galvanized barbed Se ee eee ee es ee ee 3.90 
Galvanized fence wire, No. eg ee i mee me aa 
Painted barbed wire, base, Rs 4 oc ce k 60 0e 66 bs ewe e666 6 e heaes eee eek cee 3.5 
a, i, i «cece eeebe bene es eeens seh ewae 60 and 10 and 10 off ‘ist 
Machine bolts, a a a oa aes Oe Mca ssonee 60 and 10 off list 
Machine bolts, cp.c. and t. nuts, % K 4-1M... 1... ccc ccc cencccvvcccvcces 50 and 10 off list 
a i i ee bose 5066 6% eb osas swede obeenerenshnee tees 3 
nC a SO edn cee 6000 6 6 6.08 be000b 4 e606 e 4 CORR ee 86k 10 
RO a er ee ae Sk eee $2.50 to $2.60 base, per keg 
nn SR ee er ee 2.40c. 
Plates, sheared, tank EE GG 5. 0 0 5:6 ote 8.0660 Ob Ue ase 6 6k eee8e dae eee 2.50c. to 2.60c. 
Sheets, blue annealed, cet ii  b a ae ow os ule e ake aed hinseedsescwcecewde 2.90c. to 3.00c. 
RO SE ee rr ee eT er ee 3.75c. to 3.85c. 
rr rr ee ae. ood eceeee snes 6 eee eer aetecesesieued 4.90c. to 5.00c. 
i ee i a ATE ei did ek Minn te Gb ov 04.6.0 6s bel Sebes 6 OOO NSC ENG SD OER 2.30c. to 2.40c. 
RE GE SN Sk Se ee ee rere Pre er ee $3.10 
rr er i i Cr, . sce e ev eet ethos es de oes endseeced ees nehsoueee 3.55 
rr i i, CS Me 6 is sk ne OUR SSeS Cw a Ole Obes 6 ee ete Mik eeealkea ee 3.90 
rr rr, ee i Mee reece e ee eh tC eeeeeseseoeaceen 60 per cent off list 
Steel pipe, galvanized, butt welded, 1 to 3-in...................2000e 481% per cent ay list 
rr rr, rr Ci. see b66r 060 een he Sbe 0 pe 2640664046 Cee 50 
EG er ee ee eee 65 per cent oft list 
Wrought iron re rr rR os 5 65 6 eke be Kee SUNS eon kOe) TEE 29 per cent off list 


Wrought iron pipe, galvanized. 1-in, to 1%-in, .12 per cent o 


‘ee. 635383890609 6 6 @€.0 4 °¢ 


Freight Rates 


Pig iron, 35c.: ship plates, 40c.; ingots and 


carload lots, minimum 36,000 Ib. 


ff list 


All rail freight rates from Pittsburgh on finished iron and steel products, carload lots, 36,000 lb. minimum 
carload, per 100 ‘b. 


Philadelphia, domestic. $0.32 errs $0.265 SS i os be 6a tw rae $0.43 *Paciltc Coast ...<e..+ 
Philadelphia, export... 0.235 Cleveland ............ 0.215 Ee 0.735 *Pac. Coast, ship plates 1 20 
Baltimore, domestic. 0.31 Cleveland, Youngstown Kansas City (pipe). 0.705 cy 
Baltimore, export..... 0.225 Dh 660604 ens 5% ).19 i tn + tb6en. ote « hebe 0.60 SS O86 
New York, domestic... 0.34 a 0.29 Sn + athe bee e's a0 % 0.735 Sechueavilie, all rail... 0.70 
New York, export..... 0.255 PE odie én bwweek 0.29 Omaha (pipe) ....... 0.705 Jacksonville, rail and 
Boston, domestic...... 0.365 Indianapolis ......... 0.31 0 EP ee 1.15 EE Ve ace ale ww WS 50% 0.415 
Boston, export........ ee! Ge 62% &os.c eewe ove 0.34 *Denver (pipe) ...... 1.17 New OPIGQMS ......00% 0.67 

*Applies minimum carload $0,000 lb. tMinimum loading 46,000 Ib. 

Rates from Atlantic Coast ports (i.e. New York, Philadelphia and Baltimore) to Pacific Coast ports of call on most 


muck bars, structural 


steel, common wire products, including cut or wire nails, spikes, and wire hoops, 40c.; sheets and tin plates, 40c.; sheets 
No. 12 gage and lighter, 50c.: rods, 40c.: wire rope cables and strands, 45c.: wire fencing, netting and stretcher, 40c.; pipes 
not over 12 in. in diameter, 55c.: over 12 in. in diameter, 2%c. per in. or fraction thereof additional. All rates per 100 Ib. in 
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Sale of Seasonal Goods Light 
in New York District 


Buying on the part of retailers during the past week was reported 
to have been on a slightly larger basis than it has been for some 
time, but toward the end of the week there was another slump 
caused by poor weather. Collections are said to be somewhat slow; 
no major price changes were reported by local jobbers, and the 
general attitude in the trade seems to be that of a man more anxious 


to hear the song of the first 
possibilities. 


robin than to discuss market 


Although the sale of seasonal goods has been slow, the demand 
for builders’ hardware, contractors’ supplies, machinists’ and car- 


penters’ tools has been continuous. 


Building is on a large scale in 


and around New York, and builders’ hardware factories are reported 


to be working virtually at capacity. 
As far as seasonal goods are concerned, retail stocks are low, and 


jobbers’ stocks are relatively small. 


In the opinion of some observers, 


if a large demand were to develop suddenly for seasonal goods, some 
of the local firms, it is believed, would find themselves temporarily 


embarrassed. 





Hose Interest Small 


Interest is sluggish for garden hose. 
The following are jobbers’ quotations 
at the present time in the New York 
market: 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Garden Hose.—4 ply, 8%c. per ft.;. 
5 ply, 9%e. per ft.; 6 ply, lle. per 
ft. Good Luck brand, llc. per ft. 
Milo brand, 12%c. per ft. Bull Dog 
brand, 13%c. per ft. 

Nozzles.—53c. each; less 5 per cent 
for boxes. ; 

Couplings.—Brass, %, % and %-in., 
10%ec. each. 

Hose Clamps.—Galvanized, “4%, % 
and %-in., $2, $2.05, $2.15 respectively 
per 100; brass, same sizes, $3, $3.10, 
$3.20 respectively per 100. 

Hose Menders.—(Cooper’s), % and 
%-in., 6c. each; (Perfect Clinch), 
%, % and %-in., 74%4c. each. 





Pails Attracting Buyers 


Slightly stronger interest was re- 
ported last week by local jobbers for 
galvanized pails since a reduction of 
10 per cent, reported in these columns 
in the issue of the 17th. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Galvanized Pails.—Galvanized pails, 
8-qt., 19c. each; 10-qt., 24c. each; 
12-qt., 26c. each; 14-qt., 29%c. each; 
16-qt., 37c. each. 

Fire Pails.—35c. each. 

Watering Pots.—Galvanized, 4-qat., 
52%4c. each; 6-qt., 59c. each; 8-qt., 
70c. each: 10-qt., 8lce. each; 12-qt., 
93'%4ec. each. 


Vacuum Bottle Interest 
Stronger 


Jobbers report stronger activity for 
vacuum bottles. The market gener- 
_ ally is steady. 
Jobbers’ quotations to. retailers, 
f.o.b. New York: 
Vacuum Bottles.—(Universal) No. 
21, $1.75 each; No. 22, $2.75 each; 
No. 70, $1.85 each; No. 71, $1.95 each; 
No. 72, $2.95 each. Less 25-10 per 
cent. 


Nails Unchanged 


Demands for nails are fair, stocks 
are moderate, and prices are un- 





changed. There is still talk in the 


local market about a price change, and 
it is rumored that prices are softer 
in some sections of the city. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Nails.—Wire nails, $4 base per keg. 

Cut nails, $4.50 base per keg. 

Wire nails and brads in small lots, 
70-10 per cent off list, in 1-lb. papers. 
Galvanized and plain, $5.20. 

Roofing nails, 1x12, 100 Ib., $8.20. 

American felt roofing nails, %x10% 
plain, $6.50 per case. Galvanized, 
$9.50 per keg. 


Mortar Barrows in Demand 


Demands are fair for wheelbarrows. 
Canal and mortar barrows are active. 
Prices are firm; stocks fair. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Laborers’ Canal Barrows. — Half 
bolted, handles and legs of 2-in. 
maple wood, tray 18 in. wide on bot- 
tom, steel wheel, 16 in., $3.25 each. 
Same, full bolted, extra _ strong, 
larger tray, $3.65 each. 

Wheelbarrows.—Steel tray, 33x27 
in., depth 11%x7% in., holds 3 cu. 
ft., strong bolted wood frame, steel 
wheel, $5.25 each. All steel tubular 
wheelbarrows for coal, cement, sand, 
etc., width of tray 29 in., length of 
tray on top 32 in., weight 70 Ib., $8 
each. Same, with tray 30 in. wide, 
length of tray on top 38% in., 


tray 33 in. wide, 41% in. length on 
top, weight 100 Ib., $11.50 each. 
Mortar Barrows.—Angle steel legs 
and braces, tray measures at top 
26x34 in., bottom 15x19 in., depth 
wheel end, 16 in., handle end 7% in., 
tray edge rolled over steel rod, 
capacity 3% ecu. ft., 16-in. steel 
wheel, hardwood handle, $7.30 each. 


Bolts in Fair Demand 


Bolts are steady. Interest is fair. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Bolts. — Common _ carriage bolts, 
small, 35-10 per cent to 40-10 per 
cent; large, 35-10 per cent to 40 per 
cent. 

Machine bolts, small, 45-10 per 
cent to 50 per cent; large, 45 per 
cent to 45-5 per cent. 

Stove bolts, 75 to 75-5 per cent, 
both flat and round head. 

Sink bolts, 75 to 75-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 40-5 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 





Handles Moving Well 


Agricultural tool handles are re- 
ported to be selling well in rural dis- 
tricts. Prices are firm and stocks are 
said to be ample. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Tool Handles (Agricultural).—Hay 
fork handles, bent, 5-ft., 33c. each; 
6-ft., 5le. each. 

Manure fork handles, bent, 4%-ft., 
29e. each. 

Spading fork handle, 4%-ft., 36c. 
each. 

Hoe handle, shank or socket style, 
4'%4-ft., 22c. each. Mortar style, 6-ft.., 
15¢e. each. 

Long shovel handle, bent, 4%4-ft., 
27ec. each. 

Long spade handle, 4%-ft., 37e. 
each. 

Bent D handle, manure fork style, 
46c. each. Spading fork style, 46c. 
each. Shovel style, 50c. each. Spade 
style, 50c. each. 

Malleable D fork handle, manure 
fork style, with strap ferrule and 
cap, 58c. each. Spading fork style, 
40c. each. 

Spading style, with strap ferrule 
and cap, 63c. each. 


Roller Stocks Small 


Out-of-town interest is good for 
rollers, aecording to local jobbers. 
Stocks are small and prices firm. 


Jobbers’ quotations to retai 
f.o.b. New York: — 

Lawn Rollers.—Can be filled with 
water or sand, diameter 14 in., length 
20 in., weight empty, 46 lb., weight 
filled with water, 148 Ib., $112.33 each: 
same, diameter 18 in., length 24 in. 
weight empty, 76 Ib., filled with 
water, 274 Ib., $14.85 each; same 
diameter 24 in., length 24 in., weight 
ef 7 lb., filled with water, 418 





Quotations on Reels 


There is comparatively no interest 
for hose reels at the present time, al- 
though jobbers report inquiries. 

Jobbers’ uotations t 
Lob. New —_ Oo retailers. 

ose Reels.—All metal, 9-in. - 
rugated steel drum, cast iron hooks. 
capacity 100 ft. %-in. hose, $2.05 
each. 

Hose Reel.—Of steel rods lec- 
trically welded together, japanned. 
galvanized steel drum, diameter of 
wheels 21% in., length of handle, 
28 in., capacity 100 ft. of garden hose. 
$2.05 each. 

Hose Reel.—All metal, tubular 
frame, corrugated galvanized steel 
drum, tubular steel wheels, height 
of reel, 21 in., capacity 100 ft., $3.90 
each; same height* of reel, 24 in., 
capacity 150 ft. of hose, $4.40 each 


Hods Stocks Low 


Brick and mortar hods are in good 
demand. Prices are firm and stocks 
broken. 

Jobbers’ quotations to. retailers, 

f.o.b. New York: 


Brick Hods.—Wood, $2 each: mor- 
tar hods, wood, $2.35 each. 


Demands for Ornamental 
Gates 


Demands are said to be fair, prices 
firm and stocks moderate. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Ornamental Gates.—41 in. x 3 ft., 
$2.95 each; 47 in. x 3 ft., $3.25 each: 
54 in. x 3 ft., $3.25 each; 41 in. x 4 
ft., $3.50 each: 47 in. x 4 ft., $3.75 
each; 54 in. x 4 ft., $3.75 each. 
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Screws Consistent 


Screws are consistent. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 
Screws.—Flat head steel machine 


screws, 66% to 70-5 per cent. 
Round head steel machine screws, 


66% to 70 per cent. 

Flat head brass machine screws, 
60 to 60-10-5 per cent. 

Flat head = steel wood = screws, 
bright, full packages, 75-20-5-5 per 
cent. 


Galvanized iron, 60-20-5-5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

—~ jee head blued, 72'4-20-5-5 per 
ce 


“Tound head nickel plated, 62%-20- 


-5 per cent 

Round head brass, 67'42-20-5-5 per 
cent. 

Cap screws, 80 per cent. 


Prices vary in different sections of 
the city. 


Mower Interest Slight 


Interest in lawn mowers is slight, 


jobbers report a number 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Lawn Mowers.—Plain 
in. drive wheels, 5-in. reel, 3 steel 
knives, screw adjusting, 12-in., $5.60 
each; 14-in., $5.85 each; 16-in., $6.25 
each: 18-in., $6.65 each. 

Ball-bearing lawn mowers, self- 
adjusting, 8-in. drive wheels, 5™%-in. 
diameter reel, screw adjusting cut- 
ter bar, 3 steel knives, 12-in., $7.25 
each; 14-in., $7.60 each; 16-in., $7. 95 
each: 18-in., $8.30 each. 

Ball-bearing lawn mower, _ self- 
adjusting, 9%-in. drive wheels, 5%- 
in. diameter reel, 4 self-sharpening 
knives, 14-in., $9.15 each; 16-in., 
$9.50 each; 18-in., $9.85 each. 

Ball-bearing lawn mowers, wy 
adjusting hardened cones, 10%- 
open drive wheels, 4 self- sharpening 
knives, 6-in. diameter reel, 14-in. 
$10.35 ‘each: 16-in., $10.90 each; 18- 
in., $11.45 each: 20-in., $12.10 each. 

Self-adjusting, ball-bearing lawn 
mower, 10%-in. wheels, 6-in. diam- 
eter reel, 5 shear cutting self-sharp- 
ening knives, 16-in., $14 each; 18- 
in., $14.65 each; 20-in., $15.30 each. 


bearing, 8&- 


Solder Interest Fair 


Solder is holding firm. 


are fair; stocks ample. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Solder.—Kester string 
1-lb. spools, 64c. per spool. 
Bar solder, commercial grade, 38%c. 
per lb. Strip solder, in 5-lb. boxes, 
47c. per . ; 
Soldering Coppers.—' Ib. to pair, 
28c. per pair; 1 Ib. to pair, 36c. per 
lb. to pair, 48c. per pair; 
Ib. to pair, 62c.per pair; 2% Ib. 
to pair, 76c. per pair; 3 Ib. to pair, 
90c. per pair; 4 lb. to pair, $1.20 per 
pair; 6 Ib. to pair, $1.80 per pair. 


solder in 


Glass Cutters Vigorous 


of 


Demands 


Strong demands are reported for 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Glass Cutters.—‘“‘Red Devil,’’ $1.40 


to $1.50 per doz. 


Wire More Active 


Wire goods are more active. Prices 
are substantially firm; stocks rela- 
tively small. 

Jobbers’ quotations to retailers, 


f.o.b. New Yor 
Poultry Netting. —Irom New York 


Prices are unchanged. 


Prices are | 


| 
| 
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‘of all kinds. 


| 





weights. 
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stocks, 40-2% per cent; f.o.b. Pitts- 
burgh, 45-5 per cent. 
Wire Cloth.—Jobwers’ quotations, 


f.o.b. New York: 
Black wire cloth, 

per 100 sq. ‘ 
Galvanized wire cloth, 12-mesh, 

$2.75 per 100 sq. ft.; 

per 100 sq. ft. 


14-mesh, $3.25 

Copper wire cloth, 14-mesh, $7.25 
per 100 sq. ft. 

Bronze, 14- mesh, $7.50 to $7.75 pe 
100 «sq. ft.: bronze, 16-mesh, $8.9 
per 100 sq. ft. 

Wire cloth, 
mesh cloth, “%-in. mesh, 
om. 3 e-in. mesh, $5.25 
sq. ft.: -in. mesh, $5.50 
sq. ft. 


12-mesh, $2.30 


galvanized square 
$5 per 100 
per 100 
per 100 


Sash Weights Firm 


Good demands are reported for sash 
Stocks are small, prices firm. 


Jobhbers’ 
cwt. 


quotations are $3.15 per 


Linseed Oil Unsteady 


Little change has been made in the 
linseed oil market, although quantity 


prices fluctuate from day to day. 
Stocks are relatively light. 
Jobbers’ quotations to retailers, 


f.o.b. New York: 

Linseed Oil.—In lots of less than 
5 bbl., 98c. per gal.; in lots of 5 bbl. 
or more, 95c. per gal. Calcutta lin- 
seed oil in bbl., $1.07 per gal. Boiled 
oil, 2c. extra; double boiled oil, 3c. 
extra: oil in half bbl., 5c. per gal. 
additional. 
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Batteries Continue Active 


Strong demands continue for bat- 
teries. Stocks are fair; prices firm. 


Red Seal Batteries.—26c. each, in 
cases of 50 and 125. 

Radio Batteries. "Fgh yg 4 No. 
763, voltage 22%, $1.05 for less than 
10; $1 for quantities "a from 10 to 
49; 90c. for more than 50; No. 764, 
voltage 224 less than 10, $1.35; 10 
to 49, $1.2 50 and more, 3; "No. 
766, Bonu aa ye less than 10, $1. 75; 
10 to 49, $1.6 0 and more, $1.50; 
No. 767, or oh 45, less than 10, 
$3.50; 10 to 49, $3. 34; 50 and more, 
33. No. 771, voltage 414, less than 10, 


42c.: 10 to 49, 40c.; ; 50 and more, 36c. 
Rope Interest Slack 
Rope continues quiet; no 
changes have been made. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: 


Rope.—First grade Manila _ rope, 
18%c. base per lb; hardware grade, 
16%c. base per Ib.; first grade sisal, 
15%ec. per Ib.; second grade sisal, 
14%c. per Ib. 


Sash Cord Firm 


Sash cord remains unchanged. 


Sash Cord.—First grade, 48c. to 
55c. base per lb. Prices vary in dif- 
ferent sections of the city. 





STEEL GOODS INTEREST BETTER 


During the first part of last week 
demands were larger for steel goods 
Prices are firm, stocks 
are moderate, and no large sales are 
expected until better weather condi- 
tions prevail. 


Jobbers’ quotations to retailers, 
f.o.b. New ork: 

Manure Forks.—Drop ferrule, oval 
drop-forged tines, selected D ash 
handle, 4 12-in. tines, $1.58 each; 
5 13-in. tines, $1.75 each; 6 13-in. 
tines, $2.05 each; 5 13-in. tines, 4- 
ft. handle, $1.50 each: 6 13-in. tines, 
4-ft. handle, $1.70 each. (Lots of six, 
5 per cent off.) 

Hay Forks.—3 oval 12-in. drop- 
forged tines, bronzed and polished; 
select ash handle, strapped ferrule 
5-ft. bent handle, $1.12 each; 6-ft. 
bent handle, $1.35 each. (Lots of six, 
5 per cent off.) 

Spading Forks.—Malleable D han- 
dles, strapped ferrule; angular drop- 
forged tines; 4 tines, 76¢. each; spad- 
ing forks, wood D handle, strapped 
ferrule, 4 heavy tines, a each ; 
5 heavy tines, $2.08 each 

Wooden atin titaniinn: hay rake, 
12 teeth, two bows, 40c. each; same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 


Lawn Rakes.—Three wood bows, 


24 teeth, 55c. each; same with 3 
aluminum steel bows, 24 teeth, 72c. 
each. 

Ladeis’ Lawn Rake.—Two wood 
bows, 18 teeth, varnished head, 5- 
ft. handle, 50c. each. 


Wire Lawn Rake.—24 wire teeth, 
20-in. head, malleable socket, se- 
curely fastened to head, pinned teeth 
and head, 55c. each. 

Genuine Yamada lawn rake, 95c. 
each. 

Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 
5%-ft. ash handle, 12 teeth, 77c. each; 
14 teeth, 8lc. each; 16 teeth, 89c. 
each. Malleable, 12 teeth, 32c. each; 
14 \ tr 36c. each; 16 teeth, 40c. 
each. 





Garden WHoes.—7-in. steel blades, 
black finish, 44%4-ft. ash handle, solid 
shank, 36c. each; 7-in. blade, bronze 
finish, 7ic. each; 6-in. blade, bronze 
finish, 77c. each. Mortar hoe, forged 
steel blade, bronze finish,’ solid 
shank, 6-ft. ash handle, 9-in. blade, 
om each. (Lots of six, 5 per cent 
off. 


Trowels. — Garden trowels,' 6-in. 
blued steel blades, black-enameled 
handle, riveted tang, 7c. each; heavy 
solid steel 6-in. blade, half saiidnek. 
riveted shank, hardwood handle, 10c. 
each; 1-piece socket, 6-in. forged 
steel blades, polished and enameled 


red, length over all, 13% in., 29c. 
each. All steel trowel, 17c. each. 


Socket pattern solid forged one-piece 
blade and socket, wood-grip handle, 


60c. each. 

Hand eo Forks.—Three heavy 
flat tines, ished and japanned, 
black- anenebedl handle, 10 in. over 
all, 10c. each; 4%4- in., malleable 
tines, half polished, brass ferrule, 
polished handle, 10%c. each. 


Lawn Weeder.—3 steel spring tines, 
tinned, black-enameled handle, 10c. 


each: 4 steel tines, 42-in. handle, 
44c. ‘each. 

Weeding Hooks.—Malleable iron, 
tinned, 8%c. each; Magic weeder, 
three stee! spring tines,’ tinned, 
black-enameled handle, 10c. each. 


Same with 42-in. handle, four steel 


tines, tinned, 44c. each. 

Grass Hooks. — Tempered steel 
blade, black-enameled handle, 25c. 
each; same forged from bar tool 
steel, raised hardwood handle, 43c. 


each; same, high quality steel, ribbed 
back, polished edge, 35c. each; same, 
tempered steel blade. 46c. each; Eng- 
lish grass hooks, 54c. to 57c. each. 


Hedge Shears.—Plain, 6%-in., 8- 
in., 9-in., $1.05, $1. m, $1.90: each 
respectively. Notched, 9 and 10- 
in., $1.95, $2.10 and $2. "40 each re- 
spectively. 

Border Shears.—With wheel, 9-in., 
$3.45 a pair; without wheel, $2.85 per 

pair. wn shear, two wheels, 9-in., 
$3. 60 pair. 


Disston utility pruned, 
$1.55 pair. 





price 





In- 
terest is consistent and prices firm. 
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More Seasonable Weather in New England 
Has Stimulated Retail Business 


(Boston office of HARDWARE AGE) 

ORE seasonable weather in New England has stimu- 

lated the retail hardware business. Seasonable 
goods are moving over counters in larger volume than 
at any previous time this year, and there is sufficient 
general merchandise selling to make a much more hopeful 
feeling in the trade. There is still, however, much room 
for improvement, but the contrast with other retail lines 
nevertheless is quite striking. Retail dry goods stores 
are experiencing mighty poor pickings; retail clothing, 
shoe and even grocery firms also are passing through a 
depression evidently. The showing by the retail hardware 
trade therefore is significant. 

Improved retail hardware sales are reflected in jobbing 
circles. Shelf hardware jobbing sales have again swung 
above those for April, last year, yet are just about on a 
level with those for April, 1922. Mill supply houses and 
heavy hardware wholesalers are inclined to talk pessi- 
mistically. Actual business booked and shipped, however, 
tells another story. Possibly one of the outstanding fea- 
tures in the hardware situation today is the comparative 


day to day, yet most of them are unimportant. On the 
other hand many other lines of industry have or are 
experiencing a rather drastic price readjustment. Two 
of the country’s most vital products—grain and cotton— 
have undergone much price hammering. The adjustment 
in the hardware market is and has been decidedly more 
orderly. Sentiment among firms handling hardware 
therefore has been little disturbed and there is little like- 
lihood of its being disturbed. 

Collectively, business in New England is rather quiet. 
There are a lot of people out of employment. Only the 
other day one of the local jobbers advertised for a man 
to work in the shipping department. Fully 100 answered 
the ad. Pay was a secondary question. What those 100 
men wanted was work. And there were a lot of good 
workers among them. Last week a Fall River cotton mill 
resumed operations. More than 6000 operatives were 
turned away. They came from miles to get a job. Here, 
there, anywhere you place your finger on the map of 
New England industries are operating on short time. 
It is not to be wondered at that the butcher, baker and 
candlestick maker are inactive. 








stability of prices. True, price changes are reported from 


ALUMINUM WARE.—Some of _ the 
local jobbing houses that have been 
making special discounts on this ware 
are now back on the original 25 and 10 
per cent discount basis. 


BARBED WIRE.—Improved weather 
conditions have brought about a better 
movement out of jobbers’ stocks. Busi- 
ness is not brisk, but nevertheless is 
much better than a week ago. 


We quote from Boston jobbers’ 
stocks: 

Barbed Wire.—From store, galvan- 
ized, Waukegan, 80-rod reels, com- 
mon, $4.30 per reel; two-ply, $3. 78 per 
reel; catch-w eights, common, 10 
per '100- lb.; two-ply, $5. 

From the mill, f.o.b. Pittsburgh, 
galvanized catch-weight, in car lots, 
$3.90 per 100-lb.; in less than car lots, 
$4.15, two-ply is quoted the same; 80- 
rod reels, galvanized four-point in 
ear lots, $3.30 per reel; in less than 
car lots, $3.55; Lyman, four-point, in 
car lots, $3.40; in less than car lots, 
$3.65; two-ply, twisted, in car lots, 
$2.84: in less than car lots, $3.09. 


BARROWS.—The fact that jobbers 
here have not changed their prices on 
garden barrows, as did some of the 
manufacturers, has stimulated new 
buying. Individual current retail 
orders involve small amounts of stock, 
but orders are much more numerous, 
as well as shipping instructions against 
orders placed some time ago. 


We quote from Boston jobbers’ 
stocks: 

Barrows. — Garden, No. 4 steel 
wheel, $6 net each; wood wheel, $6.25; 
No. 5, steel wheel, $6.50; wood wheel, 
$6.75. F.o.b. factory, No. 4, steel 
wheel $5.75, wood wheel, $6; No. 
steel wheel $6.25, wood wheel, $6. 50. 


BASEBALL GOODS.—With the open- 
ing of the official baseball season in 
New England, and weather permitting 
youngsters to get out into parks and 
open spaces, has come an improvement 
in the demand for baseball goods. The 
season is behind last year, however. 


We quote from Boston jobbers’ 
stocks: 

Fielders’ Gloves.—No. 500, $4.50 per 
doz., net; No. 507C, $8.40: No. 509C, 


$10.75; No. 511, $16; No. a $19; No. 
522, $22: No. 525, $22: No. 534, $25; 
No. 542, $29; No. 552, $26.50; No. 144, 


Catchers’ Mits.—No. 560, $12 per 
doz., net; No. 574R, $16; No. nf ok 
$25,50; No. 577, $27: ‘No. 588, $54; No. 
592, $72. 

Baseman Mits.—No. 603, $16 per 
doz., net; No. 608, $27; No. 625W, $40. 

Masks.—Boys’ No. 25M, $4. 50 per 
doz., net; Youths’, No. 31M,°* $19; 
Men’s No. 41M, $42. 

Chest Protectors.—No. 903, boys’, 
$25. 75 per doz.; No. 920, big league 
size, 6. 

Bats.—Crack-A- tae $2 per doz., 
net; Junior League, $3.60; King of 
Field, $7.20: burnt oil finish, $10.80; 
Professional League, $12; Bing-Go, 
$12; youth’s assorted sluggers, $7.20; 
Louisville Slugger, Jr., $5.40; Louis- 
ville Slugger (regular), $16.20. 

Basebalis.—Per dozen, net Dandy, 
75¢ec.: Boys’ Favorite, $1.65: Young 
America, $2; Junior League Special, 
$2; Junior League, $3.75: Boys’ 
League, $4: Dollar Lively, $6; Pro- 
fessional League, $8; Hardwood 
sian” $12.50; National League, 
14.50. 


BICYCLES.—Among those jobbing de- 
partments that report increased busi- 
ness is the bicycle. Most everybody 
from the manufacturer down to the re- 
tail dealer is optimistic regarding this 
year’s bicycle business. 


We quote from Boston jobbers’ 
stocks 

Bicycles.—Men’ Ss, $30 to $32.50 each 
net; boys’ $29: women’s’ $32.50; 
girls, $29.50. 

Boycycles.—No. 1, $9 net: No. 2, 
$10; No. 3, $13; No. 4, $15. 


BOLTS AND NUTS.—The bolt and nut 
situation continues unsettled and it is 
strongly intimated that a _ general 
reduction, approximating at least 10 
per cent, in prices will transpire before 
the close of another week. As a matter 
of fact some of the jobbers already have 
cut prices. Stocks in jobbing hands are 
only moderately large, but well as- 
sorted. The unsettled condition of the 
market, according to jobbers, is due 
to the attitude of manufacturers. 


We quote from Boston jobbers’ 
stocks: 
Bolts.—Machine bolts, with H. P. 


nuts, % x 4 in. shorter and smaller, 
40 and 10 per cent discount; larger 
and longer, 40 and 10 per cent dis- 
count; with C. T. & D. nuts, 40 per 
cent discount; tap bolts, list; common 
carriage bolts, 40 per cent discount; 
Eagle carriage bolts, 50 per cent dis- 
count; stove bolts, large lots, 65 and 
5 per cent discount; small lots, 50 
per cent discount; bolt ends, 40 per 
cent discount; tire bolts, 45 per cent 
discount. 

Nuts.—H. P., all kinds, list; C. P. 
& F., all kinds, 1 off list; check nuts, 
list; semi-finished hexagon nuts, *- 
in. and smaller, 60 and 10 per cent 
discount; larger, 50 per cent discount; 
semi-finished case-hardened nuts, 50 
per cent discount. 


BRUSHES.—Painting throughout New 
England has started with a bang. Re- 
tail dealers are beginning to send in 
some repeat orders for brushes to the 
jobbers. They are buying conserva- 
tively, nevertheless. 


We quote from Boston jobbers’ 
stocks: 

Brushes.—Paint, nee 35 to $60 per 
doz., net; varnish, $3.50 to $25; calci- 
mine, § $10. 50 to $90; me oth 9 $3.50 
to 


CANNED HEAT.—A movement is on 
foot to increase the sale of canned heat. 
Heretofore this branch of the hardware 
business has been quite profitable, but 
during the past few months interest 
has lagged. Hence the movement to 
increase sales. The idea is to give the 
purchaser 75 cents worth of merchan- 
dise for 50 cents, and the retail dealer, 
according to plans, will have an attrac- 
tive proposition offered him. 


CARTS AND WAGONS.—We are still 
in an age of wheels, consequently young 
America is demanding toys he or she 
can push or ride about the streets or 
sidewalks. Wheeled toys of all kinds 
are in better request. 


We quote from Boston jobbers’ 
stocks: 

Kiddie Kars.—No. 101, $1.50 each 
net; No. 102, A No. 103, $2.50; No. 
104, $3: No. 105, $3.34. 

Pedal Kars. —No. 154, $4 each net; 
No. 155, $4.67. 

Kiddie Karts.—No. 301, $2.33 net 
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ach; No. 302, $3; No. 303, $3.67; 
No. 304, $4.34; No. 305, $5.67. 


Kiddie Koasters. —Rubber tire, No. 


705, $9 each net; No. 706, $10. 
Red Racer.—Wagon, No. 636, $5 


each net: in lots of six, $4.80. 
CROQUET SETS.—Retail dealers 
should watch their stocks of croquet 
sets. The time will soon be here when 
public buying will start. Jobbers are 
not oversupplied with stock. 


We quote from Boston jobbers’ 
stocks: 

Croquet Sets.—-No. G, four ball, 
$1.40 per set net; No. O, five ball, 
$1.90; No. H, eight ball, $2.35; No. B, 
eight ball, $2. 75; No. N, eight ball, 


$3.75; No. AAY, four ball, $4.25; No. 
AA, ‘eight ball, $5.50 


DRILLS.—The market for drills ap- 
pears more or less unsettled. Some 
jobbers evidently have larger stocks 
than the general industrial situation 
appears to warrant, consequently dis- 
counts being quoted very materially. 


We quote from Boston jobbers’ 
tocks 
¥ Drills. —Carbon sizes up to 1™%-in. 
tapered, and straight shank, 60 per 
cent discount to 60 and 10 per cent 


discount; fit stock drills, 60 per cent 
discount: center drills, 65 per cent 
discount; drills and countersinks 


combined, 20 per cent discount; ratch- 
et drills, 30 per cent discount; wood 
boring brace bits, 50 per ce nt dis- 
count: high speed drills, 50 and 10 per 
cent discount; jobbers’ letter and 
number sizes, 50 and 10 per cent dis- 
count; electricians’ drills, 10 per cent 
discount. 

Reamers.—Bit stock, 20 per cent 
discount: bright square and T. S&S. 
standard makes, 65 per cent discount; 
checking, 25 per cent discount; ta- 
pered pins, 40 per cent discount; es- 
cutcheon pins, 45 per cent discount; 
small fluted rose and socket ream- 
ers, 20 per cent discount. 

FISHING TACKLE.—tThe trout season 
is on. Up in the Springfield, Mass., 
district alone 3000 trout fishing licenses 
were issued on the opening day of the 
season. That means 3000 _ possible 
hardware customers were created. The 
hardware dealer has between now and 
July 31 to make good on fishing tackle. 
Most of them have a fair stock of 
tackle on hand. There are those who 
have not, however, and they are 


scrambling to get in under cover. 


FREEZERS.—Retail sales of ice 
cream freezers already are noted. The 
retail season really has not opened, 
however. Jobbers have disposed of a 
considerable quantity of stock, yet 
maintain the retail requirements have 
not been anywhere near covered. 


We quote from Boston jobbers’ 
stocks: 

Freezers.—-White Mountain, 1-qt., 
$4.85 list: 2-qt., $5.65; 3-qt., $6.75 
4-qt., $8.25; 6-qt., $10.45; 8-qt., $13.50 
10-qt., $18; 12-qt., $21.50; 15-qt., $25 
20-qt., $33.20; 25-qt., $42.60. 

Arctic, 1-qt., $4 list; 2-qt., $4.60; 
3-qt., $5.55: 4-qt., $6.80: 6-qt., $8.66; 
§-qt., $11.10; 10-qt., $14.80: 12-qt., 
$16.65; 15-qt., $23.30: 20-qt., $30. 


Jobbers’ discount, 50 per cent from 


store or factory. 


Alaska, 1- i, $2.95 list; 2-qt., $3. 45; 
3-qt., $4. 10; qt., $5; 6-qt. 6.30 
8-qt., $8.20; 10- ~ 9 $10. 75; 12- at., $14: 
15- a $17. Discount, 20 and 10 per 
cent. Alaska special, 2-qt., only, 
$2.25 less one-third off. 

Auto Vacuum, 1-qt., $5 list; 2-qt., 
$6; 3-qt., , 4. qt., $10. Discount, 


33% per cent. 


GUNS AND AMMUNITION.—Drop 
shot has been reduced 10 cents per bag. 
In regard to firearms, Harrington & 
Richardson Arms Co., Worcester, Mass., 
say it is difficult to give a very definite 
view of business as it sees it, as the 
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gun business is rather seasonable. The 
company believes the conditions look 
quite favorable for as good, if not 
better business than 1923. On the 
revolver business, the company finds 
the demand continues about the same 
as it has for the past year, although 
there seem to be so many cranks trying 
to make laws to prevent the fair- 
minded citizen from having a revolver 
for his own protection, that it interferes 
somewhat with the jobber carrying as 
large a stock as he used to. 


We quote from Boston jobbers’ 
stocks 

Ammunition .-—Loaded shells, 25 and 
10 per cent discount: rim fire car- 
tridges, 25 per cent discount; center 
fire cartridges, 18 per cent discount. 

Drop Shot.—Smaller than B, $2.80 
per bag; B and larger, $3.05 per bag; 
Air Rifle, Boy Scout, shot, $4.85 per 
case; Bullseye, $4. 05 per case. 

Guns.—Steven’s line, No. 11, single 
shot on se $3.40, net; No. 17, $17.50; 
No. , $4.95: No. 27, $8; No. 12, $6. 50: 
No. aie $4.05; No. 44, $15.75. Double 
barrel hammerless shotgun, No. 330, 
12-16-20 gage, $21.85: 410 gage, nd 
No. 335, $24.30; No. 235, $20.75. 


peating shotguns, No. 522, $55: No. 
520, $32.90. Savage line, model 99a, 
calibers 30- 30, 303 and 300, $31; model 


99b, takedown, $35: model 99¢, cali- 
bers 33-30 and 302 with 22-in. barrel, 
and caliber 300 with 24-in. barrel, $31. 


HAMMERS.—Retail sales of car- 
penters’ hammers are picking up and 
this fact is reflected to a more or less 
extent in jobbing circles. 

We quote from Boston jobbers’ 


stocks: 

Carpenters’ Hammers. — Maydole 

line, No. 111%, $13.50 per doz. net; 

No. 12%, $11.82; No. 
711, 711%, $13.50; No. 70, 
$18. 75. Brown etosemners, No. 3, 
$8.50 per doz., No. 12, $9.50: No. 11%, 
$10.12: No. 11, $11: No. aMive $10.12, 
and No. 712, $9.50. 

Heavy Hammers, etc.—Heavy, 
der 5 lb., 60 per cent discount: over 
5 Ib., 60 and 10 per cent discount. 
Stone hammers, 60 per cent discount, 
wood choppers’ mauls, 60 per cent 
discount. 


HAMMOCKS.—Belated buying of 
hammocks is noticeable. Orders com- 
ing to hand are mostly small ones, 
however, the big buyers having covered 
some time ago. 


We quote jobbers’ 
stocks: 

Hammocks.—Standard makes of 
couch styles, No. 600, windshield, Na- 
tional spring, boxed mattress, — 
valance, $11 each net; No. 640, $11. 88; 
No. 7 0, with adjustable back, made 
in two colors, $15.65; No. 703, striped, 
two colors, $19. 

Canopies. —No. K7, green and gray, 
$6.50 each net. 

Stands.—No. Al, angle 
8-in. high, $4 net each. 


un- 


from Boston 


iron, 5-ft. 
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Chain.—3-ft., $2.50 per doz. pair, 
net; 6-ft., $4. 
LANTERN GLOBES.—Sales are sea- 


sonable, say jobber and retailer alike. 


We quote from Boston jobbers’ 
stocks: 

Lantern Globes.—Dietz line, in 5 
dozen lots. Blizzard fitzall locnob, 
$1.10 per doz., net; Blizzard fitzall loc- 
nob ruby, $3; D’Lite locnob, $1.15; 
D’ Lite, locnob ruby, $3; Little Wizard 


locnob, $1; Junior Blizzard, $1.05. In 
lots of less than 5 dozen. lizzard, 
$1.25; Blizzard ruby, $3.20; D’Lite, 


$1.30: D’Lite ruby, $3.25; Little Wiz- 
ard, $1.15; Junior Blizzard, $1.20. 


LAWN SPRINKLERS.—Quite a flat- 
tering business in lawn sprinklers is 
passing through wholesale channels. 
Measured in dollars and cents sales are 
far in excess of those for last season, 
say jobbers. 
We Boston jobbers’ 
stocks: 


Sprinklers..-Lawn, fountain, $7.75 
per doz. net; fountain, half circle, 
$6.65; Brooks, $8; Rain King, $2.34. 


MOPS.—Now is the time to push sales 
of mops. Spring house cleaning is 
about to start and many summer places 
are in need of such merchandise. 


quote from 


We quote from Boston jobbers’ 
stocks: 

Mops.—©-Cedar line, without han- 
dles, No. 4, $12 per doz., list; No. 10. 
$18; No. 11, $18; dry duster, No. 9, 


$12; handles, $3 per doz. extra. Floor, 
No. 22, $2 each. Hand, No. 44, $6 per 
doz. Clothes, No. 51, $4.20 doz. Dis- 
count, 334% per cent. 

Cotton Mops.—Eureka line, 9-Ilb. 
twine, $4 per doz.; 12-lb. twine, $5.35. 
Yacht mops, 12-o0z., $5.75; 1-lb., $6.50. 

N AILS.—Because of the general price 
cutting on wire nails, jobbers have, in 
many instances, readjusted their prices 
to a basis of $3.90 per keg base, a 
drop of 20 cents. This cut is entirely 
independent of any action on the part 
of mills. The price from factory re- 
mains as heretofore. The market on 
other kinds of nails has not changed. 


We quote from Boston jobbers’ 
stocks: 
Nails—Wire, $3.90 per keg, base, 


from store; from mill, in less than 
carload lots, $3.35 per keg, base, and 
in carload lots, $3.10 per keg, base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, l-in. and longer, add $2.50 per 
keg; shorter than l-in., $2.75; cut 
nails from store, $4.55 per keg, base; 
direct shipments, car lots, $3.60 per 
eg, base; in less than ear lots, 
$3.75; Tremont, cut nails, from store, 
$4.35 per keg, ‘except hardened steel, 
which are $8.10; from mill $4.05, 
f.o.b. Wareham, Mass., except hard- 
ened steel, which are $7.60; Western 
cut nails, direct shipments only, $3.75 
base, f.o.b. Pittsburgh; galvanized, 
four pennyweight and smaller, $6.30 
f.o.b. factory base, larger $7.05; from 
store, four pennyweight and smaller, 
$6.80 base, larger $7.55; cement coated 
nails from mill, in less than carloads, 
$3.75 per keg, base; in carloads, $3.45; 
hard steel nails, from store, $8.10 per 
keg, base; from factory, $/.60: blued 
3-pennyweight, light sterilized lath, 
$2.05 per keg. 


PYREX OVEN WARE.—Retail dealers 
having put their cooking ware depart- 
ments in order are beginning to enjoy 
increased business. In less than a 
month most of the summer home own- 
ers will have moved from the city or 
will be about ready to do so. The re- 
tail hardware dealer should take a large 
percentage of the cooking ware busi- 
ness that will be placed this spring. 


We quote from Boston jobbers’ 
Pyrex oven ware stocks: 
Casseroles.—Round, No. 100, 2 
qt., $1.67 each; No. ‘101, 2-qt., =. 
No 102, 1%-qt, $1.17; No. 103, iat. 
$1; No. 104, “%-qt., 67c. Round, 
low, No. 112, 1-at., $1; No. 113, 1%- 


Reading matter continued on page 100 
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The public now 


knows hinges 
by make. 


Mc KINNEY 
[inges Butts 


And the name 
it knows best is 
McKinney. 


MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 


Western Office and Warehouse — Chicago 














Garage hardware, door hangers and track, door 
bolts and latches, shelf brackets, window 


and screen hardware, steel door 
a mats and wrought specialties 
























100 
qt., $1.17. Oval, shallow, No. 183, 
1-qt. $1; No. 184, 1%-qt., $1.17; No. 
185, 2- -qt, $1.33; oval, No. 193, 1-qt., 
$1; No. 197, 1%- -qt., $1 17; No. 194, 2- 
qt., $1.33; No. 190, 3-qt 2. Square, 


No. 800, 1%-qt., $1. 
Baking Dishes. —Cove sred, two pieces. 
No. 110, $1.33 each. 





Pudding Dishes.—Round, deep, No. 
120, 2%-qt., 93c.; No. 121, 2-qt., 80c.; 
No. 122, 1%-qt., 67c.; No. 123, 1-qt., 
57c.; No. 124, %-qt., 40c. Round, 
shallow, No. 132, 1-qt., 57c.; No. 155, 
1%-qt., 67c.; No. 18B, 1-qt., 57c.; 
No. 184B, 1%-qt., 67c.; No. 185B, 2-qt. 
80c. Oval, deep, No. 193B, 1-qt., 57c. 
No. 197B, 1-qt., 67c. Round, standard, 
No. 463, Y%-qt., 40c.; No. 464, 1-qt., 
57c.; No. 465, 1%-at., 67c.: No. 466, 
oat 80c. Square, No. 800B, 1%-qt., 
83c. 

Bread Pans.—Oblong, No. 212, 60c.; 
No. 214, . 

Cake Dishes.—Round, shallow, No. 
220, 50c.; No. 221, 50c. Square, No. 
809, 67c.; No. 810, $1. 

Pie Plates. —No. 202, 50c.; No. 203, 
60c.; No. 206, 33c.; ‘No. 207, 40c.; 
No. 208, 50c.; No. 209, 60c; No 210, 
67c,; No. 211 73c. 

Custard Cups. — Round, No. 422, 
6-oz., 17c.; No. 423, 4-oz., 13c.; 
French pattern, No. 424, 4-oz., 13c.; 
No. 426, 6-0z., 17c. 

Ramakins.—Round, No. 432, 3%-0z., 


10c.; No. 442, 4-0z., 13c. 
REFRIGERATORS.—Jobbers still have 
encouraging reports as regard the sale 
of refrigerators. Business is far in 
excess of last year’s, and the end is not 
in sight. 


We quote from Boston jobbers’ 
stocks: 
Refrigerators.—Eddy line, in lots of 


less than five, 50 per cent discount. 
Prices range from $24.50 to $170.50 
each list. 


ROOFING MATERIAL.—There has 
been an advance in list prices and dis- 
counts on some items in the stormtight, 
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liquid roof coating line. The discount 
is now 3331/3 per cent, as compared 
with 30 per cent heretofore. Revisions 
in list prices are given below. 


We Boston 
stocks: 

Roofing Paper.—Japroid line, slate 
surface, imprinted, $3.40 per roll; 
plain wg $2.40 and $2.65; Lead- 


quote from jobbers’ 


er, light (35 Ibs.), $1.70; medium (45 
Ibs.), $2.15; heavy (55 Ibs.), $2.65; 
Rockroid, light, $1.05; medium, $1.45; 
heavy, 60. 

Shingles.—Japroid line, lock top, 
$5.25. per square; super giant, 12%- 
in., $9; individual, $6.25; super strip, 
$7.25; strip, 10-in., $6.35. 

Paper.—Bermico sheathing, $85 a 
ton; Japroid sheathing, $67.50; tarred 


felt, larger rolls, $64.50 a ton. 

Roof Coating.—Stormtight, liquid, 
green and red: 5-gal., $3.40 per gal.; 
1 gal, $3.50; plastic roof cement, 5- 
gal., 32c. list; 1 gal., 35c. Discount 
33% per cent. 


ROPE.—April 19 always witnesses a 
revival in fitting boats out for the sea- 
son. Painting is the first job, and re- 
rigging the next. Retail dealers should 


look to their stocks of rope. 
We quote from Boston jobbers’ 
stocks: 
Rope.—Manila, 19c. per Ib., base; 
sisal rope, 17%c.; hay rope, 16c., cot- 


ton rope, 52c. 
Lathe Yarn. — Sisal, 

1>200, 16c. per Ib. 
SCREENS AND DOORS.—The market 
for screens and doors appears to have 
taken on a new lease of life of late, yet 
there is still room for much improve- 
ment. 


C130, = 15c.; 


We quote from Boston jobbers’ 
stocks: 

Screen Cloth.—Black, 12-mesh, $2.40 
per 100 sq. ft.; 14-mesh, $2.90; Opal, 
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12-mesh, $2.95 per 100 sq. ft.; 14- 
mesh, $3.45; 16-mesh, $3.95; all from 
Boston store. Direct mill shipments, 


f.o.b. Pittsburgh, black, 12-mesh, 
$2.15; 14-mesh, $2.65. Bronze screen 
cloth, widths 24-in. to 48-in., from 


stock, 7%c. per sq. ft.; factory, T%c.; 
16-mesh, 8c.; 18-mesh, 8'4c. 


Screen Doors.—No. 241, 2 x 6 
$20.80 per doz.; 2 x 8, $21.75, 2 x 
10, $22.80; 3 x 7, $23.80; No. 454, 2 x 
6, $28.40; 2 x 8, $29.60; 2 x 10, $30; 

x 7, $32.10; No. 45G, 2 x 6, $24.45; 
2x 8, $25.76; 2 x 10, 4 
$38.60. All prices net, from store. A 


10 per cent discount, is allowed on 
direct factory shipments. 

SILVERWARE.—Silverware appears 

to be moving slowly for this time of 

the year, but both retail and wholesale 

houses have much confidence in the 
future. 
We 

stocks: 
Silverware. — Community Tudor 
plate spoons, tea, $2 per doz.; des- 
sert, $3.74; table, $4; soup, $4; forks, 
dinner, $4; dessert, $3.75: knives, 
dinner, embossed handle, $4.50; des- 
sert, $4.38; dinner, plated, $11.40; 

@ stainless, ; dessert, hollow 
handle, stainless, $12; fruit, 
$4.44. Discount for cash 2 per cent. 

STABLE BROOMS.—Mixed stable 
brooms are now $10 net, whereas here- 


tofore jobbers quoted them at $11. 


WALLBOARD.—Both retail and 
wholesale dealers agree that sales of 
wallboard are improving and should 
continue to do so the balance of the 
spring and well into summer. 


We quote from Boston jobbers’ 
stocks: 

Walliboard.—Regular, .¥-in. thick, 
$32.25 per 1000 sq. ft. Super, -in. 
thick, $36 per 1000 sq. ft. net. 


quote from Boston jobbers’ 


Sales Stimulated by Warmer Weather 
in Minneapolis and St. Paul District 


(Minneapolis office of HARDWARE AGE) 
VERY good demand for seasonable goods is now 
opening up as a result of warmer weather. 
is beginning to be a good demand for lawn and other 
seeds, as well as rakes, spades and other garden tools. 
Some demand for garden hose is also noted. 


A 


AXES.—Sales are good for this season 
of the year. Stocks are ample. Prices 
steady. 


We quote from 
f.o.b. Twin Cities: 
base weights, $14: 
base weights, $19. 


BOLTS.—There is a good and steady 
demand for bolts from the manufac- 
turing lines, but strictly retail busi- 
ness is only fairly active. Prices 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
carriage bolts, 50-5 per cent; large 
and small machine bolts, 55-5 per 
cent; stove bolts, 70 per cent; lag 
screws, 60 per cent. 


BRADS.—Sales_ good. 
Prices remain firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 
BUILDERS’ HARDWARE.—Sales are 
opening up as the building season gets 
under way. The most of the sales are 
heing made for later delivery as build- 


jobbers’ stocks, 
Single bit axes, 
double bit axes, 


Stocks good. 


There 


ing work nears completion. Stocks are 


good. 


CHURNS.—Better demand. 
good. Prices remain steady. 


We. quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel Type 
a ne 40 per cent from standard 
sts. 


COASTER WAGONS.—Retail demand 
is opening up very good and a heavy 
volume of business is expected. 


Stocks 


“ze quote from jobbers’ stocks, 
f.o.b Twin Cities: Auto Wheel 
coaster wagons No. 60, $5.50 each; 


No. 7 $6.44 each; No. 62, $7.03 each: 
No. $7.72 each: Overland coaster 
wae tho | 33% per cent from standard 
factory lists; Awlsteel coaster wag- 
ons, 50 per cent from lists. 


COPPER RIVETS AND BURRS.—De- 


mand continues good. Stocks good. 
Prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Copper rivets and 
burrs, 40 per cent from standard 
lists. 


EAVES TROUGHS, CONDUCTOR 
PIPE AND ELBOWS.—Sales are rap- 


Sales of tools and automobile accessories and supplies 
are also greatly improved because of more favorable 
weather conditions. 

Jobbers report a good demand from the garage trade 
for cap screws, bolts and other items used in connection 
with automobile repair work. 


idly improving and demands considered 
good. Stocks are good at this time. 
Prices remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint single bead, 5-in., $5.25 per 100 
ft.; 3-in., 28-gage conductor pipe, 
$5.40 per 100 ft.; 3-in. conductor el- 
bows, $1.73 per doz. 


FIELD FENCE.—Some demand is now 
noted in a retail way. Stocks good. 


Prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field Fence, 56% 
per cent from lists. 


FILES.—Better demand. Stocks good. 
Prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files, 
50-10 per cent; second grade files, 
65-10 per cent. 


FREEZERS.—Some demand is noted. 
Stocks are good. Prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
and Arctic Freezers, 50 per cent 
discount from respective lists; Alas- 
ka Freezers, 20-10 per cent from 
lists: Auto vacuum freezers, 33% 
per cent from lists. 


Reading matter continued on page 102 
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WW QVALITY LEAVES ITS IMPRINT 





Sell Extra Room with 
VANISHING DOORS 


Space saved by using R-W Vanishing 
Door Hardware in an 8-room house 
is equivalent to a room 9 x 14 feet 


Today’s high building costs make it imperative that 
no waste space be permitted. R-W Vanishing Doors 
save space by permitting furniture to be placed on 
either side of the doorway, and also prevent adjoining 
doors from swinging and banging against each other. 


Another advantage of Vanishing Doors is that they 
abolish the inharmonious effect produced by swing- 
ing doors when they open into rooms of conflicting 
finish. They are silent in operation, do not rattle on 
windy days, and cannot slam and bang. 


Doors hung on R-W Vanishing Door Hardware dis- 
appear into the wall at a touch. They can be left 
open, for ventilation, at any desired width without 
the bother of “propping.” Ball-bearing, adjustable 
hangers prevent sticking and thus saving after-expense 
when the building settles. 


Your customers will appreciate knowing about 
R-W Vanishing Door Hardware. You should 
have a copy of our catalog, “Modern Hardware 
for Your Home,” to show them. It contains much 
information regarding R-W Vanishing Door 
Hardware and other items of hardware for the 
up-to-date home. Write today to Department A 
for a copy of this sales-making book. 





Also exclusive makers of Slidetite Garage Door Hard- 
ware and AiR-Way Multifold Window Hardware 
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GALVANIZED WARE. — Sales are 
somewhat better. Stocks good. Prices 


unchanged. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Standard No. l, 
galvanized tubs, $6.85; No. 2, $7.75; 
No. 3, $8.95; heavy galvanized tubs, 
No. 1, $12: No. 2, $13.25; No. 3, 
$14.50; standard galvanized pails, 10- 
qgt., $2.55; 12-qt., $2.90; 14-qt., $3.20; 
1§6-qt. stock pails, $5; 18-qt. stock 
pails, $5.75 per doz. 

HAMMERS AND HATCHETS.—Sales 


are much better as building season gets 
under way. Stocks good. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50; 
Plumb HF91, $12; Riverside 611%, 
$12; Plumb broad hatchets No. 2, 


$17.15; Plumb shingling No. 2, $13.15; 
Plumb claw No. 2, $14.40 per doz. 


HOSE.—Some demand is developing. 
Stocks are good. Prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Garden Hose, 
Competition grade, 3-ply, %-in., 9c 
per ft.; 5-ply Garden hose, 10%c 
per ft.; %-in. molded hose, 12c per 
ft. %-in. hose runs about lic less 
per ft. 

LANTERNS. — Sales continue fair. 
Stocks ample. Prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per doz.: No. 240, $12.75 per doz.; 


No. 130, Midget vehicle lanterns, $17 
per doz. 


MILK CANS.—Good demand in dairy 


territory. Stocks ample. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad milk 


cans, 5-gal., $2.60 each; 8-gal., $3.10 

each; 10-gal., $3.20 each. 
NAILS.—Demand is rapidly develop- 
ing and total sales good. Stocks good 
at present. Prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, $4.10 per keg, base; cement 
coated nails, $3.60 per keg, base. 

PAINTS. — Good demand. Stocks 
ample. Prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First quality house 
paints, $2.80 per gal.; second quality 
house paints, $2.10 per gal.; white 
lead, $13.53 per cwt. 

POULTRY NETTING.—A heavy de- 
mand is now developing for poultry 
netting. Stocks good. Prices remain 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon Poultry 
netting, 45-5 per cent from standard 
price lists. 


PYREX OVEN WARE.—Sales_ are 
good where the line is carried in stock. 
Prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware: 
No. 101 casseroles, $1.33 each: No 
197 casseroles, $1.17 each; No. 202 pie 
plates, 50c: No. 210 pie plates, 67c; 
No. 212 bread pans, 60c: No. 231 
utility pans, 67c; No. 12 teapots, 
2-cup, $1.67 each; No. 24, 4-cup, $2 
each: No. 36, 6-cup, $2.33 each. 


REGISTERS. — Sales fairly 
Stocks ample. Prices firm. 


good. 
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My Pa Gets 
Spring Feelings 


Says my Ma to my Pa, Poor 
fellow you look kind of yellow- 
ish, and my Pa says, Who 
wouldn’t? I cleaned out my desk 
yesterday and most every darn 
thing in it was just fit to chuck 
in the waste basket. And it 
seems to me I near broke my 
back with the ash can this morn- 
ing. You’d save time if you’d 
chuck most what you buy in it 
the moment you unwrap it. And 
your brother up country was in 
yesterday and says every last 
thing on the farm needs renew- 
ing. And my Ma says, speaking 
of the farm, I saw your fishing 
tackle in the attic. Why don’t 
you take a trip about now? And 
my Pa brightens up and says, 
You said something. And he 
says Son, meet me at the Hard- 
ware Man’s after school, for that 
fellow has good stuff, and I did 
and he got the dandiest fishing 
things and me a ball and a bat 
and ordered a ’lectric washer 
for my Ma, and ain’t it funny 
how things turn out when my 
Pa gets spring feelings? 


Donny 
Smileo 














ROPE.—Good demand. Stocks good. 
Prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades ma- 


nila rope, 19%c per Ilb.; best grades 

sisal rope, 17%c per Ib. 
SANDPAPER.—Very good demand. 
Stocks good. Prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper, per ream, $5.85: second 
grade, No. 1, per ream, $5.25: Gamet 
No. 1, per ream, $16.50. 


SASH CORD.—Very good demand de- 
veloping. Stocks ample. Prices steady. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Best grades No. 8, 
S6c per Ib.;: ordinary grades No. 8, 
56c per Ib. 


SASH WEIGHTS.—Demand is now 
opening up. Stocks are ample. Prices 


steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, 


$2.50 per cwt. 
SCREWS.—Sales are good. Stocks are 
fairly well assorted. Prices remain as 
for some time past. 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 
blued screws, 72% per cent; flat head 
japanned, 6714 per cent: fiat head 
brass screws, 70 per cent: round 
head brass, 67% per cent. 


SNATHS.—Practically no demand as 


yet. Stocks good. Prices as follows: 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Scythe snaths, 
$13 per doz.;: Bush snaths, $15 per 
doz. 

STEEL SHEETS.—Demand is_ good. 
Stocks good. Prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28-gage galva- 
nized steel sheets, $5.95 per cwt.; 
28-gage black steel sheets, $5.05 per 
cwt. 

TACKS. — Demand remains _ good. 
Stocks are ample. Prices steady. 

We quote from jobbers’ stocks, 

f.o.b. Twin Cities: American cut 


tacks, 6, 8 and 10-o0z., 60c, 55¢c and 
50c per doz. 2-0z. packages respec- 
tively; %8-oz. blued carpet, 3lc per 
doz. packages; No. 11, double point- 
ed, 35c per doz. packages; 8 oz. cut 
tacks in bulk, 15%ec per Ib.; 6-o0z., 
16%c per Ib. 


TIN PLATE.— Sales remain good. 


Stocks good. Prices steady as last 


quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin Plate, Fur- 


nace Coke, ICL 20x28, $14.75 per box; 
Roofing tin, IC 20x28, 8-lb coasting, 
$14.25 per box. 
WHEELBARROWS. — Good demand 
from contractors and some demand 
from individuals for garden barrows. 
Stocks good. Prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood stave bar- 
rows, fully bolted, $37.50 per doz.; 
Tubular steel, No. 1, $6.75 each; 
wood garden barrows, $6.25 each. 


WIRE.—Sales show a decided improve- 
ment with more seasonable weather 


conditions. Stocks are ample. 
We quote from jobbers’ stocks, . 
f.o.b. Twin Cities: Barbed _ wire, 


painted cattle, 80-rod spools, $3.70; . 
galvanized cattle, $3.97; painted hog 

wire, $3.96; galvanized hog _ wire, 

$4.25: smooth black annealed No. 9, 

$4 per cwt.; smooth galvanized an- 

nealed, $4.45 per cwt. 


WIRE CLOTH.—Sales are beginning to’ 
develop with opening of warmer 


weather. Stocks are good. Prices 
firm. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Black wire cloth, 
12x12 mesh, $2.20 per 1900 sq. ft.; 
Galvanized cloth, 12x12 mesh, $2.70 
per 100 sq. ft. 


WRENCHES.—Jobbers report a good 
demand. Dealers advise that sales are 
opening up well. Prices unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Agricultural wrenches, 
65 per cent; Coes wrenches, 40-10 
per cent; engineers’ wrenches, 62% 
per cent from new lists; knife handle 
wrenches, 40-10 per cent; Stillson 
and Trimo wrenches, 60 per cent. 
Snap-On wrenches in sets, No. 101, 
$15.25; No. 202, $8; No. 404, $7; No. 
505B, $3.40, less 40 per cent, f.o.b. 
Milwaukee. 





| ha has been stated by authorities that 51 per cent of the 
people who come to a store time after time started 
through the recommendation of some friend or relative. 
One hardware dealer sold a washing machine to one fam- 
ily and as the years have gone by he has had the pleasure 
of supplying over twelve machines to different members 


“What Brings “Em In?” 


of that same family. 

This same authority states that 5 per cent of the people 
come because of special sales; 8 per cent because the win- 
dows stop them and draw them in for some article dis- 
played; 8 per cent come in because the location is handy; 
and 9 per cent are drawn by mail advertising. 
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- Wiz exclusive flat packet load. 
Formed by two, three or more strips 
interleaved and folded zig-zag. 

2. Wiz strips are always in alignment. 


. Made with or without this tamper 
proof reference compartment. 

. One strip of slips refolds auto- 
matically into locked compartment 
ready for reference or auditing at 
anytime. 


~ 


_ 






































Auditing 


Why Our Men Serve Well— 
14% in Service 15 to 36 
years 
26% in Service 10 to 15 
vears 





If it’s used with carbon 
paper we make it. 
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One-Packet Load—Flat Audit Strip 


Wiz is used for many kinds of handwritten 
hardware records, no matter what the size 
of the business. Wiz introduces the new 
flat-packet principle, a great improvement 
over roll form registers. It makes any 
number of copies and strengthens the best 
bookkeeping system by making better orig- 
inal entries. When protected by Wiz, a 
handwritten record is safer and surer than 
any other kind of record. 


Easy and Quick to Load 


The load is one flat packet of printed forms 
interleaved and folded zig-zag: ready to insert 
in the Wiz. To load the Wiz Register obviously 
requires much less time than inserting three or 
more rolls, adjusting tension springs and placing 
first slips in alignment. 


In a recent contest, nine men loaded a Wiz Flat 
Packet Register in less than half a minute each: 
one man in twenty-three seconds. 


Auditing from Locked-up Record 


The top picture of the Wiz Register, with its 
sides cut away, shows one strip of checks auto- 
matically refolded in the tamper-proof locked 
compartment (No. 4) after the transaction has 
been recorded. The record of any transaction 
can be referred to instantly and then replaced 
without disturbing the load. 


Auditing from the locked zig-zag strip of flat 
tickets is much easier than from a long rolled 
strip which curls over the desk and floor. The 
Wiz audit strip is a perfect file in itself, always 
in numerical order and accessible at any page, 
avoiding an awkward file of rolls. 


Aligns Strips Automatically 


One turn of the crank issues and files tickets 
and automatically places the next set of tickets 
in alignment. 

Hardware stores, whether retail or wholesale, 
large or Small, can improve their first entry 
records by using Wiz. 


Over 100 company offices conveniently located in all trade centers. Our representatives are 
especially instructed. They average long years of service and are capable of rendering just 


the ¢ polity of service you desire 


American Sales Book Company, t4., Elmira, N. Y. 


West of the Rockies 


Pacific Manifolding Book Co. 
Emeryville, Calif. 





Pacific Coast Sales Book Co. 
Los Angeles, Calif 


In Canada 
F. N. Burt Co., Ld. 


Toronto, Can. 





re 





[}] Receiving Orders — scibeanttiiiis 


ge®eeeeeeeaeeeeeseseeeeseeseeeceaaeeuseese 
) 

: For information without obligation 

: AMERICAN SALES BOOK CO., Ld., 

- Elmira, N. Y. Dept. 7254 
: [}] Cash sales [] With Cash Drawer 

s | Charge Sales [] Delivery Receipts 

8 ([! Invoicing [1 Requisitions 

- '}) Bills of Lading [} Shop Orders 

gs () Express Receipts ~] Warehouse Orders 

: "] Purchase Orders jj 

3 

a 

& 


Pin to forms now used or to letterhead. 
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CURRENT NEWS OF THE TRADE 


(Continued from page 79) 





Obituary 





J. C. Vaughan 


John Charles Vaughan, pioneer Chi- 
cago seed man, died at his home in 
Chicago, Saturday, April 12, at the 
age of 73 years. Mr. Vaughan built 
up a very large business in seeds and 
plants and was well known to the 
hardware trade. The deceased is sur- 
vived by the widow and two sons. 





S. G. Lewis 


Seneca G. Lewis, vice-president and 
general manager of the Pennsylvania 
Rubber Co., Jeanette, Pa., died sud- 
denly at his home in Greensburg, Pa., 
on Monday, April 14. Mr. Lewis was 
born in Brighton, Mich., on May 4, 
1872. He was graduated from Hill- 
side College and began his business 
career in the hardware jobbing trade 
with the Fletcher Hardware Co., and 
left that concern to become sales mana- 
ger of the Winchester Repeating 
Arms Co., of New Haven, Conn. He 
then went with the Pennsylvania Rub- 
ber Co., on Feb. 1, 1910, and contin- 
ued with that concern until his death. 
He is survived by his widow, one 
daughter and a sister. 


Eliphalet Remington 


Eliphalet Remington, the last sur- 
viving member of the firm of E. Rem- 
ington & Sons, founder and owner of 
the Remington Arms plant, established 
in 1825 in what is now Ilion, N. Y.., 
and predecessor of the present Rem- 
ington Arms Co., Inc., died recently 


in East Herkimer, N. Y., in his ninety- | 


fifth year. 

Mr. Remington, the third, at least 
of that name, was born near Ilion, 
November 12, 1828. Upon attaining 
his majority in 1849, he entered the 
employ of his father and in 1856 the 
firm of E. Remington & Sons was 
established, consisting of the father 
and his three sons. 

On August 12, 1861, the father died 
and the sons continued the business. 
Philo, who was the member of the 
firm most fitted by taste and experi- 
ence for such work, took charge of 
the manufacturing, Samuel of the 
sales department and Eliphalet as- 
sumed the general supervision of the 
office and particularly the correspond- 
ence, for which he was especially quali- 
fied by reason of superior penmanship 
and great felicity in the use of 
language. 

The demands of the United States 
Government during the Civil War and 
the subsequent adoption of the Rem- 
ington rifle by nearly all the govern- 
ments of the world, brought great 
prosperity to the Remingtons, who in- 
creased their plant to provide for a 
constantly increasing business. Profits 
were large and the returns to the 
members of the firm were, in those 
days, considered fabulous. The Rem- 
ingtons were listed among the forty 





supposed millionaires of that period. 
About 1870 the profits had reached 
such proportions that a dividend of 
$2,000,000 was divided among the 
partners. This was an almost un- 
heard-of amount in industrial circles 
in those days. 


J. G. Alexander 


John G. Alexander, secretary and 
treasurer of The Dayton Toy & Spe- 
cialty Co., Dayton, Ohio, died on 
April 6. Mr. Alexander, who was a 
well known figure in the hardware 
field, was prominently identified with 
the civic and social activities of the 
community in which he lived. 


George Reuter 


George Reuter, prominent in busi- 
ness circles and who prior to his re- 
tirement from active business fifteen 
years ago, was general manager and 
treasurer of the American Wringer 
Co., died of heart failure at his home, 
465 West End Avenue, New York 
City, April 15. Mr. Reuter, who was 
also president of the Mutual Trading 
Co. of New York City, and a director 
of the Buckley-Newhall Co., and the 
Colonial Bank, came to New York 
City from Rochester as a young man 
and joined the American Wringer 


Company, advancing to general mana- 


ger and treasurer of the company. He 
was a charter member of the Hard- 
ware Club and a life member of St. 
Nicholas Masonic Lodge No. 321. He 
leaves a widow, Sarah E. Reuter, and 
two sons, George A. and Clifford S. 
Reuter. 


George Dallas Willis 


The funeral of George Dallas Willis. 
a former tack manufacturer ‘of na- 
tional reputation, was held Wednesday 
afternoon, April 9, at his home in South 
Braintree, Mass. All places of busi- 
ness as well as the offices of the town 
hall closed during the services out of 
respect to his memory. 


Patterson-Sargent Co. 
Moves 


For the purpose of securing increased 
facilities for the prompt execution of 
orders, the Patterson-Sargent Co. has 
recently removed its warehouse to its 
plant at Hunters Point Avenue and Van 
Dam Street, Long Island City, N. Y. 





New Wrench Catalog 


The Will B. Lane Unique Tool Co., 
422 South Dearborn Street, Chicago, 
Ill., has issued a new catalog circular 
covering its lines of ratchet socket 
wrenches and screw drivers. 








Beddoe V.-P. Bond Floors Co. 


George K. Beddoe, who was recently 
appointed vice-president and manager 
of the Bond Floors Co., which is the 
linoleum division of the Congoleum 
Co., 99 Chauncey Street, Philadelphia, 
Pa., was for fifteen years in the Indi- 
ana limestone ‘butiness with head- 
quarters at Bedford, Ind., and as a 
cut stone contractor carried on ex- 
tensive operations throughout the 
United States. 

About six years ago he joined the 
Export Department of the Congoleum 
Company and successfully developed 
Congoleum business in Australia and 
New Zealand. 

One of the outstanding features of 
the new policy which the company has 
adopted, is its arrangement with con- 
tractors and retail stores to act as 
agents and distributors. The new 
plan, which is now in effect, gives to 
authorized distributors practically the 
same advantages as are enjoyed by 
the branch offices of the company, 
particularly as regards the issuing by 
the U. S. Fidelity and Guaranty Com- 
pany of a Surety Bond covering instal- 
lations of Bonded Floors material. 

The company’s newspaper and ad- 
vertising campaign has also _ been 
materially increased over last year, 
and is aiding in obtaining for Bonded 
Floors Company’s product—Gold-Seal 
Battleship Linoleum, Treadlite Tile, 
Cork Carpet, Cork Tile, Rubber Tile 
and other floor materials—an enviable 
reputation for quality. This advertis- 
ing is also aiding to build up for the 
Bonded Floors Company and its dis- 
tributors a national reputation as 
experts on floors. 





Steyer Celebrates 50th Year 
as Salesman 


Phillip Steyer recently completed his 
fiftieth year of service with the Sher- 
win-Williams Co., Cleveland, paint 
manufacturers, during which time he 
is said to have made the first gallon 
of Sherwin-Williams house paint. His 
total production is estimated at 200,- 
000,000 quarts of paint, sufficient to fill 
one of the giant locks of the Panama 
Canal, and float a battleship. 

A testimonial dinner was given Mr. 
Steyer, on April 10, at which time 
George A. Martin, president, invited 
this veteran paint man to retire on full 
salary. Mr. Martin said, S. P. Fenn, 
vice-president, is the only man whose 
length of service exceeds that of Mr. 
Steyer. 


Acme Changes Chicago 
Address 


The Chicago office and warehouse of 
the Acme White Lead and Color Works, 
formerly Jocated at 319 West Ohio 
Street, have been moved to 2001 West 
Pershing Road, in the Central Manu- 
facturing District. 


Reading matter continued on page 106 
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The live hardware 
dealer says: 


“Everybody Buys This ‘Tape. 


‘There are many hardware items with an 
essentially wide market, but I never saw 
the equal of this BULL DOG friction 
tape. 


‘‘Made originally tor electricians, it has 
come to be used by men, women and‘chil- 


BOSTON dren for a great variety of purposes. No 
WOVEN HOSE & house or garage can get along without it. 
RUBBER CO. 
Canibvidge; Mass. ‘“Made by Boston Woven Hose & Rubber 
me eee erg Co. and packed in four handy sizes in the 


facturers in the world. cheerfulest containers 1n the store. ’’ 


Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 
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Washington News 


(Continued from page 83) 
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it took over this express and light 
freight for the postal system, because 
the enabling act provides that it shall 
be handled on a self-sustaining basis. 

“It was shown at the postal hear- 
ings last month by Representative 
Kelly of Pennsylvania that during the 
last ten years parcel post rates have 
been reduced six different times by the 
Postmaster General. During that same 
period second class rates have been in- 
creased approximately 35 per cent 
through higher pound rates and the 
zone system. 

“In addition to this increase in sec- 
ond class rates, newspaper publishers 
are required by the Post Office Depart- 
ment to spend millions of dollars each 
year in routing and zoning their pub- 
lications for the mails, in order to ex- 
pedite handling. This is distribution 
work and expense properly belonging 
to the Post Office Department; and is 
the only class of mail where the sender 
is required to do part of the work of the 
postal service. 


Bad Service Due to Parcel Post 


“Experienced postal employees claim 
that the reduction of service on first 
and second class mails, during recent 
years, is due to the loss of postal rev- 
enues caused by present parcel post 
rates. It was shown at the hearings 
before the Post Office Committee that 
rates on light and bulky parcel post are 
frequently less than the Government 
pays the railroads for transportation, 
to say nothing of cost of delivery, col- 
lecting, distribution, handling and rout- 
ing.” 

It is conceded that the investigation 
recently instituted by the Post Office 
Department to ascertain the cost of 
handling parcel post matter cannot be 
completed in time to enable Congress 
to use the Department’s report as a 
basis for legislation at the present ses- 
sion. On the other hand, the demand 
for some increase in the pay of postal 
employees is so insistent as to threaten 
serious demoralization of the service 
if it is not made before Congress ad- 
journs for the summer. 

Under the circumstances the advo- 
eates of legislation in aid of the pos- 
tal employees are urging the adoption 
of the suggestion made by Representa- 
tive Paige that parcel post rates be 
temporarily increased sufficiently to 
meet a reasonable increase in salaries, 
leaving it for Congress at the next ses- 
sion and in the light of more compre- 
hensive information to readjust both 
salaries and postal rates. 


Rights of Trade Associations 


The recent discussion between the 
Secretary of Commerce and the At- 
torney General respecting the legal 
functions of trade associations will re- 
sult in the consideration of this im- 
portant problem in a broad and com- 
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prehensive manner at the coming an- 
nual meeting of the Chamber of Com- 
merce of the United States at Cleve- 
land, May 6-8. Three separate pro- 
posals concerning trade associations 
have been submitted by member organ- 
izations of the National Chamber for 
consideration at the convention. The 
substance of these proposals, and the 
organizations that submitted them, fol- 
low: 

The Memphis Chamber of Commerce 
proposes that the National chamber 
should advocate creation of a commis- 
sion which would define the rights of 
trade associations and their members 
in all respects, including their rights 
to discuss operating expense, source of 
supplies for materials, prices, trade 
competition, etc. A study of anti-trust 
laws and of the Federal Trade Commis- 
sion’s powers and activities would be 
included, The purpose would be to 
establish recognized principles which 
would remove handicaps under which 
trade associations now operate, through 
fear that they may violate some law, 
rule or regulation and be called before 
a commission or the courts upon a 
criminal or civil charge the existence 
of which, regardless of the merits, is 
detrimental. 


Uncertainties Should Be Eliminated 


The Southern Central Division of the 
National Chamber recommends that all 
possible steps be taken to obtain elimi- 
nation of obstacles and uncertainties 
which interfere with the most effective 
carrying out by trade associations of 
their function of disseminating in- 
formation. : 

The National Coal Association pro- 
poses that the President of the United 
States be asked by the National cham- 
ber to direct the Attorney General to 
institute a test case of such a character 
that it will determine the legal status 
of activities of trade associations in 
gathering and giving to the public 
statistical information concerning pro- 
duction, distribution, cost and prices 
when no improper private use of such 
statistical information by the associa- 
tion or its members is alleged. 


Designed to Kill McNary-Haugen Bill 


Friends of the so-called McNary- 
Haugen bill which proposes to create 
an export corporation for the sale of 
the “exportable surplus” of agricul- 
tural products are greatly concerned 
over the effect upon the fortunes of that 
measure of the so-called Voigt amend- 
ment which proposes that farm prod- 
ucts may be exported and exchanged 
for foreign manufactured goods which 
would be permitted to be imported free 
of duty. I described this amendment 
briefly in the last issue of HARDWARE 
AGE. 

It hardly need be said that the effect 
of this amendment upon the average 
protectionist is like that of the tradi- 
tional red rag shaken before a bull. 
One of the leading protectionists’ or- 
gans assails the Voigt amendment in 
vigorous fashion in part as follows: 
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“Now, just what does that mean? 
Foreign farm products, under this 
proposal, could not be brought in by 
exchange to compete with domestic 
farm products, but anything else under 
the sun, whether the product of the 
factory, the mine or the mill, could be 
obtained by exchange and brought into 
the United States absolutely free of all 
duty, and sold or disposed of in the 
United States ‘at the best price obtain- 
able.’ 

“This would mean direct competition 
with all domestic industry of every 
possible character, except farm prod- 
ucts, on a free-trade basis for the 
farmer and his associations and the 
board the law would create for his 
especial benefit, while at the same time 
imposing a tariff duty on every other 
importer. If these commodities that 
could thus be brought in free of all 
tariff duties were brought in sufficient 
amounts both the importer and do- 
mestic enterprises would be put out 
of business entirely. 


Tariff Law Would Be Dead Letter 


“The sky is the limit in this proposal 
so far as bringing in foreign goods 
would be concerned, and the Tariff Act 
in its entirety and the anti-dumping 
law would become a dead letter. Never 
was there conceived as a piece of legis- 
lation a more dangerous, a more out- 
rageous proposal than this, and the 
significant fact remains that Republi- 
cans in Congress, supposed to have 
studied economic questions, and sup- 
posedly working for the general wel- 
fare of the whole country, are giving 
serious consideration to a proposal such 
as this under the guise of affording 
relief to the farmer.” 

The friends of the McNary-Haugen 
bill declare that the Voigt amendment 
is in the nature of a “strike,” a term 
applied in Congressional circles to pro- 
positions which are never intended to 
be enacted into law but which are 
brought forward for the purpose of 
“gumming the game.” There can be 
no doubt that this amendment will be 
bitterly opposed by every real friend 
of the McNary-Haugen bill. | 

I think it extremely doubtful that 
any serious attempt will be made to 
secure the adoption of the Voigt amend- 
ment. It is so comprehensive as to 
amount to a radical revision of the 
Fordney-McCumber tariff law which 
nobody in Congress desires at this 
juncture especially in view of the ap- 
proaching Congressional elections. 


Voight Amendment Probably Un- 
constitutional 


It is also more than likely that the 
courts would hold the Voigt amend- 
ment to be invalid on constitutional 
grounds for the reason that it would 
delegate to almost any citizen the power 
to suspend the tariff law with respect 
to the importation of any foreign 
manufactured merchandise for which 
he might exchange farm products of 
American origin. This goes a_ step 
further than the delegation by Congress 
to an administrative official to modify 
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Special Offer to Introduce 
or{on's 


Glue 


F OR a limited period only—subject to withdrawal with- 
out notice—we will supply any retailer with the fol- 
lowing assortment of Gorton’s Liquid Glue: 


1 DOZ. 1 OZ. BOTTLES 
‘ 1 DOZ. % GILL CANS 
1 DOZ. GILL CANS 
2 PINT CANS 
2 DOZ. 1 OUNCE TUBES 


All for only $75 > 


TOTAL VALUE AT ESTABLISHED 
RETAIL PRICES, $13.10 


Packed in convenient cartons with an appropriate supply 
of advertising leaflets and good-looking display cards, 

This offer is made solely to speed up the distribution 
of this brand-new product—absolyptely pure, clean, liquid 
glue made from codfish skins by the largest users of cod- 
fish in America. 

The age and reputation of the company, the popularity 
of its famous food products, and the widespread adver- 
tising of the Gorton name, all these things are establish- 
ing a demand for this latest product rapidly.- Do a quick 
sum in subtraction and see what an excellent profit this 
special offer will give you—over 70 per cent! Then order 
it at once, for this offer will be withdrawn at an early 
period. Order from us direct, giving mame of jobber 
through whom you want us to ship. 


GORTON-PEW FISHERIES CO., LTD. 


Gloucester, Mass. 


Makers of Famous Gorton’s ‘*‘No Bones’”’ Codfish 
Gorton’s *‘Ready-to-Fry’’ Codfish Cakes 
and other Gorton Fish Products 
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This Free Display 

Stand Is Selling 

Arcade Mills for 
Dealers Everywhere 


If you do not have one on . 
your counters you are missing 
easy and profitable sales— 


Because— 


we are telling 3,000,000 women 
about Arcade Mills through our 
national advertising this spring in 
Ladies Home Journal and Good 
Housekeeping. 


‘ 

Women need only be reminded of the 
fact that they can_ make better coffee 
by buying their coffee in the bean and 
grinding it at home immediately before 
using. It retains the fresh, rich flavor 
in the coffee which is quickly lost from 
ground coffee soon after it is exposed 
to air. People pride themselves in mak- 
ing delicious coffee. Guests in homes, 
otels, restaurants, everywhere appre- 
ciate and remember unusually good 
coffee. A turn of the crank does it— 
with any degree of fineness the rich, 
full flavored oil cells of the coffee bean 
are crushed evenly. easured in 
graduated glass container—and immedi- 
ately, the deep, fresh aroma, oils and 
all are brewed into that “best ever’ 
cup of coffee. Arcade Coffee Mills have 
served this genuine satisfaction in thou- 
sands of homes for 40 years. 


Put Arcade Mills out where your cus- 
tomers can see them—they’ll sell them- 
selves. 

Your jobber can supply you. Write 
us for catalog No. 30 showing complete 
line of Arcade Hiardware and Cast-Iron 
Toys. 


Arcade Manufacturing Co. 
Freeport, Illinois 


ARCADE 


4~AROWRRE 
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tariff rates under certain circum- 
stances. Such delegation of authority 
has frequently been questioned but the 
power of Congress to authorize the 
President to modify rates under condi- 
tions specifically set out in the statute 
has been sustained by the United States 
Supreme Court. 

President Coolidge is becoming a bit 
anxious over the failure of Congress 
to bring forward some measure of re- 
lief for the farmers. The administra- 
tion is pledged to “do something” but 
the President’s representatives in the 
House and Senate do not seem to know 
just what to do. 

In the meantime the days are flying 
and Mr. Coolidge is urging Congress 
to finish up its work and adjourn by 
June 1. There is an opportunity just 
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now for some great economist to come 
to the front with a panacea for the 
farmers’ ills that would not run 
counter to the interests of the rest 
of the community. 

Later.—Postmaster General New has 
forwarded to the joint postal committee 
of the Senate and House a_ recom- 
mendation for an increase of 5 cents 
each in the postage rate on parcels 
exceeding 8 oz. in weight and not ex- 
ceeding four pounds. This increase in 
rates is estimated to produce approxi- 
mately $30,000,000 which would meet 
something more than two-thirds of the 
department’s estimate of the desired 
increase in the salaries of postal em- 
ployees which is fixed at $43,000,000 
as compared with $75,000,000 provided 
by the bills now pending. 
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Coming Hardware Conventions 














NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Cal., June 16, 
17, 18, 19, 1924. Herbert P. Sheets, secre- 
tary, Indianapolis, Ind. 

ARKANSAS RETAIL HARDWARE ASSOCIATION 
CONVENTION, Little Rock, May 20, 21, 22, 
1924. L. P. Biggs, secretary, 815-816 
Southern Trust Building, Little Rock. 

LOUISIANA RETAIL HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Roosevelt Hotel, New Orleans, June 
3, 4, 5. 1924. R. D. Nibert, secretary- 
treasurer, Bunkie. 

HARDWARE ASSOCIATION OF THE CARO- 


LINAS CONVENTION, Wrightsville Beach, 
N. C., June 17, 18, 19, 1924. T. W. Dixon, 


secretary-treasurer, 717-718 Commercial 
Bank Building, Charlotte, N. C. 
MISSISSIPPI RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 9, 10, 11, 1924. Guy Nason, secretary, 
Starkville. 
NEW YORK 


STATE RETAIL HARDWARE AS- 
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SOCIATION CONVENTION AND EXPOSITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Heaa- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 

PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Hotel Amarillo, 
Amarillo, Tex., May 12, 13, 14, 1924. C. L. 
Thompson, secretary - treasurer, Canyon, 
Tex. + 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 


EXHIBITION, Philadelphia Commercial 
Museum, Feb. 16, 17, 18, 19, 20, 1925. 
Sharon E. Jones, secretary, 604 Wesley 


Building, Philadelphia, Pa. 

SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of Ala- 
bama, Florida, Georgia and Tennessee. 
Convention and Exhibition, Atlanta, Ga., 
May 27, 28, 29, 1924. Walter Harlan, sec- 
retary, 701 Grand Theater Building, At- 
lanta, Ga. 





Points to Stress in Selling Washers 


F you have ever made an investi- 

gation, no doubt you have found 
it both fascinating and interesting 
as well as profitable. M. L. Pierce of 
the Hoover Suction Sweeper Co., 
North Canton, Ohio, told several of 
the hardware conventions this year 
about an investigation made by a 
certain firm as to why its washing 
machine advertising did not take. 

The survey showed they had been 
“hollering up the wrong flue” so to 
speak. Their copy had lacked emo- 
tional appeal to the user of the wash- 
ing machine and this is what the 
firm found out about the way its 
product appealed to women. 

Out of the total number surveyed, 
30 per cent wanted an electric washer 
because it saved time. Therefore the 
dealers played up the time saving 
feature of the washer they were sell- 
ing. Then 25 per cent wanted an 
electric washer because it saved 
strength. This also gave the firm 


good ideas for advertising and selling 
talks—to play up the labor-saving 
features. 

There were 14 per cent who wanted 
such a machine because it saved 
health and 12 per cent because it pre- 
served youth and beauty. The last 
point was a bit of a surprise but the 
women made the statement them- 
selves and believed that an electric 
washer would do this for them, and, 
so two more advertising and selling 
points were added. 

The original advertising campaign 
was built around the economy of an 
electric washer but the survey showed 
that only 8 per cent of the women 
were interested in economy, so the 
original campaign was 92 per cent 
over the mark and succeeded in inter- 
esting only 8 per cent of the readers. 

These are points which cost a good 
deal to find out and might be of value 
in your own advertising to the house- 
wife. 














April 24, 1924 HARDWARE AGE 109 








ATES Oey o a: 





‘‘ The Seamless Brass Spout Line’’ 








HARDING Oilers make profits for dealers because they 
arent just “good’’—they’re “better,” as the result of 
scientific specialization in oil-can manufacture. 

Every part is precision made. Cups made of heavy steel, 
copper plated inside and out. Double crimped at the bot- 
tom to stand hard usage. Spouts drawn from best quality 
seamless brass. 


HARDING Oilers will get you profits and cus- 
tomer-satisfaction that otherwise will pass you 


by. CUSTOMERS 


ed ASK FOR 
nee HARDING Oiler is guaranteed to be as HARDING OILERS 
p ; BY NAME 


O-NO-DRIP is a patented trade-marked 
oiler. It will not leak, even if held 
upside down. Sturdy thumb-con- 
trolled valve in spout keeps oil inside 
until you want it outside. Cleanest 
and safest for use around home, car, 
shop, garage, or factory. Prevents 
wastage of oil and spoilage of goods. 
does not get out of order and lasts a 
lifetime. Packéd in handsome indi- 
vidual cartons, printed in colors. 


The catchy counter cutout 
shown below is_ beauti- 
fully printed in attractive 
colors. Here is a sales- 
man that will sell oilers 
for you and won't cost 
you a cent in salary. 





OI(LO-RITE is a husky oiler made of the 
same materials as the 0-NOQ-DRIP with- 
out the valve. A durable oiler at a popu- 
lar price. 








The AARDING line includes also a heavy-duty Mowing Machine 


Oiler especially designed for farm use. 
Oilers for every purpose, in |/3 pint and | pint sizes, with 3, 5, 
and 9 inch straight or curved spouts. 


Dealers should have this line in stock. If you 
have not, write us today for prices and further 
details. 


ARTAUR S. HARDING CO. 


Manufacturers 
WEST SOMERVILLE. MASS. 
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Corner of the electrical and radio department, Gross Hardware & Supply Co., Milwaukee, Wis. 





$20,000 a Year in Electrical Supplies 


1924 figures will leave 1923 in the 


~T has been said that the space at 
the front of the store is more 
valuable than any other in a re- 
tail store. Every merchant will agree 
with this statement, otherwise im- 
portant and fast selling merchandise 
would not be placed there. 

Naturally sales in this space must 
be large in order to pay for the ex- 
pensive rental or value of the floor 
space. There are some hardware 
lines which are to be found within 
twenty feet of the front door of 
every hardware store, but some mer- 
chants vary in their opinion as to the 
sales value of some of the other lines 
which sometimes find themselves 
close to the entrance. 

The Gross Hardware & Supply Co., 
Milwaukee, Wis., follows the usual 
custom with respect to the old estab- 
lished lines, and they are to be found 
close to the front door as in other 
stores, but this firm has also put its 
electrical department into this ex- 
pensive floor space. There is only 
one logical answer and that is, the 
department pays sufficiently to war- 
rant the prominent display. 

$20,000 a Year 

The accompanying _ illustration 
shows the corner devoted to elec- 
trical merchandise, which is to be 
found directly at the customer’s left 
as he enters the store. This depart- 
ment is about 15 ft. long and sells 
$20,000 worth of electrical supplies 


a year and makes a twelve-time turn- 
over on the investment of about 
$1,000. These figures prove that this 
electrical department belongs right 
where this firm has placed it. 


However, before this change in 
location it was a different story. As 
an example, electrical sales for a 
single month are greater than they 
were for an entire year before the 
change was made. This is a broad 
statement, but Mr. Heinmiller, retail 
manager, vouches for it, although he 
knows some will not believe it. While 
he admits the location has something 
to do with the large sales, he has 
not lost sight of the fact that the 
department was singled out for some 
intensive work. A capable man was 
put in charge of the department 
which he handles along with his other 
duties. 

Then the advertising came in for 
its share of help, and a little inten- 
sive work reminded people where to 
go for the extra sockets, lamp cord 
and other electrical merchandise. 

To show how one can do things 
with a little intensive effort, Mr. 
Heinmiller pointed out the double 
row of adaptable lamps on the top 
of the side wall case. His records 
show that fifty were sold in 1922, and 
in 1923 sales were around 500. Sales 
are running better than one a day 
at the present time, and when. the 
Christmas season comes around the 


dark. This makes an _ excellent 
margin of profit and not a great deal 
of trouble. 


Service Helps Sales 


Even lamp cord is viewed with an 
eye to profit and this firm retails 
on an average of 50,000 feet of it 
a year, to say nothing of several 
thousand feet of silk lamp cord. 
Women and men buy lamp cord and 
the salesman is never too busy to at- 
tach a plug, splice a wire or make 
some little minor repair while the 
customer waits. There is no cost for 
this service and the salesman has 
plenty of opportunity of suggesting 
other merchandise which may be in- 
spected while the adjustment is being 
made. This service makes a hit with 
the women. i 

Whenever it is possible to offer the 
public an attractive item, the adver- 
tising for the day carries the an- 
nouncement of the fact. And, due to 
the fact that the Milwaukee public 
has learned to watch the Gross ads 
because of the good things they have 
already bought there, the merchan- 
dise offered never goes begging. The 
windows have much the same effect, 
and they always make sure to see 
that there is plenty of stock on hand 
before an item goes into the window, 
where, of course, it always bears a 
price tag. 


Reading matter continued on page 112 
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Note under the microscope 
how the sturdy Duramen 
fibres interlock to catch 
and bind the Viskalt into a 
solid weatherproof armor. 
Billions of these tiny fibres 
give Viskalt Roof Coating 
and Viskalt Cement super- 
endurance 














The penetration test shows 
how firmly Viskalt is knit- 
ted together internally to 
resist years of weather 
strain. This severe test is 
only one of many which 
‘prove its fitness as a vital 
part of Richardson Roof- 
ing Products 








Profit by these improved 
roof preservers 


Here’s a way to save hundreds of dollars for 
your customers and at the same time make a 
generous profit for yourself. 

Sell them the protective coating that will 
save them the cost of a new roof—Viskalt 
Paints, Cements and Coatings. Definite 
points of superiority over ordinary kinds 
make them the easiest for you to sell. 

The waterproofing base is Viskalt, un- 
usually durable because vacuum-processed 
and 99.8% pure bitumen. With it are mixed 
Duramen fibres by the patented Woodley 
method, to give a reinforced protective coating 
between the old surface and the weather. 

Look over the forms of Viskalt products 
listed here and recommend to your customers 
the one best suited for each job. 


Viskalt Roof Coating (Fibrated) 


When the felt in a roof has dried out and is 
breaking down, Viskalt Fibrated Roof Coat- 
ing will renew and protect it. 


RICHARDSON 


Viskalt 


i 
PAINTS - CEMENTS - 





COATINGS 


Viskalt Roof Paint 


Where the felt in an old roof is firm, but needs 
resaturation, use Viskalt Roof Paint. Its 
sturdy Viskalt base makes one coat outlast 
about four of ordinary roof paint. Easy to 
apply. Will not crack nor melt. 


Viskalt Cement (Fibrated) 


For resurfacing old composition, tin or metal 
roofs, this product is unusually durable and 
can be applied by unskilled labor. It is also 
unexcelled for general repair work, rustproof- 
ing and waterproofing. 

Why not enjoy the profits from these un- 
usual products! Write us. We will also send 
you details on other Richardson products 
which are making profits for hardware deal- 
ers. Just use the coupon below. 


OX RICHARDSON COMPANY 


Lockland (Cincinnati) Ohio 


Chicago New Orleans New York City Atlanta Dallas 


») 1924, The Richardson Company 


—_ 





The Richardson Company , Dept. 61-E. 
Lockland, Ohio 

Gentlemen: Please send me further informa- 
tion on Viskalt Roofing Products, Lok-Top 
Asphalt Shingles and Rubbertex Roll Roofing. 


Name 








FPR Ses FOLATE PRL ee i at 
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A Survey 
Indicates 
Great Value 


Test by test—number of ad- 
vertisements, number of ad- 
vertisers, number of replies. 
calibre of replies, prompt- 
ness of replies, testimonials, 
frank statements—all these 
tests prove the strength and 
value of the Classified De- 
partment of Hardware Age. 


Hardware Age carries several 
thousand dollars per year in 
its Classified Advertising Col- 
umns. They are the weekly 
meeting place of Manufac- 
turers, Wholesalers, Dealers, 
Salesmen and all who seek 
the fine service its weekly 
classified columns render. 


If satisfactory results from 
this advertising were not re- 
ceived would Hardware Age 
maintain that yearly volume 
of purchased classified ad- 
vertising? 

When you want to buy or 
sell a Hardware business; get 
new sales representatives; re- 
quire help; want a position; 
when soliciting desirable 
sales accounts or have any 
“want” that is “hardware.” 
you hardware men can get 
action and satisfaction by 
using and reading our “want 
ads.” 


See Section and Rates 
in Back of This Issue 


HARDWARE AGE 


239 W. 39th St., New York City 
ADVERTISING DEPARTMENT 
CLASSIFIED DIVISION 
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There are some valuable points to 
be gained from a careful study of 
the illustration of this electrical de- 
partment. It will be noted that no 
lamps, with the exception of the 
patented adjustable light, are sold, 
and the merchandise is practically all 
in the sundry class. This must be 
borne in mind when one thinks of 
sales of $20,000 a year out of this 
space not over 15 ft. long. 


Radio Also Handled Here 


The department has been designed 
for both radio and electrical supplies. 
The sampling on the panel doors has 
been done with an idea of showing 
a good range of stock in such a 
fashion so that sales will be made 
quickly and without inconvenience. 
The wall cases and show cases are 
lighted indirectly so there is a clear 
and attractive view of the merchan- 
dise. 

In the show cases the glass shelves 
are graduated so the customer can 
see the entire contents of the case. 
While some of the fast selling items 
are placed on top of the case, they 
are kept far enough in the rear so 
the merchandise below will not be 
obscured. 

The little tray of twelve bins or 
compartments on the left-hand show 
case is worth its weight in gold. 
Each bin is price tagged and such 
articles as plugs, fuses, double 
sockets, etc., are shown there. This 
tray is within easy reach of any 
customer standing at the counter and 
always contains the fast sellers or 
specials. 

The home made lamp rack is also 
worthy of note. Pull sockets have 
been supplied so the customer can 
light each lamp, and it is well to note 
that the pull chains are al] on the 
customer’s side of the counter. There 
is a lamp tester where each lamp sold 
is tested before the eyes of the pur- 
chaser. This is also good business. 

Many city dealers have thought it 
unprofitable to carry electric light 
bulbs, especially where the local pub- 
lice service companies made an 
exchange arrangement with their 
patrons. Gross did not suppose they 
could sell many bulbs, but they have 
been surprised and the display rack 
was the result. 


A Home Made Wire Rack 


One thing about the department 
which should not be overlooked is 
the home made wire rack at the left 
of the counter. This is right by the 
front door and people can’t help but 
see it on entering the store. The 
construction is simple and it is 


easy for any hardware man to make 
if he has some galvanized pipe, 
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tees, elbows, floor flanges and a pipe- 
cutter. 

A measuring device has been placed 
just below the stock and the business 
of measuring off just what is called 
for is taken care of in quick order. 
It is not even necessary to remove 
any of the spools of wire for this 
purpose. 

The Gross stock of wire consists 
of green and yellow lamp cords, six 
shades of silk cord, packing house 
cord, heater cord and black and white 
rubber covered wires. 


Quality Goods Only 


The policy has always been to sell 
only first quality merchandise. This 
is very important in electrical goods, 
and each salesman stresses the point 
that the merchandise has the Under- 
writers’ Laboratory approval. People 
appreciate what this means and they 
do not care to run chances on poor 
material that may burn down their 
homes. This sales point is also very 
effective when it comes to the com- 
petition of electrical merchandise 
sold in some of the 5-and-10-cent 
stores. 

Another part of the policy is to 
watch the markets very closely and 
to take advantage of price changes. . 
After a recent reduction in one line, 
which few noted, the Gross store was 
able to move a tremendous amount of 
stock by simply advertising the new 
price. Then it is the policy to be on 
the lookout for all the new items. 
New electrical “kinks” are always 
good business getters, and the store 
that watches the new developments is 
the one which keeps up-to-date. 

One item overlooked above is the 
sale of door bell transformers, which 
this store found most profitable. The 
sale of these little transformers 
runs into very satisfactory figures, 
and all because somebody looked over 
the line and said “let’s push this.” 

All any electrical department needs 
is just a little “push” and it goes 
well all during the dull months of 
January and February when most 
folks are wondering what happened 
to business. 


Gendron Wheel Co. Catalog 


The Gendron Wheel Co., Toledo, 
Ohio, has issued its 1924 catalog on the 
Gendron-Pioneer Line of children’s ve- 
hicles, which includes very faithful 
reproductions of standard automobiles. 
A line of Gendron automobile acces- 
sories, bumpers, motometer, tilting, 
steering wheel, windshield deflectors, 
rear view mirror, stop light and gear 
shift, if featured in the first few pages. 
The booklet has 96 pages and cover. 
Every item listed is illustrated and 
— and color decorations are 
listed. 
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Profitable Porch Items 
Spring Business * 
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D 

PRING is here, and with it a fine pS! 

| oe "(2 opportunity to turn an early profit 4 
; = 3 by selling your customers “ Acco”’ ¥) 
| a1" <i Porch Swing and Hammock Chains. Nf 
CC SV) Recommend them for safety’s sake, and 
ci “ G fo \ “Acco” Products they are known for ei 
) AX their strength—the result of careful | 
manufacture and rigid inspection. of 

This is the time when customers are fixing up ¥ 

their porches, making them comfortable and at- 1 

tractive; and they will be pleased to have you \ 

remind them of “Acco”—the porch swing chain vi 

they know to be safe. é 


Fach set of “Acco” Porch Swing Chains is 
packed in an attractive compact carton for shelf 
display and convenience in handling. 














Acco FLOWER Baskets 


OME-LOVERS take great delight in 
“Acco” Flower Baskets. They are orna- 
mental and practical but inexpensive as well. 
Ideal for ferns, flowers, vines and potted plants. 
Many dealers ask ’em to buy “Acco” Flower 
Baskets when they are purchasing “Acco” Ham- 
mock and Porch Swing Chains—other worth 
while porch items. It’s a profitable suggestion! 
“Acco” Flower Baskets are furnished in green 
and white special Rust Proof Metal. Write for 
detailed description. 








Addddadl 
VAVVA NAA 











American Chain Company, Inc. 
BRIDGEPORT, CONN. 


District Sales Offices: Boston, Chicago, New York, Philadelphia, Pittsburgh, San Francisco 
In Canada: Dominion Chain Company, Limited, Niagara Falls, Ont. 


Largest Manufacturers of Welded and Weldless Chains for all Purposes and makers of the Famous WEED Automotive Products 
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The farmer buys. barn 
equipment and haying tools 
to speed up his work and 
help him increase profits. 


He wants equipment which 
will be on hand for years, 
without wearing out. 


Ney — Established 1879. 
[ron-bound proof of positive 
quality. 


Original 
Genuine 








Standard Everywhere 







Stanchions Automatic Water Bowls 
Stals ens 
Hay Carriers Litter Carriers 
Hay Carrier Steel Tracks and Hay Knives 
Fixtures Barn Door Hangers and Tracks 
Hay Ferks Wire Stretchers 







Pulleys Weldless Chains 
Merchandise Carriers Tie-Out Chains 
Stee! Hoists Hay Rack Clamps 






Pereh Swing Chains Hardware Specialties 





Jhe NEY MANUFACTURING CO. 


Established 1879 


CANTON OHIO 
Minneapolis, Minn. Council Bluffs, lowa 
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Center ladder shows old way and outside ladders 
show new way of painting 


Every Painter 
Is a Prospect 


Now is the season when painters, tinners, 
roofers, contractors and home owners use lad- 
ders for many purposes. 


We have a safety device (Pats. Pending), 
which can be quickly attached to any ladder. 
It prevents ladder accidents, because no lad- 
der can slip or slide when equipped with 


SEAMAN 


Safety Brackets 
Retail Price $5.00 a Set 


We have also worked out a plan that sends 
customers to your store ready to pay the price 
as soon as you show them these brackets. 
They pay you a good profit. 


Send us a list of painters and other pros- 
pects and we'll “circularize” them for you. 
We'll convince them they need Seaman Safety 
Brackets, which are strongly made of DROP 
FORGED STEEL. 


iv ci ccvecncensesebetucks 14,000 Ibs. 
Average Load Elastic Limit.............. 6,500 Ibs. 
BOO Wee LO ia vii k oes cnesces ses 2,700 Ibs. 
Each 
Weight, 5 lbs. 9 ounces Per Pair. 
GUARANTEE 


Thirty days after date of shipment, if I find 
I am not satisfied, I can return the brackets 
and get my money back. 


Ask your Jobber to quote prices. 


SEAMAN SAFETY 


BRACKET CORPORATION 


Manufacturers, 


Rochester, N. Y., U. S. A. 
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Through unity of effort, 
large scale production, 
the elimination of waste 
through the use of ef- 
ficient machines, the 
hearty cooperation of 
satisfied employees and 
through specialization, 
the Tubular Rivet and 
Stud Company has for 
over 50 years manu- 










factured rivets that are 
the recognized standard 


in their field. 


WARATTTITT 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


—/RES\. 
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Profit? Yes; and 
satisfied trade, too! 


are what you get when selling the 
“SIMPLEX” and “GEM” Tapes 





Me i 
PEE MUNN \ \ 
at at 
yy 

i 










Wil 


The “SIMPLEX” is sturdy and well made, with %-inch 
simplified-reading black finish steel ribbon divided 12ths 
of feet, and steel lined case covered with durable imita- 
tion leather, hand sewed. 


Length List Length List 
No. 5232A, 25 feet, $4.20 No. 5232E, 75 feet, $6.85 
* i, 22." Sas “- 3207, 3 *- as 





The “GEM” is light, compact, durable, with %-inch sism- 
plified-reading black finish steel ribbon divided 12ths of 
feet, and steel case with brown leathery finish. As an 
economical substitute for metallic tapes it is unequaled. 


Length List Length vist 
No. 5282A, 25 feet, $2.60 No. 5282E, 75 feet, $4.00 
* oe. 2 * Bae = 5282F, 100 “ 5.00 


Net Prices and Circulars on Request 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 
Philadelphia Washington 
Sactory 
Chicago, Illinois 


Branches 
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Sliding Door Hangers 
with 
“Ten-Ten” Watershed 
Round Tread Track 


Weather, dirt and bird proof. Self cleaning. 


Hangers are of rust-resisting, non-breakable 
certified malleable construction. Machine 
turned wheels—roller bearing—frictionless. 
Adjustable features keep doors snug—they 
can’t drag or bind. 


Track is of one -piece steel. Has great fi 
strength. No rivets or welds—no parts to as- // 
semble. Rounded wheel tread for hangers / 
makes for ease of door operation. Weather- | 
strip feature prevents rain, snow and dirt from 
entering building. 

Write for full facts on the ‘“Ten-Ten’’ and other A-P 


Hangers—the most satisfactory line in its particular 
field. 


Allith-Prouty Co. 
Danville, IIl. 


Representative Jobbers Distribute A-P Hardware 
throughout the United States 






“THE SIGN 
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Simply Tack On 
Turn the Corners 
Anybody can apply it. 





Every housewife wants to cut down her ice bills. That's 
just what Wirfs’ ‘‘AIRTITE”’ Refrigerator DOOR 
SEAL does. It stops cold air leaks, thereby saving ice. 
It is a rubberized flexible strip, that, when applied to the 
overlap on a refrigerator door, forms an airtite cushion. 
Put the display reel on your counter. You'll be sur- 
prised at the number of extra dollars it will bring in, 
because the “‘AIRTITE’’ Refrigerator DOOR SEAL 
sells on sight. We are advertising the SEAL to the 
consumer in the leading national magazines. 


The SEAL has proved itself; for several years some of 
the largest manufacturers of household refrigerators have 
used Wirfs’ ‘‘AIRTITE’’ DOOR SEAL as standard 
equipment. 

It retails for 7c a foot and you can make as high 

as 114% profit. 


Price to dealers in U. S. A. and Canada. (One 
price to ail.) ? 


Ug Se ee 3%4e per foot 
eR ra ae re 3 4e per foot 


Prices F. O. B. St. Louis 
If check aeecompanies order we'll stand transpor- 





tation charges in U.S. A. 
The handsome display stand will be sent you free of 
66 A WIRFS’ 
DOOR SEAL 
Sole Manufacturer and Patentee 


charge with your initial order. 
REFRIGERATOR 
E. J. WIRFS, 128 S. 17th Street, St. Louis, Mo. 
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It’s a Mighty Good Rule 
That Works Two Ways 











SZ 





NRE ae, 


Offer Quicker Sales and 
Greater Profits for Both Job- 


Z\ 


| oer Folding Rules 


ber and Dealer. 4 
Better Rules—But Cost No 
More. 





Absolute customers satisfaction, 
upholding the principle of the 
““Golden Rule.”’ 


The 4A\MERICAN Rules are made 


—, of carefully selected and seasoned 
flexible maple—powerful, snug 


IE 18 EE ae. MBit 


fitting lock joints of cold drawn 
steel, brass plated. Built to stand 
the strain without breaking— 





Specially designed springs in the 
joints are made of high carbon 
steel. 


Use this twisting test that always 
clinches the sale. 

Hold an A\MERICAN rule firmly 
at its extreme length; keep it per- 
fectly straight and twist gently. 


It can be twisted at least two full 
turns without breaking. Release 
abruptly—and the demonstra- 
tion convinces! 


We also maintain a Special De- 
partment for manufacturing all 
types of rules and measures. Our 


EH MD I PO OE NB A, RI AR ION EE I EE OE ARR AEE AB EP, 


a - 





| staff of skilled and experienced 
SN 4 workmen enables us to serve you 


at all times. 
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We invite special inquiries. 





the new Fraim 
Display Panels | 
on your shelves? 


There are four of them—handsome and 
all ready to hang. The locks are all 
our best sellers. Attractively displayed 
and priced. Write us about them. You 
can order direct or through your jobber. 


THE E. T. FRAIM LOCK CO. 


LANCASTER, PENNA., U.S. A. 


Sales Agents in 
New York Boston San Francisco Philadelphia 
Chicago Seattle Winnipeg Ogden, Utah 
Detroit Los Angeles Vancouver Nashville 
Baltimore ew Orleans Atlanta 





— 





We make a complete line of folding 
1 rules. Your jobber can take care of 
your requirements. If not, just drop 
us a letter for prices and information. 


AMERICAN RULE 


y MANUFACTURING CO. 








it 


486-496 Johnson Ave. 
Brooklyn, New York 
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Another 
Good Season Ahead 


F all the good years for Hart- 
ford Dealers this promises to 
be a record breaker. 


Their closest competition is out- 
done—item for item—by a line of 
Hartford Tires that excell in out- 
right money’s worth. 


The new 30x 3% inch Hartford 
“H” Tread Clincher Cord is the 
greatest piece of tire manufacturing 
ever offered the light car owner. 


The Hartford Cord in all sizes is 


a value that, as a trade builder, 


ranks with the best merchandise 
the hardware retailer ever had in 
his store. 


HARTFORD RUBBER WORKS CO. 
1790 Broadway New York City 
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Buy them by the keg 
READING IRON COMPANY 


World’s Foremost Manufacturers of Cut Nails 


Reading, Pennsylvania 
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BOLTS, NUTS, WASHERS, 
RIVETS, PICKS, MATTOCKS, 
AND GRUB HOES, CROW BARS, 
_ WAGON FORGINGS, TELE - 
PHONE AND TELEGRAPH 
POLE LINE MATERIAL, ETC. 
SCREW RAILROAD SPIKES, 
TRACK BOLTS, BOAT SPIKES, 
STEEL BARS, CONCRETE 
REINFORCEMENT BARS 
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$1500 Sold 
the Ist Week 


Is the astonishing record made by one dealer with our 1924 
STEER-EZY COASTER SALES PLAN. Sells this super- 
quality Coaster the year round. Brings customers back to 
your store week after week. They buy Coasters and other 
merchandise. Big profits for you. No less than 14 of 29 
dealers of one community recently ordered STEER-EZYS 
and adopted this profit-making PLAN. Details of PLAN 
on request and facts sent promptly about this famous 


STEER-EZY 
COASTER 


HARDWARE AGE 





ee 


Here are four other, time-tested, money-making specialties, 
all quick sellers. Let them show you big profits this 
season. 


Metal Figures and House Numbers 


A complete line of aluminum, brass and 
enameled figures and house numbers con- 
stitute the PREMAX line. Our DeLuxe 
House Numbers here shown retailing at 10c. 
each are the best buy the market affords. 
Solid aluminum, 2%” high, figures glossy 
silver finish, on glossy background. To 
show them is sufficient to sell. 





Unbreakable STEEL TENT PINS 


Two sizes 9” and 12”. Every tourist, every camper wants 
at least a dozen in the canvas bag once you show their 
superiority over ordinary wooden stakes. Designed to drive 
quickly, hold fast, ot “readily when camp is broken. Ask 
for sample pin TOD 


Handy 8 Wrench Set 


For house, office, auto, everywhere a set of medium 
priced wrenches are needed. Retail at 50c. Easy to one 
two pairs to customers. Fit nuts +.” to %”. A 

of 12 will only be a starter for you. 





Dodson All-Steel Hame Strap 


20 years the leader. Outwear a dozen leather straps. No 
pins to break. Fits all work hames. Lies flat against 
collar. Rust-proofed finish, no rusting, chipping, peel- 
ing. INTRODUCTORY OFFER on request. 





Niagara Metal Stamping Corporation 
Dept. B424 NIAGARA FALLS, N. Y. 
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RREN 
LINOLEUM 


Ledge and Counter T ops 


have been optional and furnished on 


Warren Fixtures 


for the past twelve years 


hd | 











with Linoleum 
Ledge and Counter Tops were fur- 
nished T. Eaton & Co., Toronto, 
Ont., Canada. 


Warren Fixtures 


In 1912 


Marshall Field & Co., Chicago, Illi- 
nois, purchased Warren Fixtures 
with Linoeum Ledge and Counter 
Tops. 


In 1914 


We mention above for the reason T. Eaton & Co. 
are an old, well established concern in Canada 
and Marshall Field -& Co. are well known 
throughout the United States. 


The facts are, many progressive retail stores throughout 


America are using 


WARREN FIXTURES 
With Linoleum Ledge and Counter Tops 


We are the originators of Sectional Hardware Fixtures with 
Linoleum-Covered Ledge and Counter Tops. 


Linoleum Ledge and Counter Tops are optional and always 
furnished on Warren Fixtures when practical and to cus- 
tomers best interests, without additional charge. 


‘‘There Is No Substitute For Warren Fixtures’’ 


J. D. WARREN MFG. COMPANY 


159 No. State Street 


(DGPS OF 
| HA one | 


Chicago, Illinois 
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WOOD SCREWS 


IRON, STEEL, BRASS, BRONZE AND MONEL 


IRON RIVETS—ANY STYLE HEAD TINNERS’ AND COOPERS’ RIVETS 


PIPE COUPLINGS 


STEEL AND BRASS FINE WIRE 


BESSEMER AND BASIC MONEL WIRE 


STEEL WIRE 










9Z_ <2 STEEL AND BRASS SCRATCH 
RESISTANCE WIRE BRIDGEPOR-L. CONN. BRUSH WIRE 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 
George E. Quigley, Detroit. 
Dan M. Bell, Dallas, New Orleans. 


Milton Pray Co., San Francisco, Los Angeles, Seattle. 
eee 

















BYGUMAGRAM 


200%, PROFIT ON ONE! a 
175% PROFIT ON MORE! — 


Are YOU interested? 


Then send 25c in silver or postage stamps, and we will = 
send you ONE— 









Post Paid. 
You will sell it for 75c. 


Then you will order by the dozen at $3.25 and sell 
them for $9.00, by Gum! 


7 
NORTH WAYNE TOOL CO. \/ 


HALLOWELL, MAINE | 
Sales Office, 1409 Ford Bldg., Detroit, Mich. ne ee 


President and Sales Manager 
Axes, Scythes, Grass Hooks, Grass Shears, 
Corn Cutters, Hay Knives, Bread Knives, Etc. 
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“There is likewise a reward for faithful 
stlence.”—Horace. 





ee HINGES faithfully per- 
form their work and service— 
holding firm and safe the doors of 
entrance and exit, acting their part in 
keeping comfort and shelter intact— 
4 ’ on constant duty to give facility to 
vol Oe hundreds of daily activities. 


ae, Modest and unnoticed, GRIFFIN 
iia HINGES never fail in silent, unob. 
trusive service to fulfill their faithful 
duty during the life of any building 
in which they are used. 


Griffin Manufacturing Company 
Warehouse Erie, Pa., U.S. A. Warehouse 
45 Warren St.,N. Y. 74 W. Lake St., Chicago, Ill. 
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The “Home Town” Customer 


The Smiths, Browns, Jones—about every family 
in your town knows him. 


A word from him means a whole lot, especially 
when that word is “Perfect,” and the product is 


Screen Wire Cloth. 


Because every home his family visits and every 
family that visits his home usually bring up the 
subject of Screens. 


They just can’t help advertising “Perfect”— 
their Windows, Doors and Porches are all screened 
with it. One tells another. 


Keep supplied through your Jobber. 
ULNAR 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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Buy spruce ladders and step ladders. 

Don’t buy cheap ladders and step ladders. 
You buy accidents. 

They cost you money to settle. 

Send us your order and we will ship and give 


you spring dating, guarantee you against 
decline. 





Send for latest price sheet 
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ASS VALVE SEAT PUMPS 
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There is no good reason why dealers, plumbers and pump men 
should not put the many exclusive Myers Pump features and im- 
provements in both design and construction to work for them in 
their community. 

The Myers Glass Valve Seat—the Easy Operating Rolling Motion 
Cog Gear Head—the Adjustable Base—the Reversible Spout—the 
extra size Air Chamber— 
the long Set Length—the 
full size Cylinder equal 
greater capacity, easier op- 


MYERS c LASS eration and long time ser- 


vice. 
VA LVE SEAT In fairness to yourseif—in 
the interests of your custom- 
ers, investigate the Myers line of “Honor- 
Bilt” Pumps f-« Every Purpose, Water 


Systems for Home or Farm, Cylinders and 
Well Accessories, and if you are an imple- 





ment dealer or handle builders’ supplies, 
Myers Hay Tools and Door Hangers. 


Literature and prices 
to the trade. 
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m, (Opp 
Se Mae ore OSIVE 
: DOOR HANGER: PUMPS FOR EVERY PURPOSES 


HAY UNLOADING TOOLS, DOOR HANGERS 


; :- MYERS & BRO. Ashiand.O. \ Al 
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ASHLAND PUMP AND HAY TOOL WORKS. 
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Silent Evidence of Distinctive Taste 


Careful selection, particularly of house- 
hold items, is the recognized privilege of 
the /adies. To the ladies we have acknowl- 
edged that fact! 


“Ringco” Bath Room Fixtures lend to the 
distinction of your store and the refined 
tastes of discriminating customers. 


AMERICAN RING COMPANY, 


Waterbury, Conn., U.S.A. 


Our products are Nickel Plated on Solid 
Brass. Each piece is subject to rigid in- 
spection. 


There are nearly 300 items to fill your re- 
quirements, from individual Hooks to 
Complete Sets of Fixtures. 


Branch Offices: 


NEW YORK: 2 HUDSON ST. 

CHICAGO: 42 MADISON ST. 

SAN FRANCISCO: 116 NEW MONTGOMERY ST. 
BOSTON : 170 SUMMER STREET 
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Holding Old Customers 
and Getting New Ones 


E Revere Tire Dealer has 
reason to know that the car 
owner who bought Revere Tires 
before this year can be counted on 
now as a steady customer. 

And as for the new trade that is 
looking for a tire to settle down to, 
the Revere Dealer in 1924 is 
equipped with a line of tires that 
gives him an advantage over the 
whole field. 

The Revere Cord in all sizes— 
and the new 30x32 Revere “R” 
Tread Clincher Cord for light cars 
are both values that competition 
isn’t prepared to match. 


REVERE RUBBER COMPANY 
1790 Broadway New York City 
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G-W Ice Tools for Every Purpose 


Ki Veet type of tool used in the ice 


business is bui't by the Gifford-Wood 
Co. All G-W Ice Tools are ruggedly con- 
structed and absolutely dependable in 
G-W service. Over 100 years of experience are 
Car Ice Hook built into every one. 


raggen No. 80, describing the complete 
line, ll gladly be sent to you on request. 


Main Office: HUDSON, N. Y. 


i yaaa are Be New York Chicago 
G-W 
Icing Hook 


Boston Pittsburgh 
ICE HANDLING MACHINERY AXD TOOLS 











G-W 
Boston Tongs 














K&E 
Folding Rules 
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HEY are well known to the building trades 
for their accuracy and superior wearing 
qualities. 
Now furnished with concealed rivet, a sturdy 
joint that stays “put.” 


Send for information re 





i 





+ KEUFFEL =, ESSER Co. + | 


NEW YORK, 127 Fulton St. Office and Factarses, HOBOREN,N. J. 
MONTREAL 


CHICAGO ae SAN FRANCISCO 
Sib- rbrewuran~es G5 Locust St. 50-34 Sesand St, SUatveBeanetins 





Metal Display Case CARL EICKHORN 
n test irade Frice List SOLINGEN 


Write for Catalogue 
































“IT’S MORE THAN JUST A RAKE” 











E “OLE OLSEN”’ 
WOOD LAWN RAKE 


SAVES THE LAWN—MAKES YOU MONEY 
Prices Quoted on Application 


THE PIQUA HANDLE & MFG. CO., PIQUA, OHIO 
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MAND AND POWER PUMPS FOR ALL USES 
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Special Quick Repair Feature 


Here is the last word in windmill pump design. To pull up plunger 
for repairs, simply remove two brass screws on base. This relieves 
pressure on rubber packing ring on bottom casting and permits 
withdrawing plunger from artesian well types of cylinders. 


This pump can be used in wells of any depth. It has adjustable 
stroke 6, 8 or 10 inches. The detail view shows the thoroughness 
of construction that has maintained the Deming name as a 
synonym for sound, honest value for nearly a half century. 


Complete Pump Catalog on Request. 


THE DEMING CO. Est. 1880 SALEM, OHIO 


The nearest distributor will work with you for mutual profit. 
BALTIMORD.......... Southern Supply Co. LOUISVILLE................ Laib Company 














(HICAGO..Henion & Hubbell, 217-221 N. RICHMOND........-. Snyder Pump & Wells 
Jefferson St. MINNEAROLIS.......... Centra] Supply Co. 

DENVER........ Hendrie & Bolthoff Mfg. & PITTSBURGH..Harris Pump & Supply Co., 
Supply Co. 316 Second Ave. 

DETROIT...Standart Bros. Hardware Corp. SAN PRANCISOO...ccccecce Crane Company 


KANSAS CITY. ..English Tool & Supply Co. 


PUMPS- 


"2 t 
FecfricMaciman’s || TACKS 


ALL KINDS 


Deming Double-Acting 
Windmill Force Pump. 
May also be operated by 
gasoline engine or electric 
drawn pump jack. 


















chine are built together and contain the same good 
workmanship as the larger Kimball machines. 


HARDWARE DEALERS: You can make a good 
profit installing these machines in your district. 


This powerful little machine is easily installed on J ] ] 
your hand power elevators. The motor and ma- 


Write for descriptive matter. 


KIMBALL BROS. CO TOWER MFG. CO. 


s bay Council Bluffs, Iowa Madison, Indiana * 


x f \ US 
i ee 


Cincinnati, Ohio 
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No. 3002 Self-Tightening 
Made of Stanley cold rolled meal. The ribs 
n 


the nails from slipping in driving. Roun 
of strap do not cut the . 


THE STANLEY WORKS 


~ New Britain, Conn. 
of k Chi San Francisce los 
font New Yor cago Sentne Angeles 


STANLEY WG. 
BOX STRAPPING i 


ra 


Manufacturers of Wrought Hardware end Oarpenter’s Toole 
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TREMONT NAILS 


Sell the Tremont Brand 


To sell Tremont Nails means to sell satis- 
faction and true value to your customers. 
Tremont Hardened Steel Cut Nails are 
made from high carbon steel, carefully 
tempered. They are scientifically designed 
to drive without splitting the wood. and 
without bending or twisting. They are 
clean cut and always uniform in weight, 
shape and size. They are popular with 
carpenters and all who have occasion to use 
cut nails because they are easy to. work 
with, and they hold everlastingly. 


If value-gwing is your best sell- 
ing policy, Tremont Hardened 
Steel Cut Nails should be on 
your shelves. 


Tremont Nail Company 
205 Lincoln St., Boston 








Needs no attention and meets every 





The No-Liquid Door Check Co. 


LIC-WID-LES DOOR CHECK 


emergency to which a deor 
check and cleser is subjected. 


Dealers! Jobbers! 
Let us tell you about our Real proposition 
Columbus, Ohio 











nia at 
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SPRING HINGES 


Respected by Builders 


The fact that the 
leading Architects, 
Carpenters and Build- 
ers know and have a 
high regard for Chi- 
cago Spring Hinges 
helps materially in the 
sale. 

The main thing is to 
keep supplied on the 
types and sizes most 


called for m your lo- 
cality and hold trade. 


How is your stock of 
Triplex Spring Hinges? Tetpln” ore nd tage 


. Send for Catalog H-39. 


Chicage Spring Hinge Company. 


1500 Carroll Ave. * 23 Warren St. 
Chicago New York 


























CUSHION 
TIRE 


STORE LADDERS 


Imsure perfect shelf service for any line of mer- | 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. | 
Both hartds free to remove or replace stock without .; 
danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, Utilize 
small space. Make top shelves safely 
available for stock purposes. 
style—neat of design—nicely 
finished—any height ceil- 


ing. Thousands 4 v vyERS 
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ase. Circular on 
request. F 
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MORE SALES FOR YOU 


Sales on the Lightning, Gem and 
Blizzard Freezers are increasing 
rapidly year by year. Progressive 
housewives are learning that the 
best way to make pone on cal whole- 
seme ice cream easily and quickly 
is in one of our easy running 
freezers—and at a small cost. 

sel] om a uta 
und Gen die ca tes ee ees We mam Ben Ginty yeu of tah date qari 

The Blizaard is simpler in constru 

gies te Ushiieg & Gun eal at ate ee b casei nee ee 


oe ie te en Same water cosy fu aioe eee, as you may direct. Be 
eure te include request for sales helppe—-THEY ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 


J.M.Carpenter 
Taps and Dies 


For Over Half a Century 


Famous for 
Quality 
Uniformity 
Accuracy 


Durability 
First Choice of 
Make It Yours! 


SEND FOR CATALOGUE 


PEGISTERED 
TRADE ary 


Wf C 
get, JOHAICUS kin. VW 
J. M. Carpenter Tap and Die Company 
PENCIL COMPANY 1 — 

Blais oel/ PHILADELPHIA U.S.A. ao Rg on eee 




































What’s the Cost? 


If you could step into the shoes of the thousands of 
dealers who are building their business with Heller 
Cabinets, you too would agree that this modern equip- 
ment quickly pays for itself in the extra sales it makes. 
And the cost is surprisingly small. Certainly here is a 
proposition you at least want to know more about. You 
won't be obligating yourself by asking for the facts. 
Write us today for book No 26-A. 


W. C. HELLER & CO. 


Office and Factory to © Display Rooms 


Main 
700 Wabash Ave. esey SX. 
MONTPELIER, OHIO NEW yok CITY 
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_ No. 213. 6” Wide. 


Wiebusch 


and 


Hilger Ltd. 


Agents 


106 to 110 Lafayette St. 
New York 











back to W. 


said a delegate at the 1922 Bricklayers’, Masons’ and 


Plasterers’ Convention. 


Wm. Rose & Bros. 


Sharon Hill, Pa. 


“You always come 





ROSE” 





No. 113. 542” Wide. 




















-FORSTNER 


Labor Saving 


AUGER BIT 










LZ 
he 
7P The Dealer that 


stocks 


GENUINE 
ARMSTRONG 


Stocks and Dies 
Holds the 


TRUMP CARD 


The Armstrong Mfg. Co. 


Factory and Main Office New York Office 
Bridgeport, Conn. 248 Canal St. 








Bores Any Arc 


of a Circle 






Many 
New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, rib- 

; bon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 











































pil THE H. L. BROWN FENCE AND MFG. CO. piv, 
= <4 CINCINNATI, OHIO 4 Se 
Brat Ss All Pickets _— of No. 9 Heavily Galvanized Wire en ‘AS 





Increased Manufac- 
turing Capacity 


Manufacturers of 
Ornamental Lawn 
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You Place 
Spring Orders 


Flower Border 
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A MILLION KEGS 


A million kegs were sold last year by 
Hardware Stores. : 

Are you getting your share of this 
profitable business? 

Best quality kegs direct from a respon- 
sible manufacturer will have a ready sale 
from April to November. 

The best kegs are trade-marked with 


the “Triangle C” 


CLEVELAND COOPERAGE COMPANY 





and are made only by 











Cleveland, Ohio 











Builders of “Triangle C’’ Barrels v7 —Built Right to Hold Tight” 


\ 


Complete 
in Each 


| 
| 


\\ 
i \ 
\ \ 
\\\ 

\\ 


Big Profits 
Quick Turnover 


Economy All Metal Weather- 
strips sell fast. They stand high 
above any other strip offered. All 
bronze and will not rust. Last a 
lifetime and cost no more than 
temporary strips. 


Packed in boxes of 24 cartons, 
with complete equipment, includ- 
ing nails and instruction sheet, in 
each carton, for one window or 
door. Two sizes, window 36” x 
36" x 36” and 42" x 42” x 42”: 
doors 36” x 84” and 42” x &4”-- 
no waste. 


Don’t wait. Now is the time to 
order. Others are making good 
profits on them, why not you? 
Write for our Attractive Circular 
with a Remarkable Sales Plan. 


\ Sager Metal Weatherstrip 


uipment 
rt 


Company 
162 W. Austin Ave. 
Chicago, Illinois 








ss TONAWANDA, N. Y. 





“ QUICK-SET” 








— 
ne 
ae 


STEEL 
FENCE POSTS 


OU can make addi- 

tional sales and in- 
creased profits by sell- 
ing “Quick-Set”’ steel 
fence posts to every 
field fence customer. 
Quickly, easily and se- 







ae PO i ; 


7 a EE Sd gt ae 
snag mia 


Spa te. 
WINE, nO he 


curely erected. Eco- 
' nomical for farm or sub- 
urban estates because 
they outlast wooden 


posts. Anda “‘Quick-Set”’ 
fence can be moved 
easily. 


Write NOW for special attractive 
es on carload shipments, and 
circular “HA.” 


BUFFALO STEEL CO. 


“Lug” 
Angle 




















Uo Dead 
Bolt Mahe” Latch to 
customers — explain that 
one turn of the key back- 
ward locks the bolt and in- 
side knob so teh bolt cannot 
be forced back, or the door 
opened from either inside or 
outside without the key. 

Can also be operated same as an 
ordinary night latch. 

Besides a complete line of Padlocks 
we also make 1000 different patterns 
of quality Key Blanks. Send for 
Catalog 6 and Prices. 


CD INDEPENDENTIOCKCO.Q®> 


Leominster Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, and Key Blanks. 
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“UNITED” PRODUCTS 


Potato, Onion 
and Produce 


PICKING BASKETS 


Guaranteed to outlast sev- 
eral baskets constructed from 
wood or any other wire 
baskets now being built. Made 
from galvanized wire to re- 
sist rust. Electrically welded 
at every joint. 





No weak spots in the construction of any of 
our products. Every article is built to meet 
every requirement to which it will be put. This 
can be secured only by the Electric Welding 
process and scientific design. 


We also make Automobile Hose Clamps, 
Camp Grids and Stoves, Poultry Shipping 
Coops, Exhibition Coops, Feeding Batteries, 
Bottle Carriers, Baskets of all kinds, Paper 
3alers, Shelves, etc. 


Write today for catalogs 


United Steel and Wire Co. 
30 Fonda Ave., Battle Creek, Mich. 














Wire Fences 


You can buy from us all of your wire 
needs, including both ‘‘Columbia’’ 
Hinge-Joint and “Pittsburgh Perfect” 
Stiff-Stay Fences in whatever styles 
your trade desires. Mixed carloads at 
carload prices give you advantages both 
in prices and freight rates. 





Our complete line of farm, poultry and garden 
fences in both hinge-joint and stiff-stay types, 
together with our attractive lawn and flower 
fences afford a wonderful selling proposition. 


Our products include also— 
Barbed Wire Plain Wire 
Gates Steel Posts 
Wire Nails Staples, etc. 


Write for our agency proposition. 
Pittsburgh Steel Company 
Pittsburgh, Pa. 


New York Chicago Memphis 
Dallas San Francisco 














The Superior 
Screen Door Catch 





“Cash In” on the 
Profits This Spring 


T TAKES a small capital investment 

to place a good stock of Superior 
Screen Door Catches on your counter, 
and the turnover and profits will be 
more than gratifying. When your 
customers ask for screen door catches, 
offer them the “Superior.” You may 
then feel confident of their satisfac- 
tion and good will. Prepare now to 
meet the spring trade. 


If your jobber cannot supply you, order direct. 


SUPERIOR DOOR CATCH Co. 


Superior, Wisconsin 















The Genuine Wendell 


Vacuum Washer 







Lightens the 
Labor of 
Washing Clothes 


“A Quality Item”’ 


Eliminates the drudgery of wash day. A 
practical and up-to-date method of exe- 
cuting a time honored task. 


It requires only a few minutes to wash a 
tub of clothes. 


A handy article, well made of heavy 135 
lb. Tinplate, with steel rod reinforcement 
on bottom of body—where it is subject to 
greatest wear. 


Furnished with extra long and strong 
waxed wooden handle. Packed one dozen 
to a carton. Order from your jobber or 
write us. 


STUBER & KUCK CO., Peoria, Ill. 
TINWARE AND SPECIALTY MANUFACTURERS 
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CARY’S 
Universal 
Box Strapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting E Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insurin 
a rfect fastener that wiil not ben 
while driving. You will not find frac 
tures between the corrugations. Special 
effort is made to have the corrugations 
uniform so that they have equal draw- 
ing strength. 

ese fasteners are the only fasteners 
manufactured with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 
Made in various widths and corrugations, also in coils wound 
right and left. 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 

















Chair 
Tips 





No. 12, 1 inch 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against 
the sharp ends of rocking chairs. 
Durable and easily 
fitted to the rocker. 
Catalog, prices and 
terms on request. 


Elastic Tip Co. 


370 Atlantic Ave. 
Boston Mass. 





No. 13, % inch 














“IMPROVED ” 
GUARANTEED 


JERSEY 
Shoe Lasts and Stands 


They are lock bearing and absolutely the 
best of their kind. 

If you are stocking lasts and stands similar 
to the JERSEY it will be to your interest 
to get in touch with us before placing your 
next order. 

We will show you that you will increase 
your sales on Lasts and Stands by stocking 


JERSEY. 





STAR HEEL PLATE Co. 


Louis Sacks, Inc. 
357-391 Wilson Ave., Newark, N. J. 











Anchor Brand 


Clothes Wringers 


ss baa 





The Best Wringers Made Are 


¥ 


Anchor Brand 


Lovell Manufacturing Co. Erie, Pa. 


Largest Manufacturers of Clothes Wringers in the World. 

















132 HARDWARE AGE 











Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 


April 24, 1924 














Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 


tools to sell. 
_ Write for Catalog No. 22 “A” and the Supplement 


describing the new Starrett Tools. 


THE L. S. STARRETT CO. 


The World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unescelied 


ATHOL, MASS. 




















Many Good Points 


No. 22 Coil Fire Pot has all of 
the latest improved features. 
Drawn Steel Tank tinned inside 
and out. Powerful, quick acting 
pump. Large funnel with dust 
proof cap. Patented three-piece 
coil eup which can be removed 


THREE 
PIECE 
COIL Cup 


FITS by unscrewing three large nuts, 
GROOVE exposing the burner and coil. 
IN Built for quick work and hard 
TOP service. Jobbers supply at fac- 
PLATE tory prices. Catalogue mailed 





upon request. 


CLAYTON & LAMBERT MFG. CO. 
10619 Knodell Ave. 
DETROIT, MICH., U. S. A. 


Petented 


No. 22 Fire Pot 
Ask for latest price. 


Russell Jennings 
Auger Bits 


Two styles of shanks—three threads for 
boring all woods 


Patented by Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 


CHESTER, CONN. 














TAR 


HACK SAW 
ae. ‘with a reputation” 
Clemson Bros. June. 

FAlddletown, N. BB. 
























ADJUSTABLE 
KEYCO PIPE WRENCHES 





pipe. nuts or studs. Guaranteed. Packed 12 te a 
rton. Write for Discounts 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Repr tatives—Surpless, Duna & Ce. 


a 














ROCK ISLAND PISTON VISE 
Swivel | | Swivel 





Vises designed to meet the requirements of every service 
for which a VISE is used in wood or metal working. Write 
for complete catalog Vises and Hardware. 

OCK ISLAND MFG. CO. 
ROCK ISLAND, ILLINOIS 











with ocold-drawn goetete in combinations 


every wrench requiremen mechanics and car owners. 
Box Sets and Bag ll featu of high- 
cc tndie Ga tae Gees eects cane, 


grade m 
tions. Wette fer beokict end peapecitten to the Denies. 


THE ALLEN MFG. CO., tixntronp Conn 
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Write for complete Price Sheets 
on Electrical and Radio Specialties 





No. 33 list $1.00 


AJAX PLURAL SOCKET PLUGS 


Nationally advertised, approved by Good Housekeeping and Modern 
Priscilla testing laboratories. Guaranteed against all damage from 


No. 22 list 75c. 2-4-1 list 60c. 


heat, moisture and breakage. Established values. Large profits 

Free window display. Circulars and price tags. 

Dealers’ Discount—10 D and less than 100........... 40% 
eM, GWOR. cc cccccccce 40 & 10% 


Give jobber’a name eer, you prefer and we will send | sample 
No. 22 and five price tags. 


Ajax Electric Specialty Company 
1924 Chestnut St., ST. LOUIS, MO. 

















UR large list of repeat customers would 
easily convince you that Paine Toggle 
Bolts are recognized 
by users, both large 
and small, as the 





If you are not new 
using them it would 
pay you to investigate. 





Samples on request 


Sales of Navy Surplus 
By Public Auction 


as Follows 


ZO=4QCY 
ZO=4QC YP 





SALE OF MAY 5, 1924— 
CATALOGUE 556-A 


At the Navy Yard, Portsmouth, N. H., offering: SHEET MBTAL, 
(Ferrous and non- ferrous), 750, 000 lbs. BRASS, COPPER and 
MUNTE MBTAL, 500,000 lbs. BLACK and GALVANIZED BAR 
and SHEET IRON and ARMOR PLATE, 300,000 Ibs. Bolts, 
nuts and rivets, 300,000 lbs. Ship hardware, 400,000 lbs. Steel 
scrap; shelf hardware ; wood screws, bolts, nuts; copper nails; 
carpenters’ tools; motor boat and sailing launch hulls. 


SALE OF MAY 6, 1924— 
CATALOGUE 554-A 


At the Navy Yard, Boston, Mass., offering: 3135 TONS OF CLASS 
A AND B ARMOR, located at the Bethlehem Shipbuilding and 
Dry Dock Company, Quincy, Mass.; 1 locomotive crane; standard 
gauge flat cars; engine and turret ‘lathes; shapers ; drill presses ; 
planers; 750 K.W. Turbo Generator Set; 5000 cubic feet air com- 
pressor; 1200 tons STRUCTURAL STEEL ; 750,000 lbs. SCRAP 
STEEL and IRON; 1,000,000 lbs. BRASS and COPPER SCRAP 
and BOAT FITTINGS ; 200,000 lbs. Manila Rope; 300,000 Ibs. 
Chain Studs; 500,000 Ibs, Galvanized and black iron boat fittings. 
Also small tools; ‘hardware ; factory supplies; motor dories; sailing 
launch hulls; optical, marine and radio instruments; office equip- 
ment and electrical equipment. ~ 

Sales will be held on the dates specified at 10 A. M. (Eastern 
Standard Time) unless otherwise stated in the Catalogue, under 
the auspiecs of J. N. CONANT & COMPANY, AUCTIONBDERS, 
246 Summer Street, Boston, Mass. Catalogue of sale containing 
all detaila as to descriptions, terms of sale, etc., may be had 
upon application to the Auctioneer, the Supply Officers, Navy Yards, 
Boston, Mass., and Portsmouth, N. H., or the 


CENTRAL SALES OFFICE 














A Type for Every Service 


THE COULDS MANUFACTURING COMPANY 
Seneca Falis, N. Y. 





PUMPS 


The Paine Company SS = St. Navy Yard Washington, D. C. 
Nails, Spikes, Barbed Wire Wire 
Tacks Ellwood Glidden. Every kind _ for 


every purpose, In 
every form of met- 
allurgy. In 


every 
finish and adapta- 


Perfected shape and American Glidden. 
inting. True to American Special. 

ength and gauge. Waukegan Lyman. 

Ellwood Junior. 


Galvanized Nails Baker Perfect. bility. 
Hot Galvanized. 
Zine Coated. Staples Zine Insulated 


Fence, Netting, Fences 


Steel Fence Posts = [ath,’ Hoop. _Pol:- 


133 


Arrow T-Steel Posts. 
American Line 
Posts. American 
Galvanized Line and 
Durable Galvanized 
End Posts. 


ished and Galvan- 
iz 
Ties 


The reliable and old 
popular brands. 


American, Royal, 
Anthony, National, 
Ellwood, U. S. The 
widest advertised 
and best known 
brands in the world. 


Telephone Wire and Wire Mesh Reinforcement 


American Steel & Wire 
' Company 





The Standard 
PUTNAM 


Chicago—New York 














Radio & Electrical Supplies 


Harr Alter’s “POCKET- 

™ BOOK” is a net price, monthly 
Nam catalog containing hundreds of 
radio-electric bargains. Sent 
free to dealers only. 





Rolling Ladder 


Putnam Rolling Ladders are 
the standard store equip- 
ment. We carry all starid- 
ard styles and sizes in stock 
for immediate shipment. 


Write for prices. 
Putnam & Co., Inc. 


132 Howard St. 
New York City 











If you have a — or electrical 
department, ask 
sue of the “POCKETBOOK” 
and get on our list to receive . 
copy monthly. 


all in 


Since 

“POCKET BO Kk” a net to 
the dealer, use your business 
letterhead when 
quick action. 
write, the sooner you save.’ 


for the late is- 


writing 
“The sooner you 


inn 


for 





HARRY ALTER & CO. 


Dept. 23 


Ogden & Carroll Aves. 


Chicago 
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Osborne High Grade Punches Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 
The above tools will please your customers as well as our famous Round and Oval Punches. 


Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 
We stand back of every tool we make, Try us. Write for Catalog and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


Moore White Enamel Household Thumbtacks 


RAPID SELLERS AT HOUSE-CLEANING TIME 
for fastening oilcloth or splash cloths to kitchen walls and tables, on pantry shelves, covers on 
card tables, washable covers on baby carriages, netting to windows or over baby cribs and many 
other useful purposes. Packed 36 to a 25¢ box, 2 dozen boxes to counter display carton. 


List $6.00 per carton; Dealers $4.00 per carton, a profit of $2.00 
Moore Push-Pin Co. (Wayne Junction), Philadelphia, Pa. 































’ 


DEDLRAUAATASAAAGDRSTHATARLAOTOLOSEARLORTARERUEORODORRRACODROLERDORRTRRATORRESLEL 


cpeeerereertee.. 
STTT TT LILA 
eens eee eee Sees ee eee ere 
cee n oe ee ERS CROCE ee He ee 
werrrrrrrrr Till lt) Ete ae 


MILBRADT 
LADDERS 


7 ST. LEZ 
Set sosebeses setstssstteseietta > es AA CA 4 
Will pay for themselves in a , € , ee Z WA 
short time by enabling you : 1; & 3 r > :: EE AZ}; 


to wait on more trade, save 4 1H f a) = 
the wear and tear on your EMMETT ZS 75% of 
<= = all profes- 


fixtures and goods, as well 
as bring the appearance of 
your store up to date. at i : ] b b 
Write for catalogue show- agate EEE oon sar gaa 
ing a large number of styles well as many home users, 
find complete satisfaction in Koken Razor 
Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 


PELL Lomb LL 


suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411 N. 10th St. 
St. Louis, Mo. 














t a : 


: Koken Companies, St. Louis, U.S.A. 
Wood lin Steves American Can TAPS 


And Wire Goods of 
Dies, Screw Plates 


All Descriptions 
E: —— ae WINTER BROS. CO. 
i, : ee So oe American Can Company | Wrentham, Mass. 


\ on ey Re | | SILVER LAKE 


| “They Have a | 
Stop Leaky Faucets eae. 
SASH CORD on heey’ == 


Retail 2ceach = ufactured by 
U. S. WASHER CO. NET WEIGHTS FULL LENGTHS U. S. Clothes P we gt _ Montpelier, Vt. 


Silver Lake Co., Newtonville, Mase. 
‘ 1015 Union Bank’ Bide ‘Pittsburgh, Pa. 









































Box 398 
Hartford, Conn. 


ELEVATORS The “TORREY” 




















tre ot A Real Man’s Razor 


for oon Store or Warehouse, 
Send for Catalogue of Full Line 


Write for particulars. State your 
requirements as to size, capacity 
J. R. Torrey Razor Co., Worcester, Mass. 


and lift. 


The SIDNEY ELEVATOR Mfg.Ceo. 
Sidney, Ohie 








Boston, Mass. 














J. L. THOMPSON MFG CO. 


a pat 





Freight Elevators 
and Dumbwaiters 
Write for 
eur catalog 
Energy Elevator Company 
214 New St. Philadeiphia, Pa. 


Scythes te 1912. Axes since 1880. 


R [XF ORD fast Highgate, V¢. 


If it’s the best tool you can sell 
for working stone, it’s ours. 


TROW & HOLDEN CO. 


Barre Vermont 


= RIVETS—= 





























Economy 
Hoee Attachments 


Wer connecting hose to smooth 
Sauects. Slips on and off easily. 
Beonomy Mfg. Co. 
6650 Germantown Ave. 
Philadelphia, Pa. 























Only One Ribbon Solder 


CARPENTERS’ | 
—cHALK— | [ie st 


STANDARD CRAYON CO. 


Danvers, Mass. 


SYRACUSE 
RIBBON SOLDER 
15 inch lengths, 5 Ibs. to the box. 


United American Metals “ie 
|_ 196 Diamond Street, Brooklyn, N. Y. 
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DEALERS WANTED EVERYWHERE 


Iron Fence, Gates 
Lawn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 


ii iil 


|e easel 























THE STEWART TRON WORKS CO.., Inc.,225 Stewart Block, Cincinnati, O. 











Makers of Every 





CORBIN SC SCREW CORPORATION 


Reréwere Cory. Successor 
229 High Street New Britain, Conn. 


Western Factery: Daytea, Ohio 





FLUSH DOORS— 
CLEAN LINES— 
NO PROJECTIONS 


You mae © pay eens Se See Be 
Hinges already created in your sestion, Lat 





A style and 
Speesial finishes om request. 


SOSS MFG. CO. 
BERGEN 8T. BKLYN., M. ¥. 


INVISIBLE 
HINGES 





775 





[SOSS] 














BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice ot skilled mechanics for three generations 
WE PROTECT THE DEALER. 
[BS 


BROWN & SHARPE MFG, CO. 
Providence, R. I., U. S. A. 











Ww. WILLIAM AMS 


AGRICULTURAL WRENCHES 
Of Better Quality Five Sizes 


Literature ? 
J. H. WILLIAMS & CO. 


“The Wrench People’’ 


BROOKLYN BUFFALO 


CHICAGO 





G. F. Wright Steel & Wire Co. 


Manufacturers of 


UPERIOK 








Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 











Waste for Cleaning, 
Tame Maps, Twine Mepa, 


wl ave Ligands, ET cen 
Seateing on fer i 
Cotton fer Nitra 
Send for sampics ne Be pt 
MASSASOIT MANUFACTURERS =; 
Fall River, Mass., e A. 
350 Breadway 


and Pachiag. 
tbe 5 ok a 





/§N 


MASCO 








Ezyrun Ball Bearing em 


Meet the demand for peat eee. te 


nate +S ned and 
waaily operat 


= oo or aoe on hh ony Jobber yee 
not them, prices and 
7 gaa 
BROOKLYN PULLEY CO. . bee 
68 Sth Ave. Brooklyn, N. 











BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 


made to order. 


M. S. BROOKS & SONS 
CHESTER CONN. 








THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at = + 
1000 MILITARY RD., BUFFALO, N. Y. 














SATELLITE 


Incandescent Lamps 


A guaranteed Tipless Line of quality Tung- 
sten, Nitrogen, Mill Type and Ball Lamps 
that gives absolute satisfaction. 

BEDFORD LAMP WORKS, INC. 
22 Hudson Street, New York City 

















Looking for a Hardware Store? 


The place to find one is in the “Classified 

Opportunities Section’’ of this paper. 

By watching the FOR SALE co ou'll be 
reasonably sure to secure a ng busi- 


good 
ness at a fair price, or better still, m4 the Seana 
know the kind of a store you are looking f 











58 YEARS AGO 


Priest’s OTeder” 


quality 
American Shearer Mig. Company 
Nashua, N. ss 











The Mark of Quality 
in Copper Utensils 


Sold through dealers for 30 years 


ROME MANUFACTURING CO. 
ROME, NEW YORK 
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Use the “Opportunity Section” to reach Hardware 
Manufacturers, Manufacturers’ Agents, Jobbers, Job- 





bers’ Salesmen, Retailers and Retail Salesmen. TE a ii kb odiew bd be doR Wes we 6 Codaale sd cieh Wakae dh 
, 7 Each additional inch. . oCoCereVoc ere rose eROSH OS CeenEs 0's «+. 4.00 
No illustrations accepted for these pages. 4 insertions, 10% off; 8 insertions, 15% of 
Allow seven words for Keyed Box Number Address. Remittance Must Accompany Order 


50% off the above rates for Positions Wanted Advertisements 








Business Opportunities Business Opportunities | Business Services 



















































































A broadcasting of offers in hardware A broadcasting ef offers in hardware 
stores, properties, second hand equipment stores, properties, second hand equipment ier? s : 
and general opportunitics. and general opportunities. Irresistible—Convincing 
LE TO MANUFACTURE—I HAVE LETTER 
ta BORIC Fok MENTORORS AX ronan : 
- . o each, series three #12. 
TICLE TO MANUFACTURE. SUBMIT ME Builders Hardware School Broad experience has taught us the points that 
FULL BROCE ION, YOUR, er sa etm a” 
WORK WITH ME. EXPLAIN WHY YOU Teaching by Correspondence. LERBREORT. WACO. TRHXAS 
TICLE USED FOR SIMILAR PURPOSE. : : 9 
_ C. RASTETTER, FT. WAYNE, INDIANA. tions. Builders’ Hardware. 
Salesmanship. Advertising. 
FOR SALE—A clean _ up- ap tees, jontoas P 8 Help Wanted 
store in a manufacturing city o ula- « 
tion near New York City. Stock and fixtures Builders Hardware School 
about $12,000, very good lease, good reasons for ADDRESS BOX G-109 Retail 
selling. ‘Address Box G-104, care HarDWARE oem Gane de. Gr 
Ace, New York. WANTED—An experienced hardware clerk. 
psc Fisnge yom mag’ 1" ane ee. salary de- 
FOR SALE—Western New York ne FOR SALE—General Hardware Store in a| “!F pply to George Bright Hardware Com- 
Municipal ay = ——. nny os new. | town of 1800. Located in Eastern Pennsylvania. | Pa"y, 109 South Centre Street, Pottsville, Pa. 
unici water and sewerage ems just com- | A good location, good farming community. Good 
—p~ in this town. An peers a copetuaty schools. Must sell on account of poor health. WANTED—EXPERIENCED HARDWARE 
or one or two men to engage 1 Address Box G-114, care Harpware AGz, New CLERK. GOOD REFERENCES, STATE 
Hardware and Heating and Plumbing Business. | York. SALARY. ADDRESS BOX G-107, CARE 
Stock and Pintuses wie prrene Sees .00. ‘one HARDWARE AGE, NEW YORK. 
in just in time for pring business. her SALE—E: . 
t-4 takes entire time of owner. Address Rs gee ry ag ey — Pat WANTED—A_ good _ reliable combination 
Box G-82, care Harpware Acr, New York. cipal business street in heart of city of 100,000, | Plumber and tinner. Reference wanted with or 
without license, must know his trade. In a city 





Splendid opportunity for man _ with moderate 
E amount of cash. Poor health and age. Desirous of 1700 population, Address Box G-110, care 
mari poet ek ARD WARE Stu PARE of, retiring. Address Box G-115, care Harpware Harpware Ace, New York. 








ING COMMUNITY NINETY Y MILES | FROM Ace, New York, , 
CEN GICES SBOUT S12 +" 000 Wie Ae MANUFACTURERS ATTENTION! Manufacturing 
TURES. BUILDING TWo-s STORY =e CK, A progressive manufacturing concern is seeking 
Mee AE Sin | Se cepa” laces sama 
BUSINESS ESTAl LISHED OVER FIFTY with patterns and having a line which possesses 


SE ARESS BOX G-87, CARE HARDWARE possibilities can make an excellent deal ‘with us. 


ie corre dence will be held strictly in con- 
AGE, NEW YORK. | fidence. ft you are interested correspond at W AN i ED 
once, as we are prepared for immediate action. 


FOR SALE—American Patent for Improved Address Box G-99, care Harpware Ace, New 























Nut Cracker of high leverage but simple con- York. Young Man to train for 
struction. Requires but one-half to one-third 

usual pressure in cracking nuts. Being success- PATENT Rights on Loose Pin Hinges. For Salesman. Hard work, 
fully sold in Holland and England. Splendid sale outright or on royalty basis in United States 

testimonials. Samples and particulars on request, | and naan. aaneee Pin spy with removable small pay at start. Good 
Open for well-established houses and manufac- pin at cannot be remov while the r is . . : 
turers. Write with particulars to J. F. Kroon-at closed, nor can the pins rise as a result of con- opportunity. Give experi- 
Hoorn, near Amsterdam, Holland. stant use. Walter Dambek, 8433’ Marquette ence and references. 


Ave., So. Chicago, IIl. 








FOR SALE—Hardware business. Good clean, 
well kept and assorted stock. Will invoice about 


Fayette R. Plumb, Inc. 




















$7,000. Turn the stock from three to four times HARDWARE AGE PHILADELPHIA, PA. 
a year. 00 arming community. usiness END 99 

established over 40 years. Two-story brick to “a ABLE WANT ADS 

alley. Low rent. Have grown old in the busi- t Us Help You Word 

ness and retired. Chas. F. Stahl, Marion, Ohio Your “Want.”’ 
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Help Wanted 
Manufacturing 


WANTED: Gas Range Salesman—Experienced 
Salesman who knows Dealer and rtment 
Store Trade in New York State and New Eng 

d and is capable of handling big business i 
wanted by an Eastern Manufacturer of a com- 
plete line of Standard Gas Ranges and Appli 
ances. This line is established in this territory. 
yee full particulars and reference in first letter. 

—— ox G-97, care Harpware Acz, New 











WANTED Experienced Hardware Salesman 
to call on outside jobbing trade, also help in 
retail store. Splendid opportunity for an aggres- 
sive young man with tact and personality, to 


work into something worth your while. State 
age, experience and qualifications fully. Also 
salary expected in first letter. P. O. Box 110, 


Houghton, Mich. 





Sales Accounts Wanted 








ARE YOU REPRESENTED 


TEXAS 


Party with eleven years’ successful selling ex- 
perience and established following a the 
HARDW EEL, LUMBER and OIL IN- 
DUSTRY of Texas and the Southwest, seeks 
connection as District Manager or exclusive 
Representative on a salary and bonus arrange- 
ment. American, native born, under 40 years, 
single, educated, fluent, aggressive and resource- 
ful, normal. Trained in modern ethics. Ac- 

customed to handling sales propositions of 
large and small proportion. Well acquainted 
with Jobbing, Manufacturing and Financial 
conditions throughout the section. Thoroughly 
conversant with industrial specification work 
and Government routine erienced in Sales 
Promotion and Distribution. Highest creden- 
tials as to ability and integrity. Now in 
Metropolitan District. Interview promptly ar- 
ranged. Address Box G-112, care HARDWARDE 
Acp, New York 














AN EXPERIENCED Hardware Salesman 
would like to hear from manufacturers of Hard- 
ware, Tools, Cutlery, who are seeking represen- 
tation in the Southern States to the Hardware 


Sales Representatives Wanted 


Men of experience and ability in selling 
the hardware field know and follow this 
section. 











WANTED 


by large manufacturer experienced salesmen 
well acquainted with Retail] Hardware and 
Housefurnishing trade. Staple articles. Com- 
mission side line basis. Pennsylvania, Middle 
West and Southern territory. State fully 
territory regularly covered. 0. Box 2943, 
Boston, Mass. 














A SPECIALTY carrying 20% commission on 
sales to jobbers and 40% retailers is available to 
salesmen. his product is improvement on 
present fast sellers of its kind and superior to 
them in every way. Display card assures sale 
and resale. Men wanted all over the United 
States to — this —. -maker to jobbers and 
retailers. Address G-90, care HARDWARE 
Ace, New York. 


ALL SECTIONS U. S. WANTED—Salesmen 
to handle patented garden implement for retail 
trade. Liberal Commissions. State experience, 
age, territory now covered, etc. Address Box 156, 
care HARDWARE AGE, 1420 Widener Bidg., Phila- 
delphia, Pa. 











CENTRAL AND SOUTHERN—Experienced 
salesman selling builders hardware to handle non- 
conflicting line, consisting of Floor Hinges, 
Screen, Butt and Lavatory sw Door Guards 
and Window Locks in Central and Southern 
States. In reply state age, references and lines 
now handled, territory covered and how often, 
iving full information first letter. Address Box 
G- 77, care Harpware Ace, New York. 








EXCLUSIVE representatives or salesmen 
desiring excellent side line wanted to sell to 
hardware, paint and glass trade, a fixture that 
will supplant entirely old style glass board. 
Liberal Commissions and protected territories to 
the right men : eyers Co., State-Lake 
Building, Chicago, Ill. 





FROM records being made with our line, we 
believe our proposition offers a most remarkable 
opportunity to salesmen seeking an additional line 
for hardware trade. We control patents and 
manufacture of the only laminated padlock in 
the world. Cannot be hammered open, broken, 
bent or cracked. Very easily sold because its 
superiorities are visible and quickly demon: 
strated. Also other improved locking devices—all 
backed by strong display material. State ex- 





— SE ee, SS . ae perience, lines —— and territory you are 
dress Box G-98, care Harpware AcE, New York. Ww a ee Lom Company, 78 W. 
MANUFACTURER’S AGENT—15 YEARS’ FIVE SALESMEN wanted to sell on com- 


EXPERIENCE IN THE HAR 
HOUSEFURNISHING BUSINESS, KNOW- 
ING ALL THE JOBBERS OF GREATER 
NEW YORK. WOULD LIKE TO HEAR 
FROM MANUFACTURERS WHO ARE 
SEEKING REPRESENTATION IN GREATER 





mission for a Hardware Jobber, complete line 
to work from the following cities, Chicago, De- 
troit, St. Louis, Atlanta and New ‘Orleans. Will 
pav commission on all Mail Orders, as well as 
orders taken by salesman. We have some cus- 
tomers in all territories. Give information as 
commission expected and refer- 


G-116, care Harpware Acre. New York. 
————_——_—_ 


Sales Representatives Wanted 


Men of experience and ability in selling 
the hardware field know and follow this 
section. 








SALESMEN calling on the retail hardware, 
department and kindred stores to carry as a 
side line or otherwise, a hardware specialty which 
is meeting with great success. Answer stating 
territory covered. Address Box G-102, care 
HarpwareE Ace, New York, 


SALESMIEN desiring excellent side line for 
hardware trade, secure our proposition of popular 
line of 5-25¢ Faucet-Fit Water Filters. Give par- 








ticulars, age, experience, lines now sold and 
territory covered. Faucet-Fit Filter Mfg. Co., 
Malden, Mass. 

SALESMAN Wanted—FEstablished energetic 


factory representative, commission basis covering 
department stores and retail hardware trade. 
Splendid advertised line of Wash Boilers by 
large manufacturer. Schlueter Mfg. Co., St. 
Louis, Mo. 





SALESMEN wanted for New England States 
by well established manufacturer of high quality 
levels and tools. We are not getting our pro- 
portion of business out of this territory and we 
want a salesman who will work. Liberal com- 
mission and advertising cooperation. Address 
Box G-113, care Harpware Ace, New York. 


WANTED—Resident Hardware or Paint Sales- 
man for Manufacturer in New England to carry 
a fast selling side line to Jobbers and Retailers, 
on commission basis with credit for repeat busi- 
ness. Address Box G-111, care Harpware AGE, 
New York. 


WANTED—Manufacturer’s Agent to carry a 
well established line of soldering specialties. Ex- 
clusive territory. Advise lines you are now 
carrying and territory covered. Address Box 
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ves 1034 


is the total for this year to date of 


REPLIES 


remailed through this depart- 
ment to advertisers using box 
number advertisements in these 
columns, Think of the 


' OTHERS 


that went direct to signature 
ads! Send in your proposition 
right along to the “Want Ad 

















t = 
NEW YORK. WILL FURNISH RELIABLE const att tehineinies will be held strictly con- | 3 Dept.” for prompt service at 
REFERENCES. ADDRESS BOX _ G-117, | fdential. Address replies to Sales Manager, = lowest rates. 
CARE HARDWARE AGE, NEW YORK. l P. O. Box 1458, Hartford. Conn. FDVAALALIANAAANANGUANANTANENAAAEUAEENUAAETHITT 
STRATTON + ent te 66 99 
colors HACK ““LENOX” saws 
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HANDL 


Fer Smelt Tools, Utensils, 
STRATTON MFG. CO., 

















Blactricel 
Stratton, Maine 























Goods, Bee. 





AMERICAN SAW & MFG. CO 


SPRINGFIELD, MASS., U. 8. A. 
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nity Lancaster 
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PADLOCKS 


, | ih FOR EVERY CONCEIVABLE PURPOSE 
nT FRAIM-SLA YMAKER 


ny a HDW. CO., INC. 








Pa., U. S. A. 










Manufacturers 
of work bench- 
es, hand screws, 
clamps and vises. 


C. Christiansen 
2814 W. 26th St., Chicago, Ill. 
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THE ADVERTISERS INDEX is published as a comveniencse and not as & pert of the advertising contract. Every care will be taken te index correctly. 
allowance will be made for errors or failure to insert. 
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Depew TR. Gas 6iccdocdsse cvccescessevses 17 I 8 SS 109 ee See OE, « SB sa res vec cavewbeeced 132 
Apex Electrical Dist. Co................. 33 Hartford Rubber Wks. .................. 118 BOOED Te GD. cccwevescvevccsccvesceses 135 
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Birtman Electric Co...............++.++: 22 i ee 134 
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B-Metal Refining Co. .............+++++. 34 Standard Crayon Mfg. Co................ 134 
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Burditt & Williams Co. ................. 134 NE ea ees diwelas 35 T 
Koken Companies, Inc. ...........c.cec0. 134 
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Turns Work. into Pla 





“The 


es=- ATABOY-BARO 
















A 55 Pound Boy with a 100 Pound Load 


ONTRAST this perform- 
ance with any other type of 
wheelbarrow and you will know 
the merit and convenience of the 
Ataboy-Baro for home use. You 
will realize the real need of such 
a barrow as part of your stock. 
It is a distinct novelty in the 
barrow line. Made for two good 
First there was need 


TeaSons. 


for a barrow that was light, 
strong, and which every mem- 
ber of the family could wheel. 
Second, it was our purpose to 
build a small size barrow of the 
exact design and with the same 
improvements as our standard 
line, so that Sterling * quality 
would reach the home as well as 
the industries. 
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Here is the very newest in 
cake pans—The Swansdown 
Cake Pan—a _ specialty that 
leads tinware sales in many 
progressive stores today. 





Specialty Pans Put Life In Your Tinware Stock 


Bring the women into your store with window displays of practical 
specialty pans and you'll sell more tinware of all kinds. The novelty of 
variety is a trade builder and profit booster. Ekco products are designed 
to attract the woman buyer and give the dealer quick turnover. Quality mer- 
chandise—every item—and priced to sell. Feature our specialty pans and 
you ll do a bigger tinware business. 


Here Are the Lines We Manufacture 


Sanitary Bread Pans 

Sanitary Cake Pans 

Home Made Bread Pans 

Sanitary Family Bread Pans 

Square Jelly Cake Pans 

Oblong Biscuit Pans 

Cheese Cake Pans 

Oil Stove Biscuit Pans 

Biscuit Sheets 

Domestic Science Pans 

Brown Bread Pans 

Oblong Tin Pans 

Tin Drip Pans 

Layer Cake Pans 

Loose Bottom Layers 

Loose Bottom Bread Pans 

Slidex Cake Pans 

Vanity Cake Pans 

Swansdown Cake Pans 

Silver Beauty Pans 

Angel Food Pans 

Drawn Cake Pans 

Drawn Pudding Pans 

Wedding Cake Pans 

Coffee Cake Pans 

Cake Pans on Legs 

Crimped Cheese Cake Pans 

Star Cake Pans 

Triangle Cake Pans 

Diamond Cake Pans 

Seamless Bun Pans 

Seamless Counter Pans Ekco Loose Bottom Cake Pans 

aane Rapes I ide variety of sizes and 
: n a wide 

Cookie Cutters styles, tubed and plain. 

















Bread Pans 


Ornamenting Sets 
Black Beauty Roasters 
Black Beauty Drip Pans 




















All Leading Hardware Jobbers Stock Ekco Products 
Write for Our New Catalog 


EDWARD KATZINGER COMPANY 


1949 North Cicero Avenue © Chicago, Illinois 











